





THE MAGAZINE OF INDUSTRIAL DISTREUTION |) 


™ é 
; ‘ : 
a 
¥ 
a , 
» etal’ A 
' 


wee 
AUGUST, 
Bape ofan 
Ra 
ae 

































The Beaver Model-C Does “Double Duty” 







Not only will the Beaver Model-C Portable tric power tools as shown in the two illus- 
Power Unit thread pipe up to 8-inch (in trations below. The Beaver Model-C is 
six minutes) as shown above, BUT it may truly a “universal” power drive! It does 
also be used to convert hand tools into elec- double duty! 

















The No. 5 BEAVER 
Burrless Knife Cutter 
is the ideal tool to use 
for cutting -off pipe 
with the BEAVER 
Model-C and _ other 
power drives. It is 
automatic in action 
leaves no inside or out- 
side burr — cuts off 2- 
inch pipe in less than 
30 seconds. 


Beveling or grooving 
knives available for 


No. 5 






















For threading, we rec: 
ommend the No. 72 
BEAVER — quick-open- 
ing, fully adjustable 
threader ——- with die 
throwout device which 
makes it unnecessary 
to back off over the 
finished threads. The 
high-speed steel dies 
are out in front — the 
chips fall away—and 
oiling is easy. Resets 
to same size instantly 
and = automatically 

no lead screw to un- 
wind or catch chips. 


Highest Quality « WARREN, OHIO * For 46 Noun 
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Seven is a number tnat has figured 
prominently 
through the ages. As Thomas Mann 


handy figure in its way, picturesque, 
with a savour of the mythical.” 

@ When you receive your copy of 
the September issue of MILL SUP- 
PLIES, you, of course, will find 
nothing mythical about its contents. 
Instead you'll find a down-to-earth 


presentation built upon the seven 
in man’s life down industries from which distributors 
get most of their business. 

it: “Seven is a good e@ This annual “Sales Guide Issue” 
will be picturesque, though. In fact, 
you'll see more than 100 pictures of 
“Products At Work” in the metal 


the industrial supply salesman. By 
studying each photo, any salesman, 
beginner or old-timer, will be 
awakened to the possibilities for 
sales to customers he’s now serving. 
In addition, the pictures and the 
accompanying text will equip sales- 
working, chemical, food, textile, men to proceed intelligently in ob- 
construction, mining and power in- 
dustries. Every photo has been ness. When you see next month’s 
selected carefully for its value to 


taining new customers and new busi- 


issue, you'll say: “That’s for me.” 




















“YOUR HOLO- KROME 


INDUSTRIAL DISTRIBUTOR IS 
READY TO SERVE YOU FROM 
HIS WAREHOUSE STOCK” 









This sales message is being 
driven home—repeatedly — 
to the users of Socket Screws 
thru the leading National 


Industrial Publications 


BUILDING SALES 
FOR HOLO-KROME 
epeerien DISTRIBUTORS 


RIB how 


THE HOLO-KROME SCREW CORPORATION, Hartford 10, Conn. 
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GRAY COMPANY, INC. 


IT’S LIKE SELLING SHOES— 






WITHOUT LACES | 


@ Selling industrial supplies and machinery with- 
out filling your customers’ needs for industrial 
lubricating equipment is like selling shoes with- 
out the laces. Someone is selling your customers 
now. You can have these extra, profitable sales 
by talking and selling industrial lubricating 
equipment. 

You are missing natural profits when you fail 
to handle the lubricating equipment your cus- 
tomers must have to operate their machinery 
efficiently. Nearly all your customers have need 
for equipment to handle, pump and dispense 
lubricants and other fluids. _ 

Investigate the attractive profits that selling 
industrial lubricating equipment offers you. 








Find out about GRACO’S superior 
engineered equipment which com- 
bines efficiency and modern design. 
Write today for your GRACO Indus- 
trial Lubricating Catalog No. 1304. 





FOR PLUS PROFITS, 
Sell Industrial Lubricating Equipment 





BARREL-TO-BEARING 
EQUIPMENT 

When you sell GRACO industrial lubricating 
equipment, you handle a complete, top-quality 
line that efficiently moves lubricants from the 
original containers to the bearing. You supply 
your customers’ needs. . . and profit on every 
step! 

You'll receive complete information on trans- 
fer pumps, gun loaders for hand guns, portable 
pressure lubricators, automatic Gun-Fil lubri- 
cators and other profitable equipment in the 
GRACO Industrial Catalog. 


GRACO 





@ Portable 100 Ib. Air Operated Lubricant 
Pump dispenses standard lubricants under 
high pressure. Moved safely and easily. 


GRACO 


PRoOOoUCcTS 





PACEMAKERS IN LUBRICATING AND SERVICE EQUIPMENT 
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60-lith Avenve N. E., Minneapolis 13, Minn. 






A NEW BALL-BEARING PILLOW BLOCK 


in the 
Famous 30,000 Hour Line 

















DEEP GROOVE =a FULLY 
PRECISION TYPE — \ wae SELF-ALIGNING 


BALL BEARING 


LONG INNER RACE 
REDUCES 
UNIT BEARING 
PRESSURE 


NON-BINDING 
STEEL 
LABYRINTH 
SEALS 





mele ante = om a ¥ “aUkexeg 40) 
COLLAR ———_ “s _— CAST IRON 
Ff & HOUSING 

BEARING DELIVERED COMPLETELY ASSEMBLED, ji 


ADJUSTED, LUBRICATED—READY TO SLIP ON 
SHAFT AND GO TO WORK. 





If you are looking for a practical anti- 
friction bearing for small shafts, operating 
under moderate load conditions, be SURE to 
investigate the new Dodge SC. It has every- 
thing—high precision, modern styling, rug- 
ged cast iron housing, locking collar, radial 
and thrust load capacity. Self-aligning and 
sealed against loss of lubricant or admission of dirt. It is a completely 
assembled, pre-lubricated, factory-adjusted unit which comes to you 
ready for installation and years of smooth, uninterrupted service. 
This bearing is available from stock in shaft sizes ranging from 
11/16” to 2-1/4". For prices and delivery call the Dodge Transmission- 
eer, your local Dodge distributor. Look for his name under “Power 
Transmission Equipment” in your classified phone book. Or write 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 





THE SYMBOL THAT 
CAME TO LIFE 


The man who walks into your 
factory wearing this symbol is the 
living embodiment of a service 
which gives you the correct answer 
to your problems in efficient me- 
chanical transmission of power. 
He is the Dodge Transmissioneer. 





Copyright, 1946, Dodge Mfg. Corp. 











EVERY DODGE AD IN BUSINESS AND INDUSTRIAL 
MAGAZINES FEATURES THE SERVICE OF DODGE TRANSMISSIONEERS 
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NEVER: 


YOUR SHOP is equipped with the right tools for ALL jobs. 


PERMATEX FORM-A-GASKETS are just like tools... each 
one does certain kinds of work better than the others! 


FORM-A-GASKET No. 1 (@ paste) sets fast but not too fast for use on large 
surfaces. It dries hard but does not become brittle. It’s a swell product for 
making pressure-tight, leak-proof, permanent unions .... even when surfaces 
are warped. 


FORM-A-GASKET No. 2 (a paste) sets slower than No. 1. It dries to a tough, 
pliable layer with plenty of “cushion”. It resists high pressures, continual 


vibrations and disassembles very readily. 


AVIATION FORM-A-GASKET No. 3 (a brushable, self-leveling liquid) sets 
into position and dries to a tacky paste. It will not run even when heated to 
400° F. . . . nor will it become hard or brittle at temperatures down to 70° F. 


below zero. 














ALL TYPES OF FORM-A-GASKET PRESERVE ALL TYPES OF GASKETS! 
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SELL THESE SAVINGS WITH 
WATSON - STILLMAN 
DROP FORGED STEEL FITTINGS 


SAVE HERE 


Watson- Stillman Socket Weld Fittings - 
save measuring and cutting time. Pipe 
need not be cut to exact length or with 
square end, as deep sockets provide for 
ample come and go. 
















The same deep sockets support 
and align the pipe—save weld- [i AND HERE 

ing time by eliminating tack welding 
and making the use of special fixtures 





unnecessary. 

Designed to take a properly aie 
proportioned fillet weld, W-S AND HERE ' -_ ™ 
Socket Weld Fittings fuse with pipe into > 
one integral unit, permanently tight and 7 
leak-proof, unaffected by vibration, dis- LESS MAIN, P 


tortion and shock. Position of weld pre- Z 
vents welding icicles inside pipe. Result: — -— F Om 
no clogged lines, maintenance and re- 4 
placement costs cut to minimum. 


FOUR CLASSES: For Schedule 40, Schedule 80, Schedule 160, and double Extra Strong Pipe. 


ANALYSES: Carbon Steel, Carbon Molybdenum Steel, Chromium-Molybdenum Steel, and vari- 
ous types of Stainless Steel. Write for Bulletin A-3 Ed. 12. @ 1175 


W-S Socket Weld Fittings Conform to proposed American Standards 





Designers and Manufacturers of Forged Steel Fittings, Valves, Wire Rope Shears, Hand Pumps, Jacks, Pipe Benders and Hydraulic Equipment 


STULMAN 


DISTRIBUTOR PRODUCTS DIVISION. 
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HERE’S A TESTED FORMULA 





One Franchise 
that Covers Every 


Major Market! PLGS.. 








Yes, with only ove franchise, covering many lines 
made by ove company, you can sell a major portion 
of your prospects’ needs . . . at one time. And markets are 
ready! For every major industry calls on Allis-Chalmers 
— producer of over 1600 different industrial products. 












What the A-C Franchise Means to Yeu: 


1. FAST-SELLING LINES of quality hydraulic, mechanical 
and electrical products built for reliable, efficient service— 
backed by strong company responsibility. 

2. AN ESTABLISHED MARKET and unlimited potential 
based on public recognition and acceptance plus dependence 
of every major industry on Allis-Chalmers equipment. 

3. A START WITH A GOING VOLUME because Allis- 
Chalmers gives you a substantial portion of the “factory” 
volume already established in your territory. 


INDUSTRIAL DISTRIBUTION 
CONTROLS TRANSFORMERS 


ROTARY COMPRESSORS, CIRCUIT 
VACUUM PUMPS BREAKERS 
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4. MAXIMUM PROFIT OPPORTUNITIES. Every prod- 
uct is priced fairly, competitively. Company helps analyze 
sales potential ; keep balanced, fast-moving inventories. 
5. “SALES PROTECTION” POLICY sharply defines your 
sales territory by State and County lines. 
6. TRAINING PROGRAMS, company-supervised, provide 
full cooperation from sales experts and engineers. 
7. ENGINEERING INTEGRITY and leadership plus long- 
range development of new products for you to sell. 

For further information write to ALLIs-CHALMERS MFc. 
Co., Dealer Sales, Milwaukee 1, Wisconsin. 






WELDERS ond 
ACCESSORIES 


MOTORS and 
TEXROPE DRIVES PUMPS 





CENTRIFUGAL 













FOR DEALER PROFITS: 
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5 ' ADVERTISING like this helps sell the product INTRODUCTION of a new product is accom- 
ry . for you — reaffirms Allis-Chalmers leader- panied by intensive national! advertising and 
8 ‘ ship and manufacturing background by dis- promotion pieces designed particularly for 
tila iat el cussing just one of its engineering ‘‘firsts.” your use in contacting prospects. 








Better.. 


LIGHT GAUGE 
WELDING! 












Better Because of Magic Arc Contrl 


Here's WW hat it ts we Here's Hove at Helps Your nas 
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© GET THEM ALL... 
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TYPICAL ads translate engineering details in- WHATEVER INDUSTRY your prospects are in, YOU AND YOUR customers are kept informed 






to customer benefits for you — offer supple- they'll see these typical A-C product ads in of new developments and improvements in 
mentary literature — send prospects to you scores of leading national trade magazines Allis-Chalmers equipment — and the new 
sor more information. plus top general interest publications. applications thus made possible. A 2087 
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Industry 
needs 
these 
items 









Your customers are in the market for equipment like 
this . . . including other articles of the Wood’s line, 
not shown here. 


Wood’s products for power transmission have had 
wide acceptance for years. In fact, Wood’s has been 
a familiar name to industry since 1857. No one need 
tell you that a well known product is easier to sell 

- —which makes it more profitable for you to handle. 
A well-grounded market, consistent advertising, plus 
strong current demand for this type of equipment, 
points more than ever to Wood’s as a good line to 
stock and sell. 


We are interested in your problems and assure you 
of our desire to cooperate in their solution. 


Some attractive territory is 
available . . . write at once 
for further details. 









PRODUCTS 


FOR POWER TRANSMISSION 


Pulleys e Clutches « Hangers e Pillow Blocks 
Couplings e Bearings e Collars 
V-Belt Sheaves and Complete Drives 






} 


T. B. WOOD'S SONS COMPANY, CHAMBERSBURG, PENNA. 


BR H 4 57 NM 








NEWARK = PITTSBURGH PA LEVELAWND i) on mee BOrmt MICH 
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put THE TOUGH NUTS 
up to lew Bnilain 


Here’s strength to spare against the toughest nuts . . . no slips, no breaks— 
but positive knuckle and job insurance. Those ate extras you give your 
customers with New Britain Sockets. 


New Britain builds its Greater Strength-Better Fit with selected alloy 
steel—machined with hairsplitting precision, heat treated to rugged per- 
fection and exactly broached for sweet fit—on the nut! From 3” to }” 
square drive, there’s a Socket to suit every job in plant maintenance and 
repair . . . regular Sockets for everyday service—thin wall Sockets to ease 
into cramped quarters—extra-deep Sockets to reach over obstacles— 
flexible Sockets to get around corners. 


Supporting this hardworking Socket team is a complete Line of New 
Britain Drive Parts—sturdy Ratchets, Speeders, Flex Handles, and Exten- 
sions that combine to come through in tightest spots. Your customers will 


go for this money-making New Britain Line . . . it spells real profit for 
YOU. Ask about it today! The New Britain Machine Co., New Britain, 
Conn. 









GREATER STRENGTH = BETTER FIT 
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You and 


WESSON 


‘can bo Farther’ 


with this complete line of 
WESSON Carhide Tools 


STANDARD ..... . SPECIAL 


(Made to custom- 
ers’ blueprints) 
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CO 
WESSONMETAL 
WESSON-MADE 
Carbide Blanks 
AND FLAT TOOLS 
Here is a real opportunity! 


WESSON is ready . . . with the first 
‘‘all-carbide"’ line .. . inserted blade and solid cutters, cylindrical, flat tools 


... and WESSONMETAL Carbide Blanks in all shapes and with a full 
compliment of grades . . . to meet every need of industry. 


Metal working plants everywhere are tooling up for carbide cutting tools. It's 
more than a trend! Carbides are an economic necessity for greater production 
speed, lower costs, higher precision, finer finishes in modern metals that 

are so hard and tough that they are machinable only with carbides. 


Industry knows WESSON as pioneers and leaders in carbide cutting tool 
design and production. The new WESSON Carbide Tools 

offer many exclusive advantages. Industry wants them, 

needs them! They open new channels, immediate and 

repeat sales and profits, for qualified Distributors! 


TERRITORIES OPEN! Phone, wire or write for 
information on open sales territories, and out- 
line your qualifications. WESSON reputation, 
cooperative policies, and advanced tool de- 
signs are important assets to Distributors, 


Ask for the complete WESSON Catalog! 


WESSON COMPANY 
. FERNDALE (Detroit 20), MICH. 


ff 
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GETTING 
YOUR 
W SHARE? 


@ Progressive jobbers and dealers all di 
country are reaping extra profits by/emenyeng 
the circle®@line nuts and bolts. Are@igmi getting 
your share? From cap screws to stov@iagiis every 
circle ® product has the same u ty and 
quality that make for plenty of pro repeat 
business. Furthermore, all Buffalo roducts 
are widely advertised to your cu ers and 
prospects—creating a constant desi 

can profitably fulfill. Start “Getting \ 

now by stocking the money-making c# 

of nuts and bolts. ‘ 


~ ®) BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N.Y. + SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo international Corp., 50 Church Street, New York City 
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to Strainer Sales 


It's easy to understand why mg House sales of 
Yarway Fine Screen Strainers are hitting a new high. 
Just consider these advantages: 

¢ High-grade special woven Monel wire screen. 

¢ Readily removed steel blow-off bushing. 


e Screen and bushing come out together, go back to- 
gether, automatically aligning. 


¢ Cadmium plated for protection against corrosion and 
for better appearance. 


e Suitable for steam lines, water, oil and other fluids. 
¢ Reasonably priced. 


e Six sizes, 4" to 2”, iron for pressures up to 250 psi; 
steel to 600 psi. 


e Immediate deliveries from stock. 


All these, plus pe advertising and merchandising, 


combine to make the Yarway Strainer a Supply House 
favorite. See Bulletin S-201. 


YARNALL-WARING COMPANY, 11) Mermaid Ave., Phila. 18, Pa. 
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Just 


pi - you order pipe and 
| b'Il be sure of getting 


ality that can’t be beat. 


SPANG-CHALFANT 


Division of The National Supply Company 


Executive Offices: Pittsburgh, Pa. 
District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detroit; Heuston; Los Angeles; New York; Philadelphia; 

Pittsburgh; St. Lovis; San Francisco; Tulsa. 
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Does LINK-BELT make 
ball bearings? 




















YES 











Does LINK-BELT make 
roller bearings? 




















YES 


Does LINK-BELT make 
mounted bearings? 





























YES 


Does LINK-BELT make 
unmounted bearings? 





























YES 

















Manufactured by 


— Precision Made 
Performance Proved 





ua n d | i n 9 s 
nquru-THE-AIR™ Do 
Here’s a case of one back-saver helping to build 
another .. . a P&H Zip-Lift Hoist placing the “inners” 

in electric dishwashers. It’s an assembly line 
operation—so speed is a must. Equally important is 
the gentle, precision “spotting” of the load. 


Jobs of this kind are made to order for Zip-Lifts. 
Traveling “thru-the-air’ they move direct—over 
assembly lines—leaving all floor space for 
production. Smooth electric power makes it 

easy ... push buttons provide accurate contro! ... 
an unbeatable combination for the production line. 


But P&H Zip-Lifts are far more than an assembly 

line aid. “Thru-the-air” handling speeds the flow of 
materials throughout the plant—from raw to finished 
state! A P&H Hoist Engineer will gladly demonstrate. 
Call him in. . . or write for free Zip-Lift Bulletin! 



































General Offices: 4538 W. National Ave., Milwaukee 14, Wis. 
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“Your Line Isnt Complete 
Without Steel Cable V's” 


—say progressive distributors 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 
)-Specified comPass-v-sTEEL BELT 
for all types of V-drives 
Ap’ ie ~ 


SEES 
»» 





M‘“™ distributors are finding that This great new advance is typical of 
to get their full share of today’s the leadership that makes a Goodyear 
growing market in V-belting, they franchise more valuable, year by year. 
need more than cotton belts — they Good profit margin, high dollar 
need the complete line of Goodyear’s volume, the support of hard-hitting 


sensational new COMPASS-V-STEEL 
Belts. 


advertising — these are some of the 
reasons why successful supply houses 


With this exclusive Goodyear develop- class Goodyear Industrial Rubber 


ment, you can go after jobs hitherto 
beyond the range of conventional 
V-belting. You can service the tough- 
est kind of installations with super- There may be a Goodyear franchise 
efficient V-belts of greater strength available in your district. Why not 
and load capacities, or assure much write and see? Address: Goodyear, 
longer maintenance-free service on Akron 16, Ohio or Los Angeles 54, 
normal V-drives. California. 


Products among their top three 
money-makers. 


Compass—T. M. The Goodyear Tire & Rabber Company 


GOODFSYEAR 


THE GREATEST NAME IN RUBBER 
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Verticat constuction @ Versatie application 


DEMING SumpPUMPS 



















A Duplex Unit of Deming 
Sump Pumps equipped with 
expiosion proof motors feeds 
boilers at the Commercial 


Shearing & Stamping Com- 
pany, Youngstown, Ohio. 


Features of Deming Sump Pumps extend their applications beyond 
their most common use for sump drainage to include such work as 
pumping heavy viscous or high temperature liquids from pits, handling 
screened sewage, and numerous other uses in varied industries. 
Made for either wet or dry pit installations, Deming Sump Pumps 
are built in a wide range of sizes with capacities from 10 g.p.m. 
to 3200 g.p.m. with heads up to 120 feet and speeds from 860 to 
1750 r.p.m. for motor drive. 


Examples.of Deming Sump Pumps are shown at the right. For 


detailed descriptions including performance tables and other data, 
write for illustrated BULLETIN NO. 4605. 


THE DEMING COMPANY «+ 


SALEM, OHIO 


PUMPS AND WATER SYSTEMS 
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Fig. 4608 Deming 
Sump Pump is de- 
signed for require- 
ments where a reg- 
ular size is larger 
than needed and a 
cellar drainer is too 
small. Type “A” (at 
left) shows the unit 
supported from pit 
cover. Type “B” (at 
right) is designed for 
standing on pit floor. 

















DUPLEX UNITS 





Deming Duplex Units are designed for instal- 
lations where extra precautions must be taken 
to assure uninterrupted service. Two identical 
units are mounted on a large pit cover which 
has an 11” x 15” manhole through which 
access to pump may be obtained without re- 
moving either unit from the sump. Operation 
of the Duplex Units can be controlled in various 
ways to meet specific needs. 


CELLAR DRAINERS 


Deming Cellar Drainers 
(Fig. 4604) are entirely 
automatic in operation. 
These units are used for 
draining boiler rooms, 
tunnels, elevator pits, 
and for many emergency 
uses. Pumping capacity 
varies from 300 g.p.h. 
against a 24 ft. head to 
3000 g.p.h. against a 
5 ft. head. 















DRIVE IS STRICTLY 
HAND DETACHABLE — 
REGARDLESS OF HOW 
SEVERE THE OPERATION 
HAS BEEN 








The CONTINENTAL 





With an ever-widening range of 
practical uses, the Continental 
Counterbore is proving a favorite 
standard cutting tool in all types and 
sizes of machine shops. Of rigid and 
simple construction, with patented 
features, it has long been outstand- 


CONTINENTAL 


ing in American industry. There's a 
reason: Note in illustration at left 
the Continental indestructible drive. 
lt is composed of two driving lugs 
formed on the cutter shank, with two 
corresponding abutments on the 
inside of the holder. There is an 
aligning bearing above and below 
the driving lugs that brings the cutter 
and holder concentric, and prevents 
the cutter from being forced out of 
alignment. The cutter and holder are 
engaged and disengaged by revolv- 
ing the cutter a quarter turn by hand. 
No iools or equipment are necessary. 


TOOL WORKS 


Division of Ex-Cell-O Corporation 


DETROIT 6, MICHIGAN 
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Headquarters for the 


MOST COMPLETE LINE 


of DROP FORGED STEEL 
VALVES, FITTINGS & FLANGES 


* 
w 



















Vocr provides one convenient, economical 
source of supply with the most comprehensive 
line of drop forged steel piping materials any- 
where available to industry. Here will be found 
everything needed for the safe and efficient 
control of oil, steam, water, air, gas, and am- 
monia at high or low pressures and temperatures. 

More drop forged steel Valves, Fittings 
and Flanges are made by Vogt, and deservedly 
so, because Vogt makes them better! 





HENRY VOGT MACHINE CO. 


INCORPORATED 


Louisville 10, Ky. 


Branch Offices: NEW YORK e¢ PHILADELPHIA 
CLEVELAND e« CHICAGO « DALLAS 















DROP FORGED STEEL VALVES, 
FITTINGS ano FLANGES 
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Shortage of materials and other con- 
ditions make it difficult for us to supply 
our customers with all the WITT Cans 
they’d like to have. But don’t think 
we're sitting back and “waiting for 
something to turn up”. We’re on the 
job every hour of every day .... doing 
everything possible to bring you more 
of these finest i Cans—the kind 


HOT-DIPPED GALVANIZED 

A speciol hond process that completely 
covers the Can with the thickest possible 
coating of rusi-preventing zine. This meth- 
od, plus finer ond 

helps prolong the life of Witt Cans os much os 
five times thot of ordinary corrugated Cans. 


SS ONE-PIECE LID DEEP, ROLLING.TYPE CORRUGATIO 


lid 1s constructed in one piece, with strong Strongest type known—well-rounded, 

i gouge hondle riveted in center. lid closely-pitched, assuring freedom from 
well, retoins tt shaepe—and lids are cracks or weak spots. 

peas a ng 


s 
- . Y 
€ 
le 


- 
<8 er” 
Pa 
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ae me See © 3 Ri 
Sn ee a ee te 
nim 
es —— . s “-* 





SHOCK- ABSORBING STEEL BANDS LARGE SIDE-HANDLES 
—dot top and bottom of Can, pro- Formed of high-grade steel. 
pe. spring-like action, hold body Provide ample space for largest 
of Con firm and rigid even under hends. Handle stops at right an- 
heaviest obvuse. gles, preventing pinching the hands. 
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C/R Mauls have same 

high-quality rawhide as 

mallets and hammers 

C/R hammer faces of coiled rawhide may ‘ pe ee 
be quickly a the permanent ' definitely. 


e 


C/R Mallets are well balanced, 
ing them easier to use... 

have same ts AS 
as hammers. Eliminate recoil 

. « lessen fatigue. 





L 
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The reproduction you see above is a miniature of the full-page ad that appears 
in a host of trade papers this month to introduce the new PALMETTO 
PYRAMID PA G. This ad does the spadework . . . shows your pros- 
pective packing user a new PALMETTO a ... tells him (what we 
already know!) that it is the solution to many of his packing problems. . . 
breaks the ground for more business for you! 


PALMETTO PYRAMID PACKING users will be directed to you PALMETTO 
Distributors—giving you the opportunity to add to your business with this 
new member of the reliable, sales-making family of PALMETTO Packings. 
Yes, push PALMETTO PYRAMID .. . and you'll increase your packing sales! 
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nore sales of DELTA- 


MILWAUKEE equipment he 


Just one DELTA-MILWAUKEE Toolmaker* 
Surface Grinder can pave your way to 
all this continuous, additional business. 


You've got a real money-maker in the Delta-Mil- 
waukee Toolmaker Surface Grinder. It’s a substan- 
tial unit of sale by itself. 


But more than that — whenever you sell a Delta- 
Milwaukee Toolmaker Surface Grinder, you develop 
a mighty sweet supply account. Orders for attach- 
ments and accessories keep right on coming: On abra- 
sive wheels alone, you can build up terrific volume. 


So develop more markets to which you can sell 
more supplies, by first selling your prospects Delta- 
Milwaukee Toolmaker Surface Grinders. 


*Trade Mark Reg. U. S. Pat. Off. 


DELTA The Delta Mfg. Division 


MILWAUKEE Milwaukee 1, Wisconsin 


Rockwell Manufacturing Company 


D-43 





CI You sell more Abrasive Wheels 
—vitrified, aluminum oxide, cups, 
straight, shaped, etc, 


(1) You sell more Diamond Wheels. 


C] You sell more Diamond Wheel 





Dressers, 


[) You sell more Dust Col- 
lectors and separate Tool- 
maker Attachment Pack. 
ages. 





—~e 


You sell more Univises* 
which — with coolant at- 
tachments—convert stand- 
ard surface grinders into 
chip-breaker grinders. 











You sell more Tool and Cutter Attachments for con- 
verting standard surface grinders into tool and 
cutter grinders. 


aS 


ae 





ony 











You sell more Uniheads* 
— universally adjustable 
work heads for increasing 
scope of grinding opera- 
tions, 








You sell more Tooth 
Stop Units for use with 
the Unihead on other 
makes of grinders. 











C1] Yousell more Unihead* 
Attachments, such as 
index collars, adapters, 
collets, etc, 


(CD You sell more Mag- 
netic Chucks, 


C] You sell more V-Belts. 
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This advertisement, directed to YOUR customers, is currently appearing in leading metal working trade papers. 


= 


+ 
Op. 
gi 
7 





GREENFIELD 


GREENFIELD TAP and DIE CORPORATION 
GREENFIELD, MASSACHUSETTS ; 
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RACTIVE Fite / 


There are countless application-classifications 
of Brightboy rubber-cushioned abrasives that 
present sales opportunities for the Brightboy 
dealer. 


Brightboy’s 3 Textures and many shapes make 
the Brightboy line applicable to practically 
every finishing operation. Sales potentiali- 
ties for Brightboy are enhanced by extensive 
industrial advertising, sales promotion aids, 
and the assistance of Brightboy field repre- 
sentatives. 


Write for details of our distributor franchise 
plan—our liberal profit margin. 


BRIGHTBOY STANDARD -Favorite for bur- 
rin finishing and polishing on the 
widest variety of metals and metal parts. 


BRIGHTBOY TUFF-TEX — Tougher 
texture, for finishing hard metals. 

tougher binder accents the 
abrasive action, yet retains the 
soft rubber cushion, finishing and 
pre-polishing in one operation. 


ee BRIGHTBOY FINE-TEX— Smoother, finer 
texture for work on softer metals, 
producing special finishes and for ap- 
plications where the coarser wheel 
might not be suitable. 


WELDON 
; ROBERTS 


BRIGHTBOY INDUSTRIAL DIVISION 


weno tones ume co, Br ishtboy 


Newark 7, N. J. 
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unting Bronze Bearings and Bars are quality bearing 
bronze in its most readily usable form. A wide variety of 
sizes, available from Bunting Stock-Carrying Distributors 
everywhere, assures you of what you need, when you need 
it. The leading Distributor in your area almost certainly 
stocks Bunting Bronze. The Bunting Brass & Bronze Co., 
Toledo 9, Ohio. Branches in Principal Cities. 


\ 
y 
{ 
? 
H 


BRONZE BEARINGS # BUSHINGS ¥ PRECISION BRONZE BARS 
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How to size 


HERE'S A PLANT OWNER who's grown plenty 
tired of out-dated lighting. Wants cool, comfort- 
able “indoor daylight” to improve working condi- 
tions, keep costs in line. 

YOUR G-E SALES PLUS: all the cost-saving benefits 
of constant improvement in G-E 
Fluorescent lamp efficiency, 
thanks to General Electric 

leadership in research. 


on 
of 


ZA PRODUCT ENGINEER realizes the top-drawer impor- 
tance of product design facts and useful data on lighting. 
Helps him save time . . . save money... . and do a better job. 


YOUR G-E SALES PLUS: all the technical skill 

. , and engineering resources of General Electric 

tah, are ayailable to help your customers get the 
right p at the right time. 


es 
— 


B WIS PURCHASING AGENT toars his hair and burns 
the wires trying to reach a dozen different salesmen 
who supply his lamp requirements. 
YOUR G-E SALES PLUS: with one order, 
one salesman you can simplify all 
kinds of buyers’ problems when you 
sell a complete line of lamps bearing 
the famous G-E trademark. 
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up Prospects 
sales with G-E Lamps 


THIS SAFETY ENGINEER figures many a good 

way to cut down accidents. Wants controlled 
lighting—properly applied—to help workers see 
faster, safer, more accurately. 


YOUR G-E SALES PLUS: you sell 
a complete line of General Electric 
Lamps, backed by research that is 
constantly at work to make G-E 
Lamps ever better and to make 
them Stay Brighter Longer. 





A GOOD MAINTENANCE 

MAN, like this one, 
burns up when he finds a 
high rate of lamp burnouts. 
Good lamps and quickly 
available replacements keep 
him happy. 


YOUR G-E SALES PLUS: Customers get all the 
benefits of high efficiency combined with long 
lamp life when they get G-E Lamps. You 
can count on G-E quality to keep your cus- 
tomers satisfied. 


LIGHTING 
PROBLEM? 


Call on G-E engineers. 
They may have a help- 
ful new idea that will 
give your customers 
better lighting results. 
Why not find out? 
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You Black & Decker Distributors can sell more Portable 
Electric Drills to fit more industrial uses—because you 
have the most complete line in the world. 


You can supply any capacity from '/,"' to 1!/," in steel, 
double in hardwood. You can offer most sizes in standard 
and heavy-duty models—and most models offer a choice of 
high or low speed operation. You can supply models with 
the famous “‘Pistol Grip and Trigger Switch” —models with 
side handles, end handles, spade handles and detachable 
handles—to give buyers a choice 

that means maximum operat- 

ing ease and efficiency. 


What’s more, every time you sell 
a Black & Decker Drill, you 
open up opportunities to sell a 


Trade Mark Reg. U.S. Pat O 


STANDARD HOLGUN 


Drill Stand, Hole Saws and many other attachments and 
thus further increase your volume. 


Strong national advertising of Black & Decker Drills and 
attachments is opening more doors for you now. Walk in 
and close the sales. The Black & Decker Mfg. Co., 617 
Pennsylvania Ave., Towson 4, Maryland. 
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MILWAUKEE 


INDUSTRIAL BRUSHES 
for All Industrial Needs 











% That MILWAUKEE Industrial Brush “TOOLS” have the 
ability to contribute in full to quality needs—to speed pro- 
duction and to make cost savings, is being demonstrated in 
both large and small plants daily. 


Today there is a natural growth of acceptance—a market 


ae giore has been developed that is across the country in extent. 
ven oe Look now to these “TOOLS” and this market for better 


profits tomorrow. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


_FLUE BRUGHES - FLOOR BRUSHES + PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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_ ARMSTRONG | 
Dron Forged 
EYE BOLTS 


Each year more buyers specify “ARMSTRONG 
EYE BOLTS.” They have learned that the Arm-and- 
Hammer is an absolute guarantee of dependable 
strength, uniformity—of properly engineered and de- 
signed eye bolts, drop forged and heat treated to maxi- 
mum tensile strength. 

They come in 14 sizes, plain or shoulder pattern, 
blank or threaded. Extra length EYE BOLTS can be 


furnished upon application. Your best way to get and 


hold this profitable volume business is to Catalog, 
Stock and Sell ARMSTRONG EYE BOLTS and 
also the other ten major ARMSTRONG lines 


“‘Across the Board”’. 





ARMSTRONG BROS. TOOL CO. 
"The Tool Holder People’’ 

323 W. Francisco Ave., Chicago 12, U.S.A. . 
Eastern Whse. and Sales: 199 Lafayette St., New 
York 12, N. Y. Pacific Coast Whse. and Sales Office: 

1275 Mission St., San Francisco 3, Calif. 
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CLE*FORGE ":<7.. DRILLS 


TRAGE MARA AEG. U.S. PAT. OFF 


for INDIVIDUAL’ jobs 


Tool makers have learned that CLE-FORGE High 
Speed Drills turn out a better job because they cut 
fast and clean, and produce more holes per grind. 
+ Whether you're making one or 10,000 pieces 
you'll profit by the quality and economy of the full 
line of “CLEVELAND” Tools—Drills, Reamers, 
Screw Extractors, Arbors, Mandrels, Sockets, Mills, 
Counterbores, and MO-MAX High Speed Ground 
Tool Bits and Cut-off Blades. 


LEVELANE { 
TRIBUTORS EVERYWHERE. * 
) 


ARE READY T 
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lumber-cutt ing ombination you tan get aati’ is (1) Simonds “Blue Tip” Bits 
fitted into (2) Simonds “Red Circle” Shanks . . . and this bit-and-shank assembly inserted into 


a longer-lived Simonds saw-plate. Un- 
der any conditions, even frost, this 
combination will cut more lumber of 
higher grade . . . and keep running 
longer even if continually crowded to 
the limit. Get Simonds I. P. Saws from 
your dealer, or get in touch with the 
nearest Simonds office. 


BRANCH OFICES: 1350 Columbia Road, Boston 27, 
Mass.; 127 S. Green St., Chicago 7, Ill; 416 W. 
Righth St., Los Angeles 14, Calif.; 228 First St., San 
Peancisco 5, Calif.; 311 S. W. First Avenue, Portland 
4, Ore.; 31 W. Trent Ave., Spokane 8, Washington. 
Canadian Factory: 595 St. Remi St., Montreal 30, Que. 


SIMONDS 


| SAW AND STEEL CO... 
— | 


FITCHBURG, MASS. 


MILL SUPPLIES © AUGUST, 1946 





TUTE 


The “HOLLOW AIR” 
Atomizer Head makes 
the Big Difference in 


paint spray results! 


Never before has a line of high quality paint 
spray equipment been offered 100% to jobbers only! Write 


for complete details of our 100% Jobber proposition today. 


=> 


The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET © BALTIMORE 23, MARYLAND 


Sell Wee Gun witht "HOLLOW Al. 
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RE gE 


YOU CAN SELL A LOT OF THESE 


oceans ‘ 
Vreadwell KEYWAY CUTTER SETS 


Your customers can cut any keyway in 60 
seconds with one of these Threadwell Keyway 
Cutters. 





All they have to do is drop in the bushing that 
fits the bore, put the broach in the bushing slot 
and press it through, once with the cutter and 
then again with the shim to give them the exact 
depth they want. One minute and they’ve cut a 
standard width keyway of any desired depth in a 
gear, collar, pulley hub, coupling, milling cutter, 
or what have you. 


This time and money saving bargain is recog- 
nized instantly by every shop man. Threadwell 
Keyway Cutters give you a new opportunity for 

. volume and profit, Let us mail you complete 





The Threadwell Arbor Press is recommended information. 
for use with Threadwell Keyway Cutters 
¥_-G or smaller. It takes work up to 14” dia., 
15” stroke. Hand leverage 48 to 1. Light but 
strong. You can sell a lot of them. 
























SUREADIVELE oo oe sc ow” ea ec 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE, LOS ANGELES 21 





a 
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oD 7 J) \-Belt in Sheave 


s the sides 
ova Sit that doa 
ping on the pul- 

pe ley and Fe ~d all the wear 
sheave- 

groove thy That's why 
nger life for the sides 
means longer life fer 
the belt! 





















Where V-Bols | 
Get All the WEAR! 


—and that's WHY the 
CONCAVE SIDE « MMPORTANTI 


























Examine a hundred—or a thousand—worn-out V-Belts How Straight Sided V-Belt 
and here is what you will find— sung 8 Sided Bulges bak ee peas Around 
Almost without exception, it is the sidewall of the 
belt that has worn out first. There is a perfectly Ww 
natural reason for this—and every man who works 
around machinery knows it. oa on can oupeetty Sool Se bulging of a eteatghbctied 
It is the sidewall of a V-Belt that has to grip the pulley Gusnth ake Geen Seating te tan ‘Naturally, thie ulgin 
and drive it. It’s the sidewall that transmits to the pulley all luuativtoE 
the power the pulley ever receives. No other part of the belt 
gets anything like the actual wear the sidewall gets. Is it any Showing Te macere Bide of 
wonder the sidewall of the ordinary V-Belt is the part that Gates V-Bait with Bake Feiect 2% Ie snare 
— out first? _ pa = poveng Faas irr4 of the side- “tiie 6 ver Pulley 
you naturally prolong the life o t 
FIG. 2A 
The simple diagrams on the right show clearly why the Ww 
ordinary, straight-sided V-Belt gets excessive wear along the 
middle of the sides. They show also why the Patented Con- Se Muletie eoguinat Cis aldes at es 
cave Side greatly reduces sidewall wear in Gates Vulco Ropes. meats that afdewall swear ie evenly nly dletributed « d over the 
That is the simple reason why your Gates Vulco he a are | life for the belt! " 
ving you so much longer service than any straight sided 
WBcl ca iehiiiadeti *More Important NOW 
Than Ever Before. | 
THE GATES RUBBER COMPANY «Now that Gates Research has resulted ta 
DENV - m 8 members—ten- 
wabaee sion members of Rayon Cords and Flexible Steel Cables, 


World's Largest Makers of V-Belts 





ersstrtz IN ALL INDUSTRIAL CENTERS sictsetcx 
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IF YOU WANT TO 


The day when a designer had to fit his plans to the capacity of 
old machinery already in his plant has passed. Today he must 
design a new product that can be sold at a profit in competi- 
tion with many similar products—and it's up to the production 
department to cut every last fraction of a cent from its cost. 


The manufacturer who equips his plant with modern Walker- 
Turner Machine Tools is prepared to meet this ‘‘cost of produc- 
tion’ problem—with low-cost modern tools of great flexibility, 
designed to do the job faster, more efficiently, at less cost. 
And when the design department comes through with another 
new product—management will find that a few quick shifts will 
put the new production on a high efficiency plane—without lost 
time and without increasing overhead costs. 


Each Walker-Turner Machine has its individual advantages: 
the 20 inch Drill Press has 5 spindle speeds and a 6 inch spindle 
travel; the Band Saw speeds are adjustable from 61 to 5300 
s.f.m. for metal, wood, plastics; the Radial Drill works to the 
center of a 62 inch circle with 16 spindle speeds from 160 to 
8300 s.f.m.; the Radial Saw can be tilted or swung in either 
direction, has a geared motor which gets the shaft closer to 
the work with smaller blades, lower power consumption. 





Tooling up for new products is inexpensive, highly productive, 
permanently satisfactory the Walker-Turner way. Our general WW 
catalog will be’ sent on request. RADIAL sh 


SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 
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Ls a speed test, and the scales are the 
referee. It’s a Nicholson-factory perform- 
ance test to check a file’s cutting speed and 
wearing qualities.* 

This is one of scores of tests and inspec- 
tions that enable you and Nicholson to 
guarantee TWELVE PERFECT FILES IN 
EVERY DOZEN —and in many other ways 
to render a superior type of service to your 
customers. 

In addition to providing you with well- 
tested, high-quality products, Nicholson 


wOLs 
‘se O 
2us.a% 


gives you full sales and discount protection ; 
sales engineering help whenever justified; 
the benefit of active factory research and 
development in files for new materials and 
production methods... plus the sales- 
making prestige of a product name of world- 
wide renown. 


*Specifically, test bars of various materials are used. The 
uniform strokes of an expert on filing technique and pres- 
sure are counted—with the bar being carefully weighed be- 
fore and after the operation to determine the amount of 
material removed. 


NICHOLSON FILE CO. ¢ 42 ACORN STREET, PROVIDENCE 1, R. 1. _salinws., 
(in Canada, Port Hope, Ont.) —_. 
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THESE THREE 
GOOD SELLERS 


GORHAM 


HIGH SPEED STEEL TOOL BITS .....-. 


There’s a place in your outfit for these good moneymakers. GORHAM knows 
the correct procedure for most effective cutting of metals and has a reputation 
for producing consistently superior tools. With these three .. . GORHAM 
Standard—GORHAM M-40-B—GORHAM Gormet . . . to fill the tool bit re- 
quirements of your customers, you have a combination that’s hard to beat for 
good business. Today GORHAM Tool Bits are being utilized throughout 
industry in an ever widening variety of applications and this usage is build- 
ing preference which points to more sales for distributors. If you don’t know 
about GORHAM High Speed Steel Tool Bits get the facts now. 


GORHAM TOOL COMPANY 


14400 WOODROW WILSON AVENUE 


A. 
Ww 


OETROUT 2, MIGCaTGae 
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TO SAFEGUARD AGAINST 


VIBRATION 


Refrigerators . . . washing machines 
... automobiles ...in every mechan- 
ical and electrical device vibration 
is a constant threat to efficient oper- 
ation. Vibration caused by stretching 
of bolt or screw, rusting or corrosion, 
not only weakens the original spot, 
but ultimately other parts of the unit 
as well, 

Safeguard your products against un- 
necessary vibration with spring lock 
washers on every assembly. The ex- 
clusive "Controlled Tension” built into 


every Diamond G Lock Washer assures 
positive, unfailing spring tension under 
all conditions . . . plus the advantage of 
a thrust washer bearing. 

Diamond G Lock Washers permit the 
full tightening of bolt and screw with 
assurance against vibration, shock and 
excessive wear. 

Stop vibration before it starts. Specify 
Diamond G Lock Washers. Deliveries 
are quick, prices right, quality unsur- 
passed. Write for free booklet, and 
ASA and SAE specifications. 


GEORGE K. GARRETT CO., INC. 


1421 CHESTNUT STREET, 


PHILADELPHIA 2, PA. 


MANUFACTURERS OF 
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FOR TROUBLE-FREE 






& 


LOOK FOR THE 


Easier to install, safer to operate, quicker to service—in tube 
couplings the Parker trade-mark means all these. 

The exclusive patented design of the Parker Triple Cou- 
pling insures a joint that is pressure-tight, leakproof—and 
vibration-protected. Parts are self-aligning. That cuts instal- 
lation time. They’re completely interchangeable, too. You 
can disassemble them in a matter of minutes—even in 
tight spots. 

Regardless of the size or type of fitting you need, there’s a 
standard Parker Coupling to meet your requirements—and 
each has the same outstanding features. The Parker line is 
complete. It includes a wide variety of types—in brass, 
steel, stainless or aluminum—and in sizes from 14” to 1144”, 
standard or heavy weight. 

If you don’t see the style you require pictured here, ask 
us for it. Complete stocks are available in our warehouses— 
or from your jobber. For detailed information see our new 
Catalog 201-C. The Parker Appliance Company, 17325 
Euclid Avenue, Cleveland 12, Ohio. In Canada, Railway & 
Power Engineering Corporation, Ltd., Montreal, P. Q. 








*This famous trade-mark symbol is derived from the 
initials of our founder, A. L. Parker. Let it serve to remind 
you that for Alignment, Leak-protection and Pressure- 
tightness you can’t beat Parker Triple Type Couplings. 





THE PARKER -APPLIANCE CO. 


Lx fyi be Gers) | 
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“Blueclad” “Blueciad” “Blueciad” 
Drop Forged Heavy Duty Wire Rope 
Open Scckets Steel Thimbles Clamps 


PACEMAKER IN WIRE. PRODUCTS 
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“Blueclad” 
Galvanized 
Wire Rope Clips 








and that means business 
when you handle ROEBLING Wire Rope 


THOSE HARD-TO-SELL prospects have wire rope headaches, too. And they’re constantly 
being reminded with big, 2 color advertisements that Roebling Field Engineers are capable 
and ready to help them out. 





These Roebling men do know how to lick those tough problems quickly... and that can 
set you in-solid. It means new business and extra profits. 





YOUR CUSTOMERS ore constantly being reached 


with big, colorful, 2 page advertisements. These messages 
suggest the use of Roebling Field Engineers and point out 
that there is a right rope for each job... they'll find the rope 
that proves most economical in the long run in the complete 
line of Roebling Preformed and Non-preformed Wire Rope. 





FAST DELIVERY. There are more than a dozen 


stocked warehouses throughout the country so you can offer 


customers fast delivery on practically any item. This fact alone, 
often turns the sale to the man who handles Roebling Wire Rope. 


JOHN A. ROEBLING’S SONS COMPANY 
TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 


MILL SUPPLIES © AUGUST, 1946 





When you cite a case study like this— 
where cutting speed was increased a 
spectacular 2500% —you do it realizing 
that it's an exceptional example. Its value 
lies in helping you show prospects how 
a new approach to a problem can result 
in improved methods, using improved 
tools...to bring about sensational reduc- 
tions in production costs. It is positive 
proof that it will pay prospects to inves- 
tigate modern tools like Atkins “Curled- 
Chip” Saws ... with their greater cutting 
speed, greater cutting accuracy, longer 
cutting life... to let you make an on-the- 
job demonstration, with the assistance 
of an Atkins Cutting Engineer. 


Mustration shows one of many | 
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FROM SMALL WATCH SCREWS 
TO BODY BOLTS! 





Century 71% horse- 
power Bai SCH 
a 


; . eo 
r the Torque Requireme and 3 horsepower 


driving a steel plate 


Whateve 


There's 4 CENTURY mo TOR Ei 
for the A) 


pe motor application on the plate forming machine 

shown above is a good example of Century motors 

poate applied. There are two separate drives, each 
aving a different power requirement. 


The power rolls that force the steel plate through 
this machine oo a motor that starts against a 
heavy load. A Century type SCH motor with high 
starting torque and low starting current is used. 


The adjustable roll that controls the curvature of the 
plate requires a standard general purpose Century 
type SC motor with normal starting torque. 


Correct application of these two motors means that 
the steel plate roller gives top performance and a 
maximum of output. 


If your machines require electric motors from 1/20 
to 600 horsepower, investigate Century. Specify 
Century motors on all your electrically powered equip- 
ment. Engineered to the functional characteristics of 
the machines they drive to assure top performance — 
Century motors are a vital factor in producing a better 
product at a lower cost. 


CENTURY ELECTRIC COMPANY «- 1806 Pine Street ¢ St. Louis 3, Missouri 


Offices and Stock Points in Principal Cities 
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- ASSEMBUNS REQUIRES NO SPECIAL FITTING 
“© Assembling it greatly an a8 a ; 
Luakenheimer sien 


” ean cote that speciot Miting inn? 
necessary. 


LUNKENHEIMER 


- Precision Workmanship 


== SUPER ACCURACY IN EVERY PART 
B ...LONGER SERVICE LIFE 


© You can’t fool maintenance men on valve quality... 

They know that when a valve has a much longer than 

average service life. that valve has superior accuracy and 

bi duh af precision Duilt into it from handwheel to pipe threads. 

we 8 Such valves are the only kind that have ever been pro- 

duced by Lunkenheimer. For over three quarters of a cen- 

rinse boa pa peg ii ameees eed ganna in Ads like the one shown here, ap- 
ing acceptance until today it is a 


: pearing consistently in a wide range 
of business publications, reach the 
people who do the valve buying— 


ac technical men, purchasing agents, 
accuracy... perfect alignment of all p 


AAs an inevitable result—wherever you find Lunkenheimer executives—in American industry. 
8 Valves you find maintenance cost records consistently 


Double Oise 
Gate 








A prime objective of these ads is 

to direct the valve purchaser to 

LUNKENHEIMER DISTRIBUTORS as 

a source of better and more reliable 

valve service. This builds business 

and promotes a mutually profitable 

R CO. Cincinnati 14, Ohio; U.S.A. Company-Distributor relationship. 


3- Ch go 6, Boston “IU 


THE LUNKENHEIME 


t 
nt: 319-322 Hudson St, New ! 


THE LUNKENHEIMERC2 


—“QUALITY’ = 
CINCINNATI 13, OHIO, U. S. A. 


NEW YORK 13 * CHICAGO 6 © BOSTON 10 © PHILADELPHIA 7 « EXPORT DEPT. 318-322 HUDSON ST., NEW YORK 13, N.Y. 





00 i ABOVE IS ONE OF THE ADS APPEARING IN PUBLICA- 
e R TIONS, WITH A COMBINED TOTAL CIRCULATION OF 


OVER 380,000 READERS. 


POWER + POWER PLANT ENGINEERING « PURCHASING . NATIONAL ENGINEER . SOUTHERN 
POWER & INDUSTRY ~» MECHANICAL ENGINEERING . INDUSTRY & POWER e CHEMICAL 
& METALLURGICAL ENGINEERING « SUGAR . PAPER INDUSTRY & PAPER WORLD . FOOD 
INDUSTRIES « OIL & GAS JOURNAL » MANUFACTURERS RECORD . PETROLEUM REFINER 


MILL & FACTORY « FACTORY MANAGEMENT & MAINTENANCE, and OTHERS 
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a Balanced 
ROPE 


MUST HAVE 
ALE Fave... 





COLUMBIAN ROPE. Balanced Rope gains no quality at the expense 
of another. Balanced Rope sacrifices no quality to gain another. That’s 
why men who depend on rope prefer COLUMBIAN! 


ENDURANCE. Good rope must last! To gain long life, COLUMBIAN PURE 
MANILA ROPE sacrifices none of the other essentials. Fully waterproofed, 
stronger than required, workmanlike in appearance, flexible—for easy handling 
... here is a rope that is good rope through all of its long life! In COLUMBIAN 
Tape-Marked PURE MANILA ROPE, endurance means more than long 


life—it means a long working life. 


COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn, “The Cordage City,” N. Y. 


q BALANCE of the 5 vital qualities weighs the scales in favor of 


ESE wie, PURE MANILA ROPE 
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more working space 
greater accuracy 


DURO 6’ Jointer offers many important advantages 


A low-cost Jointer that incorporates exclu- 
sive features and basic advantages not 
found in machines that cost much more. Has 
patented roller extensions giving effective 
table length of 60”—the greatest effective 
working length of any 6” Jointer. Fence can 
be set accurately for rabbeting with one 
hand—can be swiveled for smoother cuts in 
curley wood—and is mounted on rear table 
which eliminates dangerous gap over rear 
table. One piece steel combination cutter- 
head and shaft with machine-chip breakers 


assures greater accuracy, less vibration and 
easier adjustment of blades. New Departure 
Ball Bearings. Cuts to 42” depth on material 
6” wide. Has many other unusual features. 


v v v 


SEND FOR CATALOG—for full details and prices 
on the DURO 6” Jointer. Also lists specifica- 
tions and prices of complete line of DURO 
single and multi-spindle Drill Presses, Cir- 
cular Sa _Jointers, Routers, Shapers, 
Grinders, Lathes, Portable Electric Drills. 


URO VOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2687 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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All a skilled machinist can possibly ask of precision Nothing less than this full measure of Brown & 
tools, Brown & Sharpe tools provide in fullest measure Sharpe skill, knowledge and manufacturing integrity 
... accuracy, reliability, sound design and fine finish. can give your customers maximum return on their in- 
Typical of this full measure of desirable characteristics | vestment in fine machinists’ tools. : 
are Brown & Sharpe BMicsomesers, known the world over BROWN & SHARPE MFG. CO., ves 
for such worthwhile qualities as: wear-resisting measur- 
ing surfaces . . . fine precision screw and spindle . . . Providence 1,2. 1, U.S. A. 


adjustable thimble, providing simple, dependable adjust- We ‘ , S the D ‘ | IBS 


ment . . . Clear, easily read graduations and figures. 


~ BROWN & SHARPE 
rece) n- | 
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A STAR IN OUR CROWN... MONEY IN YOUR POCKET 
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More precious to this company than all the 
physical assets is UNITED STATES TRADI- 
TIONAL QUALITY ... more precious to you 
is the quality which puts money in your pocket 
because the tools stand out as superb exam- 
ples of the toolmaker's craft. 


Put this to the test... do as leaders in your 
industry have been doing for 48 years .. . 
respect the GOOD MECHANICS’ CHOICE... 


depend on 


UNITED STATES ELECTRICAL TOOLS 
FOR PRODUCTION AND MAINTENANCE 


UU 


HEAVY DUTY 
FLOOR GRINDERS a 


Model 10 <p 





For 12" to 20” Wheels 


Heavy duty service motors 
built to N.E.M.A, standards. 
Heavy duty ball bearings in 
dustproof boxes support 
heavy one-piece alloy steel 
spindle. Push button control 
with overload protection and 


low voltage release. Positive i Writ 
chef? looting deviee for bold. rite for catalog, delivery dates and other information 


ing shaft while renewing 3 
qusian ton ts tae ELECTRICAL ie PROFIT BY THE U. S. 6-POINT 


ADJUSTABLE TO WHEEL T 0 0 L C 0 DISTRIBUTORS’ PLAN 


be nae ag me ay with 
a a re 
shields, straight P ea pa E Originated and proved practical as well as 
waterpot and tool tray on : profitable because this plan saves the pur- 
2 HP and 3 HP. a chaser time and money, adds the advantages 
zB of “in-stock” items, helpful information, tech- 
nical advice, “follow-through” and personal 
interest in every transaction large or small. 








UU ea 
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*Time-honored Borolon and Ele. 
trolon Abrasive Products are now 
distinguished by the name Simonds. 


SIMONDS 


ABRASIVE CO.| 





SIMONDS ABRASIVE COMPANY, TACONY AND FRALEY 








Centerless grinding is doing a mass production job 
for many of your customers, but the efficiency and 
economy of this almost continuous process depends 
upon the right grinding wheel selection. With Simonds 
Abrasive #1 bond Borolon Wheels you can help your 
customers get long-lasting, fast cutting wheel action 
essential to maximum centerless grinding production. 
For your customers’ advantage and satisfaction, for 
your profit and prestige it will pay you to check up 
on centerless grinding wheel requirements in your 
territory now. 


" The Simonds Abrasive complete line of Borolon* (alu- 


minum oxide) and Electrolon* (silicon carbide) prod- 
ucts meet the major needs of all industry. Through 
self selling quality recognition . . . through top results 
in every grinding operation from roughing to micro- 
inch finishing, Simonds Abrasive wheels build your 
customer trade quickly, effectively. Segments, 
Mounted Points and Wheels, Grains, Bricks and Sticks 
complete this fast moving line for quick, sure profits. 


pistrisuTors. fhe illustration shown above accompanies a 
special message on centerless grinding appearing in leading 
metal working publications. If you are not now a Simonds 
Abrasive Distributor, you are invited to send for our Selective 
Distribution Plan. 
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STREETS, PHILADELPHIA 37, PA. 


A distressed little man from Blastocket * Still his partner in business 


had worse fits 
Spent much of his time 
For his tool box was all jammed 
ty ck 
wrenching sockets ohhh tintien tie 
He misiaid 'em and lost ‘em Now both men are wiser 


This sign's their adviser 


/*SOCHET WRENCH” KIT 


with interchangeable sockets 


“SOCKET SCREW KIT 


with interchangeable bits 


Handy little Kits with all the bits and wrenches needed 
for most jobs. And, there is the same quality and precision 
in the manufacture of these Kits as in every other Standard 
product. 


The hollow handle holds interchangeable tools; there is 
a swivel bit-chuck for better leverage and for reaching difii- 
cult places. The tools, carefully chosen for their usefulness, 
are made of high-grade alloy steel; the handles are of durable 
Celanese* plastic. 


The “Socket Screw” Kits, in two sizes for a greater range 
of tools, contain bits, for driving most all Phillips, Hex and 
Slotted head screws. The “Socket Wrench” Kits, in two ee: 
sizes, also, contain 6 and 12 point sockets to fit most all Hex it te es SS: 
nuts and bolts from #4 up to and including 4”. “HOmeE’ HIT 


Industrial Distributors are “on-their-toes” when they keep 


a complete line of the new Hallowell Speed Tool Kits in 
stock. Their applicability and versat'lity are resulting in 
constantly increasing popularity —highly profitable to the 
Distributor. 


Handles melded from Lumarith* a Celanese” plastic. 
* Reg. U.S. Pat. Of. 


Kits: Pat's Pending 


“Auto” Kits (in two sizes) 
; contain small tools 
most necessary for auto 
maintenance. Phillips bits, 
Clutch head bits, Flat screw 
drivers and Tapered Reamer. 


OVER 43 YEARS IN BUSINESS 
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“Home” Kit . . . contains 
flat screw drivers (1/16” 
and 1/4” wide), ° Phillips 
screw driver, Tapered Ream- 
er, Gimlet, Tack Puller and 
Bottle Cap Opener. 


“Reg. U. S. Pat. Off. 





SCHRADER AIR CONTROL PRODUCTS 
REDUCE ACCIDENTS ...INCREASE PRODUCTION 


Compressed air properly controlled offers man- 
ufacturers a modern means for increasing output 
at a lower maintenance cost. Many mechanical 
operations can be accomplished more efficiently 
by this modern power Schrader Cylinders will 
perform any Push, Pull or Reciprocating Motion 
and in any séquence in conjunction with Schrader 
operating valves Where manual operation is re- 
quired, Schrader controls create Tip Toe Action 
and Finger Tip Control and eliminate fatigue, per- 
mitting continuous production flow without effort. 

Safety can be added to most any type of 
machine with Schrader Cylinders and Valves 


Air Control Products for Every Purpose 
@. Air-Timing Pilet Velves 

b. Three Woy Operating Vaives 

¢. Quick-Acting Air Line Couplers 

4. *"Tuck-Away” Hose Reels 

@. Hevi-Duty Blow Guns — Adjustable Noses 


properly aligned. Schrader Engineers will show 
you how—Thus a common cause of production 
delays can be eliminated and costly man hours 
lost to hospitalization can be prevented. 

A few of the basic Schrader air control products 
are shown at the right. These are quickly put in 
use on any air system. They save air, save man- 
power and offer the most efficient means to in- 
crease production. 

Schrader Products are packaged and stocked in 
a wide range of sizes to meet your individual — 
Write t to Dept. SM 839 specifyi 
Schrader pootioses int which you ot latent. 


*7.m REG. Y. S. PAT. OFF 


Air Velves 2,3, 4-way + Air Operated Machine Controls + Air 
Operated Safety Controls - Quick Acting Couplers « Blow Guns 
Alr Ejection Sets » Hydraulic Gauges « Air Pressure Regulators 
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CARBIDE ALLOYS DIVISION, Ferndale Detroit _Michigan 
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R/M makes a complete line of packing 
for every use: 


@ For washing machines, faucets, valves, and 
other household installations. 


@ For the industrial jobs where high pressures, 
high temperatures, corrosive, or dangerous 
fluids are at work. : 


@ For jobs where machines are in out-of-the- 
way spots and maintenance may be neglected. 


| RAYBESTOS | 


M RAYBESTOS-MANHATTAN, INC. 


| MANHATTA 


ASBESTOS TEXT! 


Pa Bridgeport 
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@ For special situations which demand prod- 
ucts tailor-made to your specifications. 


For pumps, valves, compressors, hydraulic cyl- 
inders, engines, pressure vessels . . . and for every 
industrial need . . . your customers can rely on 
the packings furnished by you, as the authorized 
R/M distributor in your city. Make sure your 
customers have their copies of the new 64-page 


R/M Packings Catalog. 


It's “Packed with Satisfaction’? when you use RIM 


FE AND PACKING DIVISION 


retain, North Charleston, S.C. + Passaic, N. J 














WILLIAMS \ ci 


CARBON STEEL WRENCHES 


avé \NDUSTRY’S BEST BUY 


NY 


@ Wrenches rep- 
resent industry's 
largest hand tool 
expenditure! 


Williams “Superior” Carbon Steel 
Wrenches represent industry's 
best “buy” because they deliver 
more wrench value per dollar. 
Drop-forged from a selected 
grade of carbon steel and spe- 
cially processed, “Superiors” 
have twice the strength of old- 
style carbon wrenches. They cost 
approximately half as much as 
alloy steel wrenches, and aver- 
age 93% as strong, pattern for 
pattern and size for size. 


Available in 50 patterns, more 
than 1,000 sizes. Sold by leading 


Industrial Distributors everywhere. 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y. 


MILL SUPPLIES © AUGUST, 1946 





with MORFLEX COUPLINGS! 


RESILIENT NEOPRENE BISCUITS PROLONG MACHINERY LIFE 


The Neoprene biscuit assembly is the heart of the Morflex 
Coupling. This assembly has live, muscle-action resilience 
—takes severe punishment and stands up under it. 


Morflex Couplings absorb the ‘‘whip’’ resulting from mis- 
aligned shafts, cushion shock, protect machinery from 
vibration. No maintenance; no lubrication—Morflex is 
proof against oil, dirt or weather. Address application 
problems to MORSE CHAIN COMPANY—Detroit 8, Mich. 


a Si J ROLLER and SILENT CHAINS 
3 SPROCKETS « FLEXIBLE COUPLINGS - CLUTCHES 
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Take a tip from this tipped jack and add this “plus” 


feature to your sales story on Blackhawk. 


The exclusive pump-on-side design does the trick. 
It permits a Blackhawk to work at any angle, vertical to horizontal. 


This is another of an array of outstanding, ‘‘Service-Proved” design 


features that have earned wide acceptance 
for Blackhawk Jacks, making them your best selling bet. 


A Product of BLACKHAWK MFG. CO., Dept. 51786, Milwaukee 1, Wis. 


LACKHA’ 
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EASILY CUT-OFF 
TOUGHEST STEELS 


how 

Steels just don’t come too tough for MARVEL Giont Hvdra~- 
lic Hack Saws. Take, for example, the three No. 18 MARVEL 
Saws, at the Babcock & Wilcox steel mill, shown above. These 
machines are used to cut test specimens from sample pieces of 
stainless and other tough alloy billets which are checked for 
seams, pipes, etc., before being drawn into tubing. It takes 
tough steel to make the best tubing, and it takes modern saw- 
ing equipment to cut it rapidly, accurately and economically. 

With 10 types of metal-cutting saws, each available in a series 
of variations, MARVEL can furnish sawing machines that 
exactly meet your requirements. If you have a metal-sawing 
problem—call in the local MARVEL Sawing Engineer. 


Write for MARVEL Catalog or check it in your Sweet’s Catalog Files 


ARMSTRONG-BLUM MFG. CO. 


“The Heck Sow Peopie'’ 
5700 Bloomingdale Ave. Chicago 39, U. S. A. 
Eastern Sales Office: 225 Lefayette St., New York 12, N. Y. 
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No. 6A 
Capacity: 626 











LONG HAUL OR SHORT...DEPEND ON 


RUGGED BW Hi BELTS! 


Long, grinding uphill work is the kind of 
job that tough BWH Conveyor Belts thrive 
on. And the operators of this South Caro- 
lina quarry... faced with the problem of 
obtaining a bele that would take just such 
terrific abuse . . . naturally turned to BWH. 

Our engineers solved the problem by 
this triple Bulldog Conveyor installation. 
Millions of tons of sharp-edged granite 
have left the belts in excellent shape... and 
years of dependable service still lie ahead. 

The secret of the enduring strength of 
these Conveyor Belts is the famous BWH 
ROTOCURE process, which produces belt- 


WORKS: CAMBRIDGE, MASS., U.S.A. 


ing free from press overlaps ... uniformly 
vulcanized and stretched...and with a 
built-in durability that has meant enviable 
performance records! 

When next you need a conveyor belt, 
look to BWH for dependable ruggedness... 
BWH distributors for dependable service! 


HAVE YOU A JOB WHERE STAMINA COUNTS? 
Bring us your toughest problems. . . we’ ialises i 
solv = Consult your nearest BWH diseributor, or 
write . 


P.O. BOX 1071, BOSTON 3, MASS. 
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Whether it’s one flare or many thousands 


IMPERIAL FLARING TOOLS 


will do it faster, better, easier 


Whatever your customers need in the way of a flaring tool 
for soft, thin-wall copper, aluminum, brass, or steel tub- 
ing, Imperial has it. 

Each of the Imperial tbols makes accurate 45° flares for 
S.A.E, flared joints. The four tools illustrated here are typi- 
cal of the complete line of Imperial Flaring Tools—tools 
that are so widely used in industry they have become the 
standard of comparison. 

These flaring tools, along with Imperial tools for cutting, 
bending, swedging, refacing, etc., form a great team that 
speeds up tubing connecton work and makes tight joints 
that stay tight. 


Wewu Production Tube Flarer. Provides an exception- 
ally speedy, economical method of making S.A.E. flares 
on soft, thin-wall metal tubing on a production basis. Can 
be used on any drill press with movable table. Tubing is 
securely held in jaws of flaring fixture by a slight move- 
ment of the hand lever. Spreader cone, embodying 3 small 
rollers, is fed by spindle to produce flare. Flares 1/4”, 
5/16”, 3/8”, 7/16”, and 1/2” O.D. tubing. Catalog No. 
456-F, $37.50 each. 














e*2 












Wew Wide Range Tool 


With this one flaring tool you can 
flare 9 different sizes of tubing. 
Has two flaring bars and one slip-on 
yoke. One bar flares 1/8”, 3/16”, ° 
1/4”, 5/16", 3/8” and 7/16” O.D. 
sizes. Other bar flares 1/2”, 5/8”, 
and 3/4” O.D. sizes. Eliminates need 
for having several tools to cover a 
complete size range. Furnished in 
— kit. Catalog No. 375-FS, $6.25 
each. 





. . yoke are slotted so that once in posi- 





Kee: RRS RO NAARENRRLE RCO 


Flaring Tool with Slip-on Yoke 


Just slip yoke over flaring bar and 
turn skghtly. Inside edges of the 


tion a slight turn holds it in place. 
It’s surprising how much this im- 
provement speeds up flaring. Cata- 
log No. 193-F flares 3/16”, 1/4”, 
5/16”, 3/8”, 7/16", and 1/2” O.D. 
tubing, $3.25 each. Catalog No. 
195-F flares 1/4”, 5/16", 3/8”, 1/2” 
and 5/8” O.D. tubing, $4.25 each. 


inane NRSeS EUR RMON eam 

























Double-Flaring Tool 


Provides a new simple method of 
making accurate 45° double flares 
on thin-wall, soft steel, soft copper 
and aluminum tubing. Insures 
against cracking of welded or brazed 
steel tubing when flaring. Makes 
flares with double thick walls. Also 
makes single flares. Complete in 
metal kit. For 3/16”, 1/4", 5/16”, 
3/8” and 1/2” O.D. tubing. Catalog 
No. 93-FB, $7.00 each. 





THE IMPERIAL BRASS MFG. CO., 511 South Racine Avenue, Chicago 7, Illinois 
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IMPERIAL ?. 


Pioneers in Tube Fittings and Tube Working Tools 


















k 
' 


Scrolls of self centering chucks 
are cut om our own specially de 
signed machines after heat treat 
ment. This method insures preci 
sion lead of scroll thread and 
toughness to withstand chucking 


stresses 








Chuck bodies engineered to as- 
sure solidity, stiffness and jaw 
support and alignment without 
excess weight. Mounting faces 


precision machined 


A WORLD STANDARD FOR PRECISION 





e> ishtie? ; 


BBS a on aca 


ey This is a small corner of our stock room, and 
&.; . By Ay these Stainless Steel nuts represent a small segment of our stock 
tay} fastenings. We're pioneers in the manufacturing of Stainless Steel 
Fastenings—we've been in business since 1927. In that time, we've learned a lot— 

r and our knowledge, our experience, can be helpful to you. The large stock we have on 

hand enables us, in most cases, to fill your requirements at once. If you require any 
special sizes, any special grade of Stainless—we're set up to produce promptly, accord- 
ing to your specifications. Nuts, bolts, wood screws, machine screws, cotter pins, rivets, 
nails, pipe and pipe fittings—all in long-lasting, corrosion resisting Stainless Steel. 


Write for our latest catalog and stocklist; or, if you wish, we'll be glad to quote 
you, without obligation, on your Stainless Steel Fastening needs. Anti-Corrosive 
Metal Products Co., Inc., 55 River Road, Castleton, N. Y. 
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for Strength” 
"especially LAMINATED steel! * 


@Say what you want, ‘‘you can’t beat steel 
for strength’ — especially when it’s lamin- 
ated. The armoring of battleships, the con- 
struction of bank vault doors, testify to that. 

@ Master uses that engineering principle to 
build extraordinary strength into padlocks. 
With Master laminated construction a col- 
umn of tough steel plates solidly encases 


the locking mechanism, heavily armoring 
the precision-built cylinder. No wonder 
Master padlocks are recognized as the 
world’s strongest! @ Recommend Master 
— the finest padlocks for protection of plant 
and property. Many styles and sizes, also 
keyed-alike or master-keyed. Sold only 
through distributors. 


WERK METI Te 


EVERY ONE “AN Get STPANDING VALUE 


Master [ock Company. Milwaukee. Wis.e Woertds Leading Padlock WManufactinors 
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A PARTIAL LIST OF {DEAL PRODUCT 


NC SEASONAL FOR IDEAL PRODUCTS 
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All Products in All Divisions 


To Be Distributed Through Wholesalers 


Important things don’t just happen at 
IDEAL — they are planned! And after several 
years of careful planning, including sales 
surveys and consultation with hundreds of 
Jobbers, we make this announcement which 
marks another milestone in the progress 


of IDEAL. 


Frankly, Jobber Cooperation has been an 
important contributing factor in the growth 
and success of our company. And it is in 
recognition of this fact that we are now plac- 
ing our entire confidence in Wholesalers. 
Now, all IDEAL products—over 100—in all 
divisions, will be sold through Wholesalers. 


And we are going a// out to back up our 
Policy with: 


1. Inquiries —To be referred to coop- 
erating Jobbers. 


2. Direct orders—To be referred to 
cooperating Jobbers. 


Distributed Through America’s Leading Wholesalers 


3. Sales Cooperation —Through our 
200 service engineers. 


4. Advertising —A consistent pro- 
gram in leading Business Magazines. 


5. Promotional Help—Catalogs, 
broadsides, stuffers, counter displays, 
etc. 


6. Merchandising Aid —Through 
our Merchandising and Market 
Research Departments. 


7. Experienced Engineers—A large 
staff at your service. 


8. Emergency Stocks—In our 5 
branch offices and 19 other strategic 
points. 


This announcement is being made simul- 
taneously in leading Business Magazines 
having over a million Readers, and we will 
continue to broadcast it in our monthly ad- 
vertising and direct-by-mail. 





So, Mr. Wholesaler, here’s to our mutual 
success in our new relationship. 


fae TSceher. 


President 


(Successor to Ideal Commutator Dresser Co.) 


1023 PARK AVENUE 
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SYCAMORE, ILLINOIS 









It will pay you to stock and recommend KENNEDY Extra-Value 
Valves. You will find that their many superior features make 
them sell readily and earn repeat orders. Write for Catalog and 


complete information. 


THE KENNEDY VALVE MFG. CO.° ELMIRA, N.Y. 
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Solid Carbide aud 
TWIST DRILLS 


For drilling in abrasive materials such as 
plastics, non-ferrous metals, etc., where long- 
wearing qualities are needed and risk of 
breakage is low. On many jobs in the classi- 
fications outlined above, hard, wear-resist- 
ant Super Carbide Tipped and Solid Car- 
bide Twist Drills set new standards of 
economy. Like all Super products, Super 
Carbide Tipped and Solid Carbide Twist 
Drills are manufactured under pre- 
cision-controlled processing conditions 
which assure finest drill quality and 
performance. Their superior wearing 
qualities insure faster work — less 

down time — faster production. 


Carhide Tipped Tools 


21650 Hoover Rd., Detroit 13, Mich. 
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jo re steD 


y Years of Actual Use 


If your customers are looking for gauge 
glasses with long life, eeopomy and trouble- 
free performance—and rest assured that 
they are—by all means give them Pyrex 
and Corning Gauge Glasses. 

These gauge glasses have proved their 
qualities in years of actual use. They are 
machine drawn to close tolerances that 
reduce installation strains and facilitate 


installation. Their hard smooth surface 
resists scratching and abrasion. They have 
remarkable resistance to the solvent 
action of hot water and steam. 

Pyrex and Corning Gauge Glasses 
create satisfied customers and repeat busi- 
ness. And the line is complete for all ser- 
vice conditions. Corning Glass Works, 
Corning, N. Y. 


“PYREX” and “CORNING” are registered trade-marks and indicale manufaclure by Corning Glass Works, Corning, N. Y. 


mune 7U/CX COU CIGSS¢ 
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TAKE A PEEK 
at FERRY CAP 


If 
CO) 













ERE’S a place where quality really pays dividends. 
Because quality is so important, many engine and 
other manufacturers have enhanced the value of their- 

assemblies with Shinyland studs. 





Shinylands of the usual Ferry Cap high quality are fur- 
nished to regular milled stud standards with this addi- 
tional feature—the land between threads a shiny, bright 


mirror-finish. 
Shinylands are carried in stock in standard catalog Simply Speetfy 


sizes in bulk and in attractively labeled packages; sizes, SHINYLANDS for studs with land between 
%4" dia. and under. threads, shiny, bright mirror-finish. 


s : ; 4 SHINYTHREADS for studs with aircraft quality, 
See this achievement in Ferry Cap stud production. bright, shiny threads. 


Send for samples of Shinylands. SHINYHEADS for hexagon head cap screws 
of high carbon C-1038 steel, full-finished, 
bright, shiny heads. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD « «+ e e CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGIME STUDS © ALLOY STEEL AND COMMERCIAL STUDS o FERRY PATENTED ACORN NUTS 
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SEDSIP DISTRIBUTORS: 


Here's another advertise- 
ment appearing in leading 
trade magazines that help 
you se// the SAUSIF 
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E special jobs, special tools are often required. 


Yet, sometimes real economies can be achieved by adapting stock size 
tools, to such jobs. This is true because of the manufacturing savings 


realized in quantity production. 


Whether your requirements be for special or for standard tools, you will 
find the right tool—right for efficiency, right for economy, right for the job— 
when you specify NATIONAL Cutting Tools. 


NAT (earn 7 


NATIONAL © 


IW IST DRILE AN DMOGE GONIRANa: 


ROCHESTER, MICH., U.S.A. 
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Talk of the Trade 


VICTORY: Just ten years from the time he captured the title of Connecticut 
State Amateur Golf Champ, Bobby Grant (R. M. Grant Tool Supply Co., 
Hartford) sallied forth on the links and repeated his achievement . . . It was 
a decisive victory, too—Bobby won eleven up and ten to go. 


STOP, LOOK & LISTEN: Joseph Orgill, Jr., (Orgill Bros., Memphis) is an 
ardent railroad fan and model railroader . . . Joe has a complete scale-model 
railroad with more than 300 feet of track, five road locomotives, two switch 
engines, a diesel-electric unit and more than 1,250 assorted cars. 


50-YEAR CLUB: Bill Christman now has 52 years in the purchasing profes- 
sion behind him . . . He’s been with White Tool & Supply for 32 years but 
was with Strong, Carlisle & Turney (now Strong, Carlisle & Hammond) from 
1894 to 1914. 


APPOINTMENTS: Ed Hirshon, sales manager of W. S. Wilson Corp., New 
York, now has an assistant sales manager, Walter Tirrill .. . Herbert Holway 
has succeeded Ted Cain as sales manager of the Chamberlain Co., Los Angeles 

. Ted has gone into business for himself . . . His company’s known as the 
Dawn Patrol, incorporated to furnish special police protection to industrial 
plants. ; 


ON TRIPS: Mr. and Mrs. Carl Channon (Great Lakes Supply, Chicago) 
vacationed in Biloxi, Miss. . . . Lloyd Mize (Industrial Supply Corp., Rich- 
mond, Va.) recently completed a swing through West Virginia . . . He was 
traveling in connection with his comparatively new job, president of the 
Southern Association. 


ALL IN FUN: After witnessing Bob Smith’s and Art Klebes’ (Smith & 
Klebes, New Britain, Conn.) system for keeping things from getting dull—they 
throw things at each other across their double desk—a prankster presented 
them with a toy tommy gun and sub-machine gun. 


BALL PLAYERS: R. E. “Peck” Williams (Bethlehem Supply Co.) was a 
professional ball player back in 1920 .. . Irv Patron (Patron Transmission 
Co., New York) also used to cavort on the diamond . . . Irv worked out with 
the Giants in the spring and spent the summers with Giant farm clubs . . . 
He did it for three years. 


IN THE SOUTH: The name Corbin seems to be something to be reckoned 
with in the South . . . J. E. Corbin is manager of the Columbia Supply Co., 
Columbia, S. C., and N. B. Corbin is sales manager of J. G. Christopher Co., 
Jacksonville, Fla. . . . They’re cousins but not rivals—their territories do not 
overlap. 


NEW OUTLOOK: Stan Gilbert, formerly a salesman for Barker, Rose & 
Kimball, Elmira, N. te has bought a share in an Elmira plumbing and heat- 
ing firm. 

R. W. B. 
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Blessed event.. 


WITH A BONUS IN SALES 
OR THE JENKINS DISTRIBUTOR 


This month marks the birth of a new series of 
enkins advertisements directed to top management, 
he first of which is shown above. 


Once again, Jenkins spots the problem uppermost 


nthe mind of today’s business leaders, rising mainten- 
nce costs, and turns it to a sales advantage for Jenkins 
istributors. 


Each advertisement will point out the high cost of 
eeping wornout or inferior valves in service, when 
iewed in the light of today’s mounting wage levels 
br maintenance workers (—and will suggest ) replace- 
ent with trouble-free time-defying Jenkins Valves. 


Appearing in Fortune, Business Week, and other 
lagazines reaching operating executives in every 
alve-using industry, these messages will reach over 
30,000 readers regularly. 





Liit 





eee 


Jenkins Distributors can use this timely, interest-getting 
advertising theme to spark their sales talks, to good sales 
advantage. 


Watch for this new Jenkins advertising. It’s another example 
of the alert, continuous support that keeps the Jenkins Dis- 
tributor well out ahead in valve sales, and profits. 

° . ° 
Jenkins Bros., 80 White Street, New York 13; Bridgeport; Atlanta; 


Boston; Philadelphia; Chicago. Jenkins Bros., Ltd., Montreal; 
London, England. 


DIAMOND MARK 


Ore 2, 


LOOK FOR THIS om 


SINCE re 1664 


JENKINS VALVES 


For every Industrial, Engineering, Marine, Plumbing- 
Heating Service . . . In Bronze, Iron, Cast Steel and 
Corrosion-resisting Alloys . . . 125 to 600 Ibs. pressure 


Sold Through Reliable Industrial Distributors Everywhere 


UU wilt 











This message is directed 
to the salesmen of Re- 
public Distributors from 
coast to coast. 
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MeSH SHES 








W. F. CROWDER, Editor 


THE CONTROL 


ond-round, compromise bill extending price controls until 

June 30, 1947. The intervening days were filled with 
political moves and countermoves while prices of many com- 
modities (especially agricultural products) ‘moved upward. 

The new law contains a number of features that will remove 
some of the powers formerly vested in OPA. Furthermore, the 
attitude of Congress, as reflected in the long deliberations on 
the extension of OPA, should impress that agency with the 
desirability of getting out of the control business as soon as 
possible. The expressed criticism of arbitrary actions in the 
past should also give OPA cause for thought before it embarks 
on any similar course in the future. 

In its barest form, the new law as it relates particularly to 
the industrial distributor provides for (1) the creation of a 
three-man decontrol board that is empowered to lift ceilings or 
to reimpose them, (2) price ceilings on manufactured goods 
that reflect 1940 average industry-wide prices on each product 
plus cost increases since that time, (3) distributor margins 
based on current cost of acquisition of any commodity plus 
such average discount or markup as was in effect on March 
31, 1946 (apparently prior instances of cost absorption are 
frozen under the law). Other sections of the law of more 
general interest extend rent control until June 30, 1947; 
exempt a list of agricultural products from price control until 
August 20, 1946, at which time the Board will reimpose ceil- 
ings or extend the period of decontrol. It also provides admin- 
istrative machinery under the jurisdiction of the Board for 
the handling of complaints and for periodic review of the 
demand and supply situation in commodities for purposes of 
decontrol. 

The law as passed will assure price control until June 30, 
1947. Whether it provides for enough price control or too 
little is a subject for argument. The point to remember is that 
there are limitations on what price control alone can do to 
curb inflation. There is a basic difference between price con- 
trol (control of symptoms) and inflation control (control of 
basic causes). While we urged the extension of OPA in an 
earlier editorial, we pointed out at that time the desirability 
of adopting a fiscal and monetary program that would remove 
the causes of inflation. The urgency of the need for that pro- 


Nest 25 pays without OPA, the President signed the sec- 


AUGUST, 
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1946 


_ BR. W. BARNETT, Managing Editor 


OF INFLATION 


gram is not mitigated by the passage of the present law extend- 
ing price control. Indeed, our efforts should be directed with 
even greater vigor toward removing the causes of inflation. 

The basic cause of the upward pressure on prices today is 
the same as it was during the war; namely, the excess spend- 
ing power in the hands of the public in relation to the avail- 
able supply of commodities. Programs designed to reduce the 
active volume of spending power or increase the relative supply 
of goods would get at the heart of the problem. This desired 
goal could be accomplished by a consistent action program on 
a number of fronts. 

1. Reduce Federal expenditures to a level below revenue. 
Current deficit fmancing merely adds to the difficulty by pour- 
ing out more money. The recent move by the Administration to 
curb Federal spending is a short step in the right direction. 
2. Retain and strengthen consumer credit controls. The exten- 
sion of credit enables consumers to broaden their command 
over the goods already in short supply. 

3. Impose control over credit expansion by banks. The gener- 
ation of credit by banks creates more dollars without simul- 
taneously creating more goods. 

4. Strengthen and maintain inventory controls. Speculative 
accumulation of inventories has the effect of even further short- 
ening the supply by holding goods off the market. 

5. Aggressively promote the sales of savings bonds to the 
public. Dollars spent for bonds don’t compete in the market 
for goods. 

Industrial distributors and their salesmen have much to gain 
or lose in the battle against inflation. With their investment 
in inventory, distribuors, perhaps more than any other segment 
of business, stand to lose most heavily in the inevitable col- 
lapse following inflation. In a broader sense, both the distribu- 
tor and his salesmen are (1) American Citizens and (2) mem- 
bers of the business community and as such have a dual respon- 
sibility for contributing their thoughts to the solution of this 
major, national problem. Within his own circle of acquain- 
tances, each person can contribute his part to straight thinking. 
With the ever bountiful crop of crackpot ideas, competitive 
selling of a sound, national program for the control of inflation 
is a must if we are to avoid the disastrous effects of ruinous 
inflation. 








Training Salesmen 


NEARLY EVERY INDUSTRIAL DISTRIBUTOR will admit quite readily 
the importance of salesman training. Too frequently, however, 
the new salesman is put in the stockroom and forgotten for a 
month or two. Then upon rediscovery he is shifted to another 
job. This kind of training is bound to yield indifferent results 
which will be reflected in lower sales volume. 

All will agree that knowledge of house operations and pro- 
cedures, knowledge of lines handled and knowledge of product 
applications are essential elements in the salesman’s success. 
Yet, in too many cases, no systematic training program is de- 
veloped that will insure the salesman’s mastery of these essen- 
tials. To be sure, thorough grounding in these fundamentals 
will not guarantee the success of the salesman, but proper 
training will go far toward the removal of the most common 
obstacles to the salesman’s success. 

The fact that the firm is small and that only one or two 
salesmen are in “training” is no excuse for the lack of a well 
thought out program. Indeed, since only one or two salesmen 
are being trained, there is added reason for doing it properly. 
When you have all your eggs in one basket, you want to be 
sure the basket is a good one. 

In the May, 1946, issue of Mitt Suppuiss, a special section 
was devoted to the subject of training salesmen. The essential 
steps necessary to build a successful training program were 
set forth in detail. There it was suggested that the secret of 
a good training program lay in the detailed analysis of what 
the salesman should know, tailored to the needs of your own 
business, and then the systematic scheduling of the trainee’s 
time to insure he knows these elements. A careful study and 
check of the salesman’s progress may reveal he needs sup- 
plementary training which he will have to get outside the 
house. Furthermore, training is a never-ending job for old and 
new salesmen alike. 

The present, so-called G. I. Bill of Rights provides an un- 


4 


equalled opportunity for getting and training new salesmen. 
In the February, 1946, issue of Mitt Suppiies (“Topic of the 
Month”, p. 132), the provisions of the law were set forth in 
detail. In the March, 1946, issue, the lead article described 
the G.I. on-the-job training program as it had been worked 
out in practice by alert distributors. We have heard some 
criticisms of the G.I. training program since that time on the 
grounds that it involved too much red tape. Further inquiry 
on this point brought out the fact that distributors were re- 
quired to set down in black and white a systematic schedule 
of training to insure that the salesmen got the quality and com- 
pleteness of training the government felt he should get for the 
money spent on him. Now, we don’t want to be put in the 
untenable position of attempting to defend governmental red 
tape, but we do feel that the preparation of a well thought 
out and scheduled training program is something that dis- 
tributors should do in any event for their own business inter- 
est. Since compliance with the G.I. law requires distributors 
cooperating in the program to do advance thinking and plan- 
ning in this important segment of their operations, it should 
confer an unintended and indirect benefit on the trade. And 
that says nothing of the very substantial direct benefits to the 
ex-G.I.s and distributors. 

The “Topic of the Month” in this August issue of Mit. 
Suppuies (p. 132) carries the story of the training program at 
Tiemann Hardware & Supply Co., St. Louis, Missouri. Inci- 
dentally, the program is set up to take advantage of the pro- 
visions of the G.I. Bill of Rights. We say, incidentally, because 
the story is primarily about a thorough training program that 
has been worked out by a progressive distributor. It involves 
training for a number of jobs in this supply house, thus is more 
than a salesman’s training story. It shows the results of the 
application of careful study to the problems involved and sets 
forth the steps that have been taken to meet the problems as 
they exist in this concern. There is much to be learned from 
the successful experience of others. 
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industrial plants and factories started or completed since early 1945 


reveal trend 


to the so-called government housing 

program in the past few months has 
obscured a significant development in 
the industrial building field. While many 
industrial distributors have construction 
materials departments and are thus con- 
cerned directly with construction activ- 
ity in all its branches, all distributors 
and their salesmen are interested in the 
building of new plants and new factories. 
These new plants and factories will be 
occupied by new potential customers. 
They offer sales opportunities as they 
tool up for production, and to the alert 
distributor who thus gets in on the 
ground floor, these new plants will be a 
source of repeat business over the years. 

With the tremendous expansion in 
manufacturing facilities which occurred 
during the war, one might be lead to 
believe that no new plants would be 


Ts ATTENTION which has been devoted 


toward Midwest, 


built. Such, however, is far from the 
case. Contracts awarded for industrial 
building in 1945 (reconversion building 
was permitted by WPB early in 1945) 
and for the first 5 months of 1946 
amounted to $1,052,000,000. This may be 
compared with the $912,000,000 of con- 
tracts awarded for industrial building in 
the three immediate, pre-war years, 1937, 
1938 and 1939. Thus, 15 percent more 
industrial building has been embarked 
upon in the past 17 months than in the 
36 months immediately preceding the 
start of the defense program in 1940. 


New Pattern 


Perhaps more important, the location 
of the new plants is not following the 
pre-war geographic pattern. The older 
industrial areas, while showing substan- 
tial absolute gains, are not accounting 
for as large a proportion of the total as 
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Southwest 


and far West 


The trend of growth 
appears to be toward the Midwest, South- 
west and far West. This most recent 
development in industry location must, 
of course, be weighed against the pat- 
tern and amount of all existing plant ca- 
pacity. It can safely be viewed as a ten- 
dency in the flow of industrial invest- 
Since our earliest colonial days, 
industry in America has been on the 
move. Indeed, about the only persistent 
characteristic of our dynamic and ex- 
panding economy is change itself. 

Specifically, and in detail, what trends 
are revealed by the recent figures on 
industrial building? 

The dollar volume and percentage dis- 
tribution by states of contracts awarded 
for private industrial construction are 
shown in Table No. 1. The figures, 
compiled from reports to Engineer- 
ing News-Record apply to private in- 


they did pre-war. 


ment. 
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dustrial construction for which contracts 
actually have been negotiated, and con- 
struction either completed, begun, or 
about to be started. They are not “blue 
sky” estimates. 

In order to present a comparison of 
industrial construction volume in two 
peace time, competitive periods, figures 
are given for the three prewar years, 


1937 through 1939, and the 17-month 
post war period from January 1945 
through May 1946. Statistics for the war 
years, when the location of most new 
industrial plants was dictated by mili- 
tary expediency, have been omitted pur- 
posely. 

A study of the percentage distribution 
by states of private industrial construc- 








TABLE I—PRIVATE INDUSTRIAL CONSTRUCTION 


(Includes only projects of $40,000 or more) 
Source:—Engineering News-Record 


Thousands of dollars—Add 000 
Total 


Percent 


U. S. 


1937-38-39 Total 


$54,262 
1,157 
746 
204 
22,486 
7,359 
22,310 
333,824 
83,014 
59,586 
153,846 
25,181 
12,197 
122,916 
8,314 
12,081 
24,284 
9,995 
9,639 
22,172 
18,477 


52,101 
20,191 
41,169 
. 120,340 


10,257 
12,216 
21,095 
2,249 
1,979 
1,873 
4,317 
3,120 
5,055 


5.95 


0.13 
0.08 
0.02 
2.46 
0.81 
2.45 
36.60 


9.10 
6.53 
16.87 
2.76 
1.34 
13.48 
0.91 
1.32 
2.66 
1.10 
1,06 
2.43 


0.27 
5.64 


Total 
Jen. '45 

May '46 
$54,927 
2,770 
4,096 
737 
22,023 
4,061 
21,240 
183,312 
39,115 
33,531 
81,611 
15,690 
13,365 
117,039 
9,850 
15,999 

14,381 

2,165 
29,695 
7,837 
9,634 
4,055 
11,159 
3,590 
8,674 
323,358 


110,837 
29,323 
88,514 
33,479 
61,205 


207,583 


22,196 
6,111 
39,215 
4,320 
440 

370 

989 
3,263 
2,034 
123,521 


1,906 
1,810 
165,495 
4,826 
2648 
880 


288 
17,025 
18,232 

121,596 


TOTAL UNITED STATES.. 912,076 100.00 1,051,714 


Percent 
U. S. 
Total 


5.22 
0.26 
0.39 
0.07 
2.09 
0.39 
2.02 
17.43 
3.72 
3.19 
7.76 
1.49 
1.27 
11.13 
0.94 
1.52 
1.36 
0.20 








tion volume in the U. S. reveals the spe- 
cific areas to which investment in new 
plant is being directed. For example, 
Texas accounted for 4.99 percent of 
the U. S. total in the three-year period 
preceding the war, and 11.76 percent 
in the 17-month period ending with May 
1946. On the other hand, Pennsylvania 
accounted for 16.87 percent in the prewar 
period, but only 7.76 percent in the 17- 
month post war period. 

At first glance this might lead one to 
believe that private industrial construc- 
tion in Pennsylvania (and other states 
with percentage declines between prewar 
and post war years) has almost reached 
the saturation point. This, however, 
is far from the truth. The actual incre- 
ment added to existing plant capacity 
in Pennsylvania during the 17-month pe- 
riod following the war was greater than 
that in any of 42 other states. 


Pattern Varies 


The pattern by regions shows marked 
variation. Accounting for the overall 
15 percent national increase between the 
two periods under examination are sec- 
tional increases of 111.8 percent in the 
Far West states, 72.5 percent in states 
West of the Mississippi, 59.6 percent in 
the Mid-West states, and 1.2 percent in 
the New England states; with decreases 
of 45.1 percent in the Middle Atlantic 
states, and 4.8 percent in the Southern 
states. 

Here again misinterpretation must be 
guarded against. Industrial construction 
activity is not coming to a standstill in 
the Middle Atlantic or Southern states, as 
the percentages might at first indicate. 
On the contrary, contracts awarded in 
the five Middle Atlantic states between 
January 1945 and May 1946 amounted 
to $183,312,000, or more than the $165.,- 
495,000 total for the seven Far West 
states, which registered the greatest per- 
centage increase over the three prewar 
years. And in the Southern states, where 
new construction contracts decreased 
nearly five percent from the prewar pe- 
riod, the actual volume of $117,039,000 
in the 17-month post war period was more 
than twice as great as the volume of 
$54,927,000 in the New England states. 

The last column of the tables shows 
rank by states, from the highest percent- 
age point gain to the greatest point loss. 
Texas, with the rank of “1,” had the 
highest point gain of all states, and 
Pennsylvania, with the rank of “48,” 
the greatest point loss. 














TABLE Il—PRIVATE INDUSTRIAL CONSTRUCTION 
CONTRACTS BY INDUSTRIES 


(Includes only projects of $40,000 or more) 
Source: Engineering News-Record and Construction Methods 


Thousands of dollars—Add 000 


Total 
1937-38-39 Percent 


Transportation Service 
6,410 
16,795 
203,245 
235,014 
73,135 


142,356 


Process Industries (a) 

Food Industries (b) 

Metal Refining and Rolling. . 
Metal Working Plants 


25,990 
15,939 
4,044 


Aircraft Factories 


Machines and Machine 
Parts (c) 64,130 
10,820 


2,225 


Textiles (excluding rayon)... 
Wood Industries 


Miscellaneous 


General Factories 109,715 
Refrig. and Cold Storage... 2,228 


912,076 100.00 1,051,714 


(a) Includes Distiileries 
(b) Includes Breweries and Wineries 


25.76 


(0) Includes Radie Plants 





Total 
Jan. '45 
May '46 Percent 


0.70 
1 84 


22.29 


16,300 
33,585 


80,911 
372,089 
116,615 

49,338 


1.55 
3.19 


7.69 
35.38 
11,09 

4.69 


8.02 
15.61 
2.85 


1.75 
0.44 


62,655 
4,53 
3,553 


Millions of Dollars 


7.03 
1.19 
0.25 


13.58 
1.07 
1.36 


142,832 
11,305 
14,256 


12.03 
0.24 


12.62 
1.06 


100.00 


132,746 
11,076 








Contracts awarded for private industrial con- 
struction in the first five months of 1946 indicate 
that volume for this year will exceed $1 billion, 
far above the total for any previous year. 


Reasons underlying this upsurge of 
industrial plant construction in the Mid- 
west, Southwest and Far West are com- 
plex and somewhat more difficult to 
analyze than the figures. There are many 
contributing causes. Since well before the 
war there has been a trend among manu- 
facturing and processing industries to- 
ward plant decentralization. In many 
cases, the problems of labor supply and 
product distribution were simplified by 
moving away from the large industrial 
centers of the Eastern seaboard and the 
North Middle-West to less congested 
areas. Such industries as food and chem- 
ical processing have improved the effi- 
ciency of their operations by relocating 
in regions where raw material is grown 
or extracted from the earth. And un- 
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doubtedly much of this tendency toward 
change in the nation’s industrial pattern 
may be attributed to the desire of many 
established manufacturers to build plants 
close to expanded buying markets cre- 
ated by war time population shifts. 


Analysis By Industries 


Industrial construction contract vol- 
ume and percentage distribution is com- 
pared by industries in Table No. II. The 
comparison is on the basis of the same 
two periods used for the breakdown by 
states—1937 through 1939, and the 17 
months from January 1945 through May 
1946. 

It may be seen that in the prewar 
period, process industry, public utility, 
and metal refining and rolling plant con- 
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struction led the field and, together, 
accounted for more than 60 percent of 
the total. In the 17-monih period after 
the war’s end, industrial construction 
contracts for process industries, machine 
and machine parts plants, and general 
factories, in that order, held top positions 
and accounted for slightly more than 60 
percent of the total. 

Industries which accounted for a 
greater portion of total construction con- 
tracts in the post war period than they 
did in the prewar period include rail- 
roads, food, automobile, machine and 
machine parts, wood, refrigeration and 
cold storage, and general factories. The 
largest percentage drops were registered 
by public utilities and metal refining and 

(Continued on page 236) 





SYSTEM 
ELIMINATES CLASHES 


Seattle firm, with six departments, carefully guards interests of indi- 
vidual salesmen by having each profit through gains in overall business 


Wash., operates on a highly depart- 

mentalized basis. But so carefully 
has the whole system been planned and 
so faithfully have the interests of indi- 
vidual salesmen and department heads 
been guarded, that there is no competi- 
tion between divisions and no classes, 
because each profits through the gain of 
the business as a whole. 

Broadly, the operations are carried on 
by six divisions: mill and woodworking 
machinery; machine tools; electrical and 
hydraulic; construction equipment; in- 
dustrial; and dealer. 

In turn, these main divisions, each 
under a manager, are departmentalized. 
The industrial division of which Stewart 
A. Webster is manager, is broken down 
into seven departments: (1) materials 
handling, (2) pneumatic equipment, (3) 
school equipment, (4) electric power 
tools, (5) automotive and aircraft equip- 
ment, (6) ship building supplies, (7) 
welding equipment and supplies. 

Each of these subdivisions has a spe- 
cialist. Since every salesman “sells the 
book” it is his duty to make his knowl- 
edge available to all salesmen, to help 
them close accounts, or to carry through 
completely on some account that another 
salesman has not felt capable of 
tackling and has turned over to him. Be- 
sides this, he originates business himself 
where possible. 


T’ Star Macuinery Co., Seattle, 


Stewart A. Webster is manager of 
the Star Machinery’s industrial 
division. 


To make this work out, each divi- 
sion is charged by the management with 
the responsibility for certain classes of 
accounts. To keep the system from 
getting too complex, the division man- 
ager is given credit for the purchases 
as well as the sales of his division. If 
he purchases grandly and does not sell 
more than a fraction he is sunk. If he 
is timid about purchasing and in the 
end does not have half enough mer- 
chandise to meet his sales needs he is 
also in a bad way. It is the department 
store method in the end. 

To be able to sell all the goods that 








NEW SALESMEN 


FIVE MEN have recently been hired for or promoted to sales positions in the 
industrial division of the Star Machinery Co., Seattle, Wash. R. M. Lewis, 
formerly with a foundry, is selling materials handling equipment; Al Robinson 
left the grocery business to accept a statewide territory, specializing in 
equipment for schools; John Taran moved from the parts department to 
counter selling; Nels Westgard, formerly in the parts department, now works 
on the counter and does some outside field work; Paul Berner, having had 
factory training and served in the parts department, is now specializing on 
pneumatic spray equipment, compressors, air motors, etc. 








he buys, the division manager must not 
only move them through the efforts of his 
own salesmen and specialists, but he 
must depend to a large extent on the 
help of salesmen in the other divisions 
by getting them to promote his lines 
intelligently. This cooperation is not so 
hard to get as it might appear, for all 
the divisions and all the salesmen are 
pulling together, knowing that through 
reciprocity of effort each division will 
get far more sales. 

Here is how it works out in practice. 
“Dick”, specialist of the industrial divi- 
sion in Seattle, say, goes to Spokane 
where there is a Star branch. While 
there, say he sells four lift trucks. He 
does not take credit individually for the 
sale. That goes to the credit of the 
Spokane industrial department. -But 
“Dick” is the light truck specialist for 
the whole division. He gets an “over 
ride credit”, you might say, on all such 
trucks sold anywhere. Back in the 
Seattle office, the manager of the indus- 
trial division gets credit because he gets 
credit for all purchases as well as all 
sales in his division. 

But if “Dick” in the course of his 
work had run onto a hot prospect for 
some type of electrical equipment, he 
would have been just as ready to run it 
down and turn it over to the Spokane 
office. In that case, the electrical and 
liydraulic division would have received 
credit all up the line as above described 
and the industrial division would have 
received none. But, “Dick” would be 
glad to turn it over, knowing that the 
electrical division would not rest until it 
had returned the compliment. 

Under this plan of using credits, which 
at the end of the year turn into something 
more tangible for all concerned, the 
whole organization works as a harmoni- 
ous unit. 





One service offered 
customers is the 
welding of continu- 
ous band saw blades 
to length. Here Fred 
Schneck locks a 
blade into position 
for spot welding. 


MAKING 
CUSTOMERS 
WELCOME 


Distributor invites customers to inspect 
motor repair shop, machine shop, and 
warehouses, fo see the service "extras" 


that are available 


desire to make customers feel at 
home in their offices and plant, has 
prompted officials at H. N. Crowder, Jr. 
Co., Allentown, Pa., to adopt an employ- 
ee’s suggestion that customers be invited 
to inspect the firm’s facilities. 
The Crowder Co., which handles com- 
plete lines of electrical equipment as well 
as general industrial supplies, believes 


p: IN THE SERVICE facilities and a 


that showing customers what you can do 
for them is many times more effective than 
trying to cultivate their patronage sim- 
ply by telling them. Customers and visi- 
tors have responded well to the invitation, 
and a conducted tour through the motor 
repair shop, machine shop, and ware- 
houses impresses them with the ability 
and readiness of Crowder to provide serv- 
ices, not readily available elsewhere. 


+ 


Richard Lehr repairs the motor 
of an electric saw in the Crowder 
Co. shop, where experienced men 
can rewind armatures and repair 
all types of electric motors. 


In the machine shop are performed many repairs to custo- 
mers’ equipment, an extra service that builds a lasting 
patronage from local industry. Ralph Wieder, machinist, 
turns a clutch part in a lathe. 





achieved by men who day in and day 

out work consistently at their jobs, 
constantly learning and constantly ap- 
plying their knowledge. Such, at least, is 
the consensus of successful industrial 
sales people in the Middle West. 

In distribution centers in Missouri, 
Illinois, Michigan and Wisconsin, the 
main theme is much the same and cen- 
ters around four qualities: (1) patience, 
(2) product knowledge, (3) mental 
alertness, and (4) above all the desire to 
be of maximum service to customer and 
employer. Selling, like making friends, 
it was said, revolves around the genuine- 
ness of the ingredients. If a person sin- 
cerely likes someone, the chances are 
that he will make a friend. Ergo, if the 
salesman sincerely has his prospect’s in- 
terests at heart, the chances are he will 
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SELLING THE 


Salesmen and sales managers fell how they increase the 
size of the average order and improve customer rela- 
tions through intelligent application of product knowl- 


edge and uses 


. 


have a customer. To paraphrase Benja- 
min Franklin: “Place the emphasis on 
service and the sales dollars will take 
care of themselves.” 

This is especially true when it comes 

to “selling °em something more”—selling 
the full line, in other words, as is under- 
scored in the following excerpts from 
interviews with sales personnel: 
Boyd M. Baker, outside salesman, 
Eichman Machinery Co., Kansas City: 
“Service means a lot more than merely 
the DESIRE to be useful to your cus- 
tomers,” Mr. Baker said. “In addition to 
being available at odd hours and making 
special trips, being of service means 
knowing your lines, keeping alert to new 
products which might be useful to your 
customer and generally preparing your- 
self to do a constructive selling job.” 

Mr. Baker stressed he did not mean 
that a salesman could know everything 
about every line, but said he did believe 
a successful salesman must be thoroughly 
grounded in at least one line and then 
proceed from that point, getting a solid 
foundation of knowledge in each addi- 
tional line’ before moving on to the 
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next. In his own case, Mr. Baker, who 
had been an auditor and bookkeeper 
prior to the war, joined the Eichman firm 
after discharge from the services and 
spent seven weeks in the salesman’s 
school maintained by the firm’s steel 
source. His basic training there, plus ten 
hours of study weekly on the follow-up 
literature sent out by the company, has 
made him an authority on various types 
of steel. Mr. Baker uses this specialized 
knowledge to get his foot in a customer’s 
door and, he reasons, once he has made 
a sale of one line, the going is easier in 
selling the full line. He cited one in- 
stance to prove his point, which involved 
not only product knowledge, but patience, 
alertness to opportunity and a genuine 
desire to be of service, as well: 
“Because of my knowledge of steel,” 
he said, “I was able to sell tool steel to 
one metal working firm but that was all. 
The owner, who did the buying, seemed 
interested only in that one line and when 
I would try to steer the conversation to 
the other lines we carry, I did not get 
anywhere. This went on for some time, 
and as I did not want to jeopardize what 
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FULL LINE 





Get the customer to talk 

Study applications, ask questions 

Learn stocks through catalog study 

Sharpen product knowledge by 
reading MILL SUPPLIES and other 
trade journals 

Memorize related items so that one 





Weres Hou to” Sell'Em More’ 


suggests another 

Think of yourself as the customer's 
employee and be of real service 

Use ho high pressure, but make 
friendly suggestions 

Find out what the customer is doing 
now and planning for the near future 








I already had, I coasted along, looking 
for an opportunity to push other lines, 
too. At last that opportunity came, as I 
felt certain it would. The shop superin- 
tendent, phoned one day seeking some 
information on tool steels. 

“IT went over to see him and answered 
the questions while, at the same time, 
keeping my eyes peeled in looking over 
the shop. I saw several applications and 
made suggestions which interested the 
superintendent. The result was that he ac- 
cepted my invitation to visit our store 
and when he called I showed him around. 
The immediate result was the sale of 
grinding wheels, files, counter bores, set 
screws, hack saw blades and milling 
cutters. He also was interested in 
shapers, surface grinders and presses. 

“Credit for getting this account goes 
to my knowledge of tool steels. With 


that, as the toe hold, it was inevitable 
that eventually I would be able to seil 
other lines, too, because one thing just 
naturally leads to another.” 


Vv. H. Carter, vice-president and sales 
manager Colcord Wright Machinery & 
Supply Co., St. Louis: “Telephone and 
counter men are the heart of any effort 
to ‘sell em more’ for the simple reason 
that the man who phones or comes in al- 
ready is sold—on something,” Mr. Carter 
said. “Therefore, if the inside salesman 
knows his lines and is alert to oppor- 
tunity, intelligent buying suggestions put 
to the customer have a more than average 
chance of success. 

“You know,” he continued, “it some- 
times happens that when the field man 
is face to face with his prospect there is, 
unconsciously, if not consciously, a cer- 
tain amount of resistance on the latter’s 
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Selling 


Sales, Mc ented lines 


. Beaufils Says will 


part. The field man may plant -ideas, 
however, which may not flower for a 
week, a month, or more. And it is at this 
point—when the customer phones or 
comes in—that the real importance of 
the inside men is in evidence. A discour- 
teous telephone response or lack of in- 
terest, or product ignorance, could very 
well ruin a good customer relationship. 
The counter salesman or the phone sales- 
man can materially increase the average 
sale merely by suggesting logical addi- 
tional purchases: clips with wire rope, 
taps to a drill customer, etc.” 

Joseph Hager, vice-president and gen- 
eral manager, Grand Rapids Supply 
Co., Grand Rapids, Michigan: “Selling 
the full line,” Mr. Hager said, “is more a 
matter of a thorough knowledge of stocks 

(Continued on page 227) 









SELLING WITH 


YOUR HEAD 


There are no "born" salesmen, says this 
manufacturer's district manager; sales- 
manship is a combination of knowledge, 
hard work, enthusiasm and confidence 


By WILLIAM F. CISKO 


tunities to be well-informed and 

scientific in his approach as has 
any other profession today. The same 
amount of study and preparation will do 
the same things for you in this profession 
of salesmanship as it will do for the 
doctor, the lawyer or the engineer. You 
never heard of a natural-born doctor, or 
engineer or lawyer, and, candidly, can 
you say you know a natural-born sales- 
man? Many of us entered selling from 
other fields—because we preferred to 
sell—but aren’t we salesmen today be- 
cause of continuous work and study? 

Just as there are various formulas in 
manufacturing, production and engineer- 
ing, so too there are different formulas 
in selling. We, as salesmen, do things 
every day and do them unconsciously— 
but if we had a better understanding of 
why we do them we would accomplish 
better results. Think this over the next 
time you miss out getting an order: 
When you secure an order, you have 
done certain things that made it possible 
for you to obtain it, and likewise if you 
fail to secure the order, you have not 
failed to do certain things, but you have 
done things that made it a certainty you 
would lose the order. In other words, 
your formula for this prospect was wrong 
and should be examined with a view 
toward correcting it. 

To become a real salesman you are 
never going to get away from practice. 
You must sound like yourself when mak- 
ing the presentation. In many of our 


SALESMAN has just as many oppor- 
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left undone." 





After reading “Accent en Selling" in our May issue, 
William F. Cisko, manager, eastern sales district, Man- 
ning, Maxwell & Moore, Inc., wrote to MILL SUPPLIES. 
The story, he said, “brought to mind memories—some 
obligations that have been completely met—some things 


“Too many times articles of this kind cover the high 
points only,” he pointed out, “and say very little about 
the most important factor in the mill supply business. 
All of the mechanical devices and methods of sales 
analysis employed cannot take the place of the most 
important factor in the industrial supply field—the 
supply salesman—a human being." 








sales meetings during the days when Man- 
ning, Maxwell & Moore had a distribu- 
ting division we practiced selling our spe- 
cialties to each other. You have got to 
try out your presentation on somebody 
before you can sell successfully. It must 
not only sound natural, but must be 
practiced continuously and brought up 
to date because there are new ideas com- 
ing along all the time and all new ideas 
require practice. 


Four Parts To Selling 


In my book, there are four things on 
which successful salesmanship is based. 
They are (1) knowledge, (2) hard work, 
(3) enthusiasm and (4) confidence. By 
knowledge, I not only mean a complete 
understanding of the products you are 
selling, but a complete knowledge of their 
applications, what the market can afford, 
what the market practices are, how they 
are to be used and where new markets 
may be found for them. Hard work and 
enthusiasm go hand-in-hand. The sales- 
man who never hears the whistle blow has 
both. Confidence is the thing we either 
stand or fall on. It is divided into confi- 
dence in the organization we are working 
for, confidence in the product we are sell- 
ing and confidence in our ability to put it 
across. 
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You must have the feeling down deep 
in your heart that the individual who 
invests his money in the devices or prod- 
ucts you sell will receive 100 percent 
return for every penny spent. When 
selling, put yourself in the role of the 
person. you are talking to and try to 
figure out what he wants to hear about 
the thing you are selling and what spe- 
cial characteristic of the product would 
most interest him. 

As a salesman, you are always inter- 
ested in knowing whether or not you 
are.making progress. As you grow with 
the game, it should become a lot of fun 
and a game of wits. It is what you say 
in the first five seconds of your contact 
that generally determines whether or 
not you are going to have an interview. 
What you say determines whether or not 
you are going to make any progress. If 
you tell the story in the right way, that 
“psychological moment to close” will 
present itself, and you will have made a 
sale through your knowledge of your 
profession. 

Let your own mind be the measuring 
stick to determine your progress. After 
all, the mind is like a plate in a camera 
and you can only take one picture at a 
time. And you can only convey one 
thought at a time. That being the case, it 

(Continued on page 221) 
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IT PAYS 


T0 ANALYZE SALES 


Constant alertness is requirement for bal- 
anced sales effort on better lines, Richmond, 
Ind., distributor maintains 


channeling sales effort into the ma- 
jor, more profitable lines has been 
worked out by The Queen City Supply 
Co., according to E. C. Hirschfield, man- 
ager of the Cincinnati firm’s Richmond, 


Ind., branch. 
Mr. Hirschfield said that each of his 


salesmen keeps a detailed sales record on 
each of the branch’s 20 or more special 
lines. These records show sales of the 
lines by territory. Since each man has a 
city and a country territory, the records 
are broken down for both classifications. 

Mr. Hirschfield explained the opera- 
tion of the system in this way: 

1. “Salesman receives copies of each 
day’s invoices for his territory. —_ 

2. “Salesman is supplied with large, spe- 
cially ruled analysis sheet, with twenty or 
more columns, headed by selected lines or 
specialties. 

3. “Each day’s billings of such lines are 
entered in proper column to be totaled at 
the end of the month. Space is provided 
for each working day of month. 

“By spending a little time each day to 
analyze his copies and make his entries, 
the task is not burdensome to a sales- 
man”, Mr. Hirschfield said, “and as the 
month progresses, the entries under each 
heading reveal, at a glance, what is being 
accomplished. 

“If the man takes pride in his work, 
he will not want to see a blank column 
for the entire month, and possibly take 
steps to improve such a report. 

“Because of the careful scrutiny re- 
quired for such work, the salesman un- 


A DIRECT APPROACH to the problem of 


consciously has impressed on him what 
his accounts are buying and he is able 
to get more information than is possible 
by casually running through a bunch of 
order or invoice copies. 

“Salesmen, who are at first inclined to 
object to such clerical work, are unani- 
mous after a few months in their state- 
ments that the information they gather 
from doing the work is invaluable.” 

A master list is kept by Mr. Hirsch- 
field. It is brought up to date at the 
close of each month. Therefore, he may 
ascertain at a moment’s notice his firm’s 
position with respect to any or all of its 
major lines. 


Spots Declines 


The first major use made of this in- 
formation, of course, is to spot the weak 
spots. Should a particular line show an 
unwarranted decline, remedial measures 
are indicated. “The thing is,” Mr. Hirsch- 
field stressed, “that we can see the symp- 
toms almost immediately. We don’t have 
to wait for the patient to die before we 
find out what ailed him.” 

A well-organized procedure follows 
when such a danger signal is visible. A 
sales meeting is held, the entire situation 
is reviewed and salesmen are alerted to 
the need for more sales effort on that par- 
ticular line. Should more drastic action 
be indicated, a sales conference with a 
factory representative as the principal 
speaker is brought into play. 

Actually, however, the procedure is 
more prosaic than that, according to Mr. 
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E. C. Hirschfield inspects a compressor 
just received in stock. 


Hirschfield. He said that the usual case 
is for himself and the salesmen to sit 
down at the end of each month, review 
the sales by lines and then decide where 
special effort is required. 

The list of 20 lines is flexible. Mr. 
Hirschfield stressed the fact, however, 
that each of the 20 is an exclusive line. 

“This list is the subject of intensive 
study and analysis at the close of every 
year,” Mr. Hirschfield said. “At that 
time many factors are taken into consid- 
eration, including possibly the attractive- 
ness of a new exclusive line to replace one 
that has not measured up to our require- 
ments, 

“You know,” he said, “that these days 
particularly, with costs rising, it is a 
strict necessity to keep a close eye on 
margins and average sales. This does not 
necessarily mean that Queen City is out 
to ‘sell only the most profitable lines. 
There are other considerations. And a 
line with the biggest margin is not always 
the most profitable: Average sale size, 
saleability and other factors enter into 
the picture. 

“However, once it is decided to add a 
new line, there are other procedures we 
follow. A series of sales meetings are 
held and the salesmen are thoroughly in- 
doctrinated. Sometimes our men attend 
factory schools. In short, the main idea is 
to completely familiarize our men with 
the new line, for product knowledge is 

(Continued on page 221) 











NEW PRODUCTS 


with sales 


possibilities 





Lathe Tool 3 
Speeds Tapping, Threading 





ADAPTABLE TO HIGH cutting speeds, a 
new threading and tapping lathe tool 
has been put on the market. The manu- 
facturer states that the tool makes it 
unnecessary for the operator to shift the 
tailstock or tailstock spindle at each 
new piece, but that the operation of the 
tool consists of sliding the dieholder back 
and forth on a guide bar which is held 
in the tailstock spindle by means of a 
Morse taper. When the desired length 
has been reached, as shown by the 14-in. 
ring calibrations on the guide bar, the 
operator releases his grip on the tool, 
reverses the lathe, grasps the tool again 
and it backs off. Concentric tool holder 
bores, accurately fitted to the guide 
bar, insure true threading, according to 
the maker.—Threadmiller Corp., West 
Orange, N. J—Mu. Supp.ies, August 
1946. 


Expanding Arbor 
For Secondary Operations 


Samp TO SPEED certain machining proc- 
esses, a new expanding arbor for use on 
secondary operations where work-piece 
is held by the inside diameter is now 
being marketed. Its design permits 
chucking and unchucking the work-piece 
without stopping the spindle when used 


92 





on a screw machine or lathe with stand- 
ard collet. It is said to expand accurately, 
maintaining perfect concentricity with 
the collet, and can also be used to good 
advantage on drill presses and milling 
machines with collet devices. It is made 
in sizes from %-in. to l-in., at ¢z-in. 
intervals.—Asco Corp., Cleveland.—MiL. 
Suppuies, August 1946. 


Thermal Protector 
Limit Switch 





A THERMO-COUPLE limit switch, designed 
to stop factory apparatus when danger- 
ous temperafures are reached, is now 
on the market. The manufacturer has 
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designed the protector for use in air 
ducts on industrial ovens, dryers, bear- 
ings of large motors, blower wheels, flue 
gas stacks, plastic injection presses, re- 
heaters, etc. The temperature chosen as 
the high limit is set by an operating 
knob located inside the case where it 
will not,be tampered with. If this tem- 
perature is reached, the device stops the 
apparatus, or it can be arranged to sound 
an alarm or flash a light.—Manning, 
Maxwell & Moore, Inc., Bridgeport.— 
Mitt Supp.ies, August 1946. 


Bucket Pump 
Grease Gun 


AN mmpROveED high-pressure bucket pump 
has been put on the market. It features 
a positive automatic venting device in 
the pump tube assembly which operates 
instantly when the pump handle is raised 
momentarily to topmost position. This re- 
lieves pressure in the hose assembly, per- 
mitting lubricant to drain back into the 
container. Other features are a full open 
top providing maximum filler opening, 
an easily-removed top loosened by two 
thumb-nut fasteners, footstep welded 


across the bottom, and rugged construc- 
tion.—Lincoln Engineering Co., St. Louis 
20.—Mitt Suppuies, August 1946. 
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MAIN FEATURE 





Lathe Tool 92 Speeds, tapping, threading 
Expanding Arbor 92 Expands accurately 
Thermal Protector 92 Limit switch 

Bucket Pump 92 Automatic venting device 
Belt Sander 93 Dust sealed ball bearings 
Platform Box 93 Strong, light 

Spherical Bearing 93 Roller thrust 

Pump 237 Small, lightweight 

Fuse Puller 239 Plastic 

Wrench Sets 240 Adjustable spanner 
Flashlight 240 Flexible 

Resin Glue 241 Cold run 

Riveter 241 Piierlike 

Clutch Attachment 241 Variable speed 

Electric Hoist 243 Two-ton model 

Gravity Conveyor 243 Light duty 

Broach 245 Rotary action 
Calculator - 245 Cutting speed 

Arbor 247 Broad usefulness 
Converter 247 Drill press 

Hand Gun Loader 249 Easy, economical 

Truck Loader 250 Compact, lightweight 
End Mill 250 Three-flute 

White Fluorescents 251 4500 Range 

Rotary Pumps 251 Easily adapted 





MANUFACTURER 





Threadmiller Corp. 

Asco Corp. 

Manning, Maxwell & Moore 
Lincoin Engineering Co. 
Woods Engineering Co. 
Monroe Auto Equipment Co. 
SKF Industries, Inc. 

Jerome Simer Co. 

Star Fuse Co. 

JO Mfg. Co. 

Aero-Motive Mfg. Co. 
National Adhesives 

Cherry Rivet Co. 

Weaver Sales Division 

Yale & Towne Mfg. Co. 
Island Equipment Corp. 
Fearless Tool Co. 

Lawrence Engineering Service 
Paxson Co. 

Lee G. Brown Engineering Co. 
Stewart-Warner Corp. 
Clark Equipment Co. 

Nelco Tool Co. 

General Electric Co. 

Geo. D. Roper Corp. 








Belt Sander 
Small, Husky 





sealed ball bearings throughout; a re- 
versable platen which, when worn on one 
side, may be turned over; two positions, 
vertical or horizontal; work area of 5-in. 
by 8%-in., said to be greater than any 
other machine using a 4-in. by 36-in. 
abrasive belt, and a belt tracking and 
tension system operated by simple thumb 
screws.—Woods Engineering Co., Nor- 
walk, Conn—Mirt Suppuies, August 
1946. 


Platform Box 
Strong, Light 


A NEW PLATFORM BOX, said by the manu- 
facturer to have been production-tested 
in its engineering, is now on the market. 
Manufactured of high tensile steel in- 
stead of the usual hot rolled low carbon 
steel, the boxes are offered in three sizes, 
and are ideal for forgings, castings and 





A NEW BELT SANDER, occupying only 9-in. 
by 15-in. of bench space and weighing 
approximately 1744-lbs., is now being 
merchandised. Operated by a 1-hp. mo- 
tor, the unit has such features as dust 





other small parts. Use of high tensile 
steel accomplishes weight reductions of 
as high as 40 percent, according to the 
manufacturer. The same company has 
also developed a new line of steel skids 
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and pallets—Monroe Auto Equipment 
Co., Monroe, Mich_—Muu Suppuies, Au- 
gust 1946, 


Spherical Bearing 
Roller Thrust 


DEVELOPMENT OF A NEW TYPE of roller 
bearing capable of carrying heavier loads 
at higher speeds and lower temperatures 
has been announced. The manufacturers 
term this bearing the “missing link” in 
(Continued on ‘page 237) 





HE DRIVER-SALESMAN 
“lakes to the Koad 


Jacksonville, Fla. distributor uncovers profitable 
lem of gas and oxygen cylinder deliveries to rural users of welding products 


their delivery of gas and oxygen cyl- 

inders to small users of welding prod- 
ucts, several industrial distributors with 
large rural territories, have resorted to 
regular truck deliveries and have uncov- 
ered a new market for welding supplies 
and equipment. The Jacksonville, Fla., 
branch of the Georgia Supply Co., Savan- 
nah, Ga., adopted the regular truck de- 
livery idea to enable the small users of 
gas and oxygen cylinders to obtain refills 
in a shorter time and to explore a new 
market hitherto out of reach. According 
to Frank M. Brooks, vice president of 
the parent firm who is in charge at Jack- 
sonville, small users of gas and oxygen 
turned out to be good customers of all 
kinds of supplies. 

The scarcity of cylinders, which devel- 
oped during the war, made it necessary 
for distributors of gas and oxygen to ob- 
tain an empty container from the custo- 
mer before delivering a new one to him. 
This procedure is still customary because 
of the steel shortage and small users of 
cylinder gas and oxygen in many small 
rural communities throughout the country 
have a problem in that they must remain 
idle while waiting for a refilled cylinder. 
The amount of work they do does not or- 


[' SEEKING WAYS and means to improve 
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dinarily justify the added investment of a 
second cylinder’ or, not having ordered 
more in the first place, many of these 
small users are unable to provide an 
empty one. 

Mr. Brooks cited the instance of one 
small welding shop located about 75 miles 
from Jacksonville. This shop had to wait 
eight days after sending an empty cylin- 
der to the distributor and before the refill 
arrived from Jacksonville and the shop 
could resume work. This shop, at first, 
shipped by truck line which brought the 
empty cylinder to Jacksonville one day, 
deposited it at the transfer depot where 
the cylinder might lay over for a day or 
two before local delivery left it at the dis- 
tributor’s place. Sending out the full cyl- 
inder consumed just as much time before 
it arrived at the purchaser’s shop. 


Alternate Method Fails 


The small user then attempted to speed 
up the process of exchanging empty cyl- 
inders for reloaded ones by shipping them 
via railroad. This method, however, was 
no faster and the maximum time between 
sending the empty and receiving the full 
tank was as high as 10 days. Since lack 
of gas or oxygen caused welding sup- 
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market in solving prob- 


plies and equipment to remain idle and 
was hardly conducive to increased sales, 
one manufacturer of oxygen-acetylene 
welding and cutting apparatus joined dis- 
tributors in their attack on the problem. 

The solution evolved was a system of 
regular deliveries through the rural area 
by a truck owned and operated by the 
distributor. The manufacturer contracted 
with the user of gas or oxygen for regu- 
jar’ purchases and the distributor was 
named as the agency through which the 
user was to be supplied with the products. 
Since the truck made the reunds on sched- 
ule, the purchaser could have his empty 
cylinder ready and receive a full one at 
the same time. This cut the time lag of 
exchanging cylinders from a minimum of 
eight days under: the old method to a 
maximum of three days under the new 
system. If the purchaser used up his 
cylinder immediately prior to scheduled 
delivery, there was no loss of working 
time whatever. 

While regular deliveries of cylinders 
solved the small user’s problem of obtain- 
ing refills with the minimum loss of work- 
ing time, such an extension of service 
had to be made profitable to the distrib- 
utor who had to bear the cost of the 
truck, its operation and its maintenance. 


















































Sales of cylinders alone would hardly 
defray these costs. The market was rela- 
tively new and its possibilities for the 
sales of other welding products and gen- 
eral supplies were unknown. The real 
problem of the distributor was how to 
sell more than cylinders to make the cost 
of the additional service pay. 


Potential Unknown 


The employment of trained salesmen 
in addition to the delivery service was 
considered economically unfeasable since 
the volume of business expected wasn’t 
very large. The solution finally agreed 
upon was the employment of a combina- 
tion truck driver and salesman who could 
make the deliveries and do some selling 
at the same time. This meant a search 
for a man of an unusual combination of 
talents since he had to be an experienced 
over-the-road driver to handle the large 


truck bought for the purpose; he had to- 


be able to talk the language of welders 
and he had to show an aptitude for ac- 
quiring sales fundamentals. 

Mr. Brooks and W. B. Weeks, manager 
of the welding department, agreed that 
the driver-salesman need not be a welder 
but they recognized the importance of 
his knowing the products he was to sell 
and how to talk to customers about them. 
Most of the rural customers are actual 
users of the products they purchase and 
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eager for all available information about 
these products. They must be told about 
them in a language they can understand. 

The first selection made by Georgia 
Supply for the job was a former shipyard 
worker who understood welding, was also 
an experienced over-the-road truck driver, 
and showed a natural ability for salesman- 
ship. Two routes for the truck were laid 
out to cover the large territory. The 
truck would take one route covering half 
the territory during one week and the 
other route covering the other half the 
following week. This arrangement as- 
sured the customers of having the driver- 
salesman call once every two weeks. 

At the start of the week, the truck was 
loaded with cylinders, gas and electric 
welding rods, helmets, gloves, aprons, 
torches and equipment. These had been 
ordered by the rural customers on the 
previous week or by phone, telegram or 
mail. Prices were f.o.b. Jacksonville and 
the usual truck rates or rail rates, which- 
ever were lower, were added. 

But the employment of the driver-sales- 
man was not made for delivery purposes 
alone but to develop a new market if pos- 
sible. The latent sales ability of the for- 
mer: shipyard worker produced definite 
results on the first two trips made dur- 
ing the first month the new set-up was in 
effect. Stressing other welding products 
and equipment and using the catalog to 
show what general supplies were avail- 
able, the driver-salesman brought in or- 
ders, the quantity of which astonished 
Messrs. Brooks and Weeks. In addition, 
the driver-salesman found that even those 
customers who had spare tanks found 
this service and method of ordering su- 
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perior to mail, telephone or wire and far 
more convenient. The facility with which 
these users of such products could place 
orders and obtain deliveries, encouraged 
purchases from almost every category of 
supplies Georgia Supply carried, espe- 
cially grinding wheels, abrasives, hand 
power tools and mechanics’ tools. 


Add Second Truck 


Realizing that the potential of this un- 
tapped market was far greater than they 
had imagined, Messrs. Brooks and Weeks 
decided to add another truck to the serv- 
ice, and to increase the regular stops 
through the territory to weekly calls. The 
next driver-salesman to be hired was a 
former Seabee, whose experience and 
training in that branch of the service 
during the war made him an excellent 
candidate for the job. The increase in 
business from the addition of a second 
truck justified the increase in service cost 
and Mr. Brooks doesn’t rule out the pos- 
sibilities of further expansion. 

Due to the mechanical training received 
by young men in the armed forces and 
the increased mechanization of farming, 
many small repair shops have sprouted 
in rural. areas. The incentives given to 
discharged veterans to engage in small 
businesses have induced many former 
servicemen with mechanical training to 
open these repair shops in their home 
communities. Mr. Brooks is non-commit- 
tal on the permanency of this new mar- 
ket but feels that it is a substantial one 
at present, and the driver-salesman plan 
is the most economical and most efficient 
way of reaching it and serving it. 
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COUNTING ON 
THE COUNTER 


Branch manager streamlines countermen’s func- 
tions, increasing service in front to keep old cus- 





tomers coming and make potential purchasers 
regular buyers 


Cameron & Barkley Co., Charleston, S. C., does not share the 

feeling of many industrial supply distributors toward counter 
business. Where other distributors try to discourage over-the-counter ' 
purchasers, Mr. Jennings encourages them. Properly organized and 
manned, the counter can be the source of some substantial accounts, 
Behind the counter at Cameron & Barkley’s according to Mr. Jennings. 
Tampa, Fla., branch are J. T. Mays (left), and The counter is one of the few places where the distributor’s organiza- 
Henry Wagner attending customers. tion makes personal contact with old 
and potential customers, said Mr. Jen- 
nings, and, if the counter staff is efficient 
and friendly, it encourages old customers 
to keep coming and potential customers 
to become regular purchasers. Indif- 
ferent attention, whether by choice or by 
carelessness on the part of management, 
has the adverse effect, with the added 
onus of giving all customers a bad im- 


(ic B. JENNINGS, manager of the Tampa, Fla., branch of the 











Having written out a counter customer's 
order, Henry Wagner sends it to the order 
room over the time saving overhead trolley 
mechanism. 





J. W. Clark, order and receiving clerk, 
removes new order from the trolley. 
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pression of the firm’s business policies. 
Mr. Jennings believes the well operated 
and attended counter is merely an exten- 
sion of the selling service on which the 
industrial distributor thrives. 

The argument that counter sales do 
not provide a substantial enough margin 
for the distributor to warrant the time 
and effort expended on them, doesn’t 
register with Mr. Jennings. He pointed 
out that roughly 25 percent of the orders 
taken over the counter are too large to 


be classified as small orders and, that 


without proper attention at the counter, 
many of these would be lost orders. 
Furthermore, counter purchasers are 
prospective accounts and furnish much 
information in the way of sales leads 
which can be turned to good account by 
the alert distributor. 

Mr. Jennings has organized his inside 
sales staff with a normal complement of 
two countermen giving full timé to their 
jobs. Since the Tampa quarters are so 
arranged to permit display room, poten- 
tial purchasers have an epportunity to 
study products on display. These peo- 
ple require attention, too, according to 
Mr. Jennings and, if the countermen are 
too busy, telephone salesmen are alerted 
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qd Methods 


and attend to these prospects. The em- 
phasis is on personal attention and will- 
ingness to serve, which means cutting 
down to a minimum the waiting time of 
callers at the counter and on the display 
floor. 

Mr. Jennings thinks that countermen’s 
and telephone salesmen’s time is too 
valuable to be wasted in seeing that 
orders are properly placed for filling. 
This task is relegated to the order and 
receiving room staff under J. W. Clark. 
The order room is in the rear of the 
office, between the office and the stock 
rooms. To expedite the passage of or- 
ders that were written at the counter or 
at the telephones, Mr. Jennings has had 
a mechanical overhead trolley over which 
orders are whipped from the counter to 
the order and receiving room. This 
saves a lot of trotting to and from the 
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J. R. Dupree, pack- 
ager, and Joe Berbon, 
stock clerk, complete 
the filling of an 
order. Note the cart. 
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order and receiving room and permits 
countermen and telephone salesmen to 
concentrate on their most important func- 
tion, i.e., attention to the customer and 
writing orders correctly. 

When Mr. Clark receives an order, he 
makes his own memorandum and then 
distributes the order to the proper per- 
son for filling immediately. The stock 
clerk who is assigned to fill one order if 
it is large, or several small orders, uses 
a little carriage, similar to the ones used 
in supermarkets but with sheet steel 
boxes instead of wire mesh baskets. This 
gives the carriage the necessary strength 
for carrying heavy items. 

Once assembled, the items on each 
order are wheeled to the packaging room 
to be readied for shipment if the order 
is an out-of-town order, or for the 
customer if it is a pick-up order. 

However, it was because he is con- 
vinced that many new customers are 
made at the counter that Mr. Jennings 
planned this division of functions. It not 
only speeds order filling, but gives the 
salesmen more opportunity to give cus- 
tomers and inquirers the maximum at- 
tention. Mr. Jennings pointed out that 
many customers after giving their orders, 
become interested in products on dis- 
play. Since the counterman, or tele- 
phone salesman who handled the order, 
was able to send it on its way immedi- 
ately, he also can attend to any inquiries 
the customer might have. 

This streamlined counter service, Mr. 
Jennings believes, enhances the distribu- 
tor’s possibilities of “selling ’em more”. 
























GOLDEN ANNIVERSARY 


BRIGGS-WEAVER 


Machinery Co. 


The present home of Briggs-Weaver Machinery Company is in this three- 
story building at 315 North Market Street, Dallas, Texas. 


C. H. Briggs and J. C. Weaver 

formed a partnership for the pur- 
pose of distributing machinery and sup- 
plies to growing Texas industry. Thus 
was born the Briggs-Weaver Machinery 
Company. 

In those days, Texas was an area of 
large ranches and small cities with a 
population of less than 3,000,000. Now 
Texas has a population of more than 
6,250,000 and among all 48 states has 
recently shown the greatest gains in 
industrialization as measured by the 


fc" YEARS AGO in August, 1896, 


More than 170 years of service with Briggs-Weaver is represented by 


building of new plants and factories 
(see lead article in this issue, “Indus- 
try on the Move”—page 83). Briggs- 
Weaver has shared in this growth and 
fostered its development. 

The 50th Anniversary announcement 
of the firm carries this thought for all 
distributors “Progress comes only with 
looking forward. We are proud of the 
fifty-year record of service and growth 
established by Briggs-Weaver Machin- 
ery Company. But opportunities for 
service lie ahead as great as those upon 
which the firm has builded.” 


the combined experience of these five old-timers.in the firm: M. Edw. 


Hagen, H. R. Perkins, Sam E. Myers, R. F. Hetherington, W. D. Boyd. 
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D. Gordon Rupe, Jr., president of 
Briggs-Weaver Machinery Company. 


























Ashley DeWitt, vice president and 
general manager of Briggs-Weaver. 


D. O. Tomlin, treasurer, of the 
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FOR MORE BUSINESS 


Modernization for greater efficiency of operations, larger space 
and better appearance dominates new construction by distributors 


most of what little opportunity for “3 

new construction has been offered by 
the Civilian Production Administration, 
according to spot reports from all over 
the country. Here and there distributors 
have erected modern, efficient and attrac- 
tive buildings to house their organiza- 
tions. Others have building projects on | 
paper, ready to be transformed into struc- | 
tures of brick, concrete and steel when 
materials become available. 

While appearance has been a strong 
factor in the planning and construction 
of new quarters, or additions to current P 
facilitios, those distributors who have Schultz & Anderson Co.’s modernized plant in Newark, N. J., with display 
built or remodeled their plants, are and counter at left and offices at right. 
unanimous in asserting that the most im- 
portant considerations in design and ex- 
ecution of new quarters were greater efh- 
ciency of operation, expansion and lower 
maintenance costs. Such is the case with 
the Schultz & Anderson Co., Newark, 
N. J.; The Queen City Supply Co., Cin- 
cinnati, Ohio; Pecaut Machinery & Sup- 
ply Co., Sioux City, Ia.; and Whitcher 
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a. 


Floor display, counter and small tool stocks are neatly 
arranged in Schultz & Anderson Co.’s remodelled plant. 
















Many items in Schultz & Anderson Co.’s stockroom can 
now be seen by customers standing at the front counter. 
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Machinery Co., Aberdeen, Wash., all of 
which have added to their physical facili- 
ties with new construction in recent 
months. 

Schultz & Anderson Co. had felt the 
need for more room during the war and 
at the first opportunity, doubled its floor 
space with a modernization job on the 
one-story building in which the firm had, 
up to recently, occupied only half and 
which it now occupies entirely. The re- 
modelling not only improved the appear- 
ance of the exterior but also provided 
additional room for a display area, sales 
counter, increased the main stock room 
and provided more office space. 

William Schultz, president, was skepti- 
cal at first over any immediate tangible 
results from the renovation but admitted 
that the sales results of the new display 
room and counter were a revelation. Cus- 
tomers find it easier to inspect machine 
tools and equipment in the display space 
and to satisfy their curiosity as to any 
operation pertaining to the tool. Allan 
Loftus, sales manager pointed out that 
racks installed at the left and right of the 
counter hold product literature which 
many times prompts customers to add to 
their orders after examination of the 
printed material. 


Tool Shelves Handy 


Small tools are located in shelves just 
back of the counter which speeds up 
counter service on these products. Be- 
hind these shelves is the main stockroom 
where heavier punch presses, drill 
presses, lathes and band saws are stored. 
Lighter items are ranged around the four 
walls on shelves and much of this stock 
can be seen by customers at the counter 
who may be reminded of some needed 
item. Fluorescent lighting is used 
throughout the plant and, as Mr. Schultz 


A truck can back right into the Richmond, Ind., branch of The Queen City 
Supply Co., Cincinnati, Ohio, which constructed the new building purposely 


without inside obstructions. 


puts it, every effort was made to make 


the establishment easier to work in and . 


easier to buy in. 

When the Queen City Supply Co. de- 
cided to build its Richmond, Ind., branch, 
one thing was agreed upon: the new 
building should have no obstructions to 
the free movement of stocks. Other fea- 
tures include a high four-foot bay of 
windows along each side to admit ample 
light. One story construction was fav- 
ored. 

The result is a modern warehouse and 
office, 70x170-ft. of which office and sales 
room occupy 30x70-ft., equally divided. 
Shelving was banked in forward rows so 
that light from the side bays could illumi- 
nate the aisles. In the rear a door large 
enough to accommodate the largest trailer 
was constructed so material could be 
brought inside and unloaded. 


S. F. Pecaut, general manager of the 
Pecaut Machinery & Supply Co., attrib- 
utes the need for the recent addition to 
the firm’s Sioux City, Ia., quarters to 
logical expansion because industrial ac- 
tivity in the territory served has been on 
the upgrade and looks favorable for 


ee 
&. 


Increased industrial activ- 
ity around Sioux Falls, 8. D., 
prompted S. F. Pecaut, 
above, to plan a branch 
there for Pecaut Machinery 
& Supply Co. 


The first of two additions to the Pecaut Machinery & Supply Co.’s plant in Sioux City, 
la., (from doorway to building line at right), added 7,600 sq. ft. of floor space for dis- 


play and storage. 
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One of the showplaces of Aberdeen, 
Wash., wholesale district is Whitcher 
Machinery Co.’s new building. 


the future. The company only recently 
added a 7,000 sq. ft. wing to its original 
quarters containing 4,400 sq. ft., and 
another wing, containing 6,000 sq. ft. 
will be constructed before the end of 
the year, supply of materials permitting. 
The firm also expects to open a new 
branch this year in Sioux Fails, S. D. 

Possessing land on both sides of origi- 
nal quarters Pecaut Machinery & Sup- 
ply erected the new wing as an extension 
of the front of the building quadrupling 
its window display space, as well as im- 
proving the appearance of the exterior. 
A large part of the addition is used for 
floor display of industrial and construc- 
tion equipment and supplies. 

The proposed addition which will be 
erected on the other side will extend 
the front of the plant approximately 
as much as the first addition did. 

Three new salesmen—F. W. Lovgren, 
J. E. Dugan and Lloyd La Fleur—have 
been added to the sales staff and stocks 
are being broadened. The three sales- 
men have been put through a sales train- 
ing course, starting with warehouse work 
and leading through office training, coun- 
ter sales and work with manufacturers’ 
representatives. 

Serving the logging, lumbering, fishing 


and cannery industries in the Northwest, 
the Whitcher Machinery Co., found it 
necessary to construct a new building 
to accommodate increased demand for 
products and for more efficient opera- 
tion. The new building is one of the 
show places of the wholesale district in 
Aberdeen and is 100x130-ft. It is a one- 
story building but has a good-sized mez- 
zanine at one end of the warehouse. The 
roof supports are of the prefabricated 
type. 

H. V. Whitcher is owner of the com- 
pany, having founded it in 1938. Wire 
rope and marine supplies are large fac- 
tors in sales. Two outside and four coun- 
ter salesmen are employed. The new 
plant is equipped with an overhead travel 
for the hoist by which heavy items can 
be handled speedily and efficiently. 

Restrictions on commercial construc- 
tion by the CPA have hampered much of 
the proposed improvements of industrial 
distributors but enough firms have started 
their projects to indicate the trend, This 
is to new or remodeled buildings which 
will provide for logical expansion, 
greater ease in handling stocks, better 
quarters for the organization to work in 
and more attractive places for customers 
to buy in. 
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A mezzanine adds floor space to the 
stock room of Whitcher Machinery’s 
new building which has prefabricated 
roof supports. 


Bulky items like wire rope are han- 
died by a traveling crane in Whitcher 
Machinery’s new plant. 
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When it comes to 


filling “will call” orders, 
Detroit distributor says: 


SPEED IS ESSENTIAL 


Average “will call" order at Boyer Campbell requires only 30 minutes from 
time telephoned order is received until material is ready to be picked up 


time operations, officials at Boyer 

Campbell Co., Detroit, are con- 
vinced there is at least one practice 
which should be continued in peace time. 
It is the practice of encouraging custom- 
ers to telephone in orders and then pick 
up the items themselves. 

Like all distributing companies, Boyer 
Campbell was forced during the war to 
curtail delivery schedules. Encouraging 
extensive use of the “will call” counter 
aided the firm in abiding by ODT (Of- 
fice of Defense Transportation) regula- 
tions and still supplying war plants with 
material promptly. 

While ODT restrictions are no longer 
applicable, the company has found it 
advantageous to continue delivering as 
much stock as possible through the 
“will call” department. The obvious ad- 
vantage, of course, is that it cuts handling 
costs and this is especially true and 
necessary when it comes to small orders. 

However, even though the volume of 
“will call” sales has held up well, Boyer 
Campbell executives fully realize that to 
be successful, any business practice must 


1 FTER CAREFULLY STUDYING their war- 
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bring benefits to the customers, too. 
Rendering top flight service is the Boyer 
Campbell key to success in encouraging 
“will call” sales. And this means that 
the emphasis must be on speedy service 
for it is generally agreed that the prime 
reason for customers picking up pur- 
chases themselves is that they need the 
ordered items in a hurry. 


Planned for Speed 


From the second a customer telephones 
the supply company until his representa- 
tive arrives on the scene to pick up the 
goods, speed is the byword. Telephone 
operators work under specific instruc- 
tions that customers must not be kept 
waiting. If all telephone salesmen are 
busy when a call is received, it is given 
to one of the executives who either takes 
the order himself or immediately assigns 
someone to the job. 

As in virtually all other supply com- 
panies, the Boyer Campbell telephone 
salesmen have, at their fingertips, all the 
necessary product information, catalogs 
and data necessary to answer customers’ 


MILL SUPPLIES © AUGUST, 1946 


questions without delay. In addition they 
are instructed to write up immediately 
each “will call” order. The order is 
then routed to a clerk for pricing and 
checking. And here again, the “will 
call” orders have top priority so far as 
attention is concerned. 

From the clerk, the orders go to a spe- 
cial counter for filling. ‘There are no 
delays here, either. Filling “will call” 
orders is a special task assigned to spe- 
cific men. 

When assembled, the orders are placed 
in bins at the “will call” counter. It is 
located near the front of the store, mak- 
ing it handy for messengers who are in 
a hurry. It is a cardinal rule that when 
a customer stands in front of the counter. 
he must receive immediate attention. If 
the regular countermen are busy, the 
responsibility for waiting on the customer 
rests on every employee in the vicinity. 

The size of orders and the type of prod- 
vets offered make a difference in the time 
required to take and fill an order. The 
average, though, is one-half hour from 
the time a call is received until the order 
is ready for delivery. 
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Telephone Operator Marge Boyle starts the ball rolling by 

promptly switching customers’ calls to inside salesmen. If 
they are all busy, the calls go to executives who either take the 
orders themselves or assign someone to them. 


Inside salesmen are equipped with all data and information 

necessary to answer customers’ queries without leaving their 
desks. After they write up an order they deposit it in a box for 
transmission to a pricing clerk. 


3 Orders are checked and priced immediately they arrive at 

this desk. During the lunch hour, Virginia Chawall (above) 
fills in at the desk so that there’ll be no delays. The “will call” 
orders are kept separate from the otbers. 


Even when it comes -to order filling “will call” orders are 

given special attention. They are routed to a “will cail” order- 
filling department manned by clerks such as Howard Teeter 
(right). 


5 From the order-filling department, orders are 

rushed to the “will call counter” to await de- 
livery to customers’ representatives. Ray I. 
Seleski checks over an order before delivering it 
to a customer. 








Follows 
Five-Call Plan 


A lasting relationship between sales- 
man and customers depends very 
largely on the personal element, in 
the opinion of Eari R. Fry, Hajoca 
Corp., Allentown, Pa. 


In cultivating new customers, Earl R. 
Fry, Hajoca Corp., Allentown, Pa., sys- 
tematizes his approach on a five-call 
basis. He has found this to be much 
more fruitful with his prospects than one- 
shot high pressure tactics, and he at- 
tributes this to the great importance of 
the human element in sales contacts. 

During the first two calls on a new 
prospect, Mr. Fry concentrates his ef- 
forts on selling himself, as a person, in 
the belief that “if the prospect doesn’t 
like me, there is little chance of doing 
continued business with him, regardless 
of my company’s reputation or the qual- 
ity of products we handle”. 

Having established himself as a re- 
sponsible salesman, genuinely interested 
in helping the prospect, Mr. Fry devotes 
the next two visits to selling his com- 
pany and its ability to be of real serv- 
ice. “This is something which must not 
be overlooked,” says Mr. Fry. “The pros- 
pective customer must be made to feel 
that when he wants something, which he 
can obtain from any of several distributor 
sources, my company is the best place 
to buy it.” 

Not until the fifth call on the new ac- 
count does Mr. Fry attempt to sell a 
particular item suited to fill a specific 
need, and on such calls he prefers to 
equip himself with a sample for demon- 
stration. 
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SALES TIPS om SALBSMEN 


Modern Salesman 
Must Handle Details 


“From the standpoint of selling power 
transmission equipment—wherein the 
salesman is required to do the engineer- 
ing and designing—his problem, under 
present conditions, is to keep his head 
and learn to handle details at least five 
times as complicated as under normal 
conditions,” says R. S. Posey, sales engi- 
neer of the Minder Chain & Gear Co., 
Los Angeles. 

“Before entering the service several 
years ago, an installation, which we had 
designed for a customer, could be com- 
pleted with items in our stock. We would 
prepare a list of materials required and 
submit it to the office, who in turn would 
write up the order and have the materials 
on the way to the customer at a specified 
time,” Mr. Posey says. 

“Now, however, I find that I design and 
lay out the installation in a general way 
as I did before, but there the compari- 
son ends. Ag with other distributors, 
our shelves are more or less bare, First, 
I have to give the customer notice that 
sometime hence, possibly several months, 
ke will be threatened by delivery. The 
engineering layout is now governed by 
what I expect to have collected in the 
given time—from not one source, but 
many.” 

“The first source is our own stock and 
what we confidently expect will be on 
our shelves by the delivery date. Next 
come the manufacturers’ stocks—after I 
have exhausted all possibilities of buying 
from other distributors locally. Surplus 
stock agents must also be investigated 
for what they can furnish. All other 
sources failing, we may even have to 
manufacture some parts in our own 
shop.” : 

“Or, as a last resort,” Mr. Posey says, 
“I may have to substitute some other 
system in my design. If I can’t get the 
materials for a belt drive, for instance, 
I must change the whole thing around 
and furnish a gear or chain drive. The 
engineering is like trying to cut a suit 
out of remnants. The design may have 
to be changed time after time to suit the 
exigencies of procurement.” 
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An ability to stick to the job of fol- 
lowing up materials, plus engineer- 
ing know-how, are two of the qualli- 
ties necessary in salesmanship, 
according to R. S. Posey. 


Warns Against Trying 
To Outsmart Purchaser 


Some salesmen try all sorts of tricks 
to “get by” the purchasing agent and 
into the shop, but in the great majority 
of cases they do themselves more harm 
than good. 

This is the opinion of J. A. Lintzenich 
—and he should know. Prior to joining 
the sales force of the Orr Iron Co., Evans- 
ville, Ind., this year, he had spent sev- 
eral years as purchasing agent for in- 
dustrial concerns. He has seen all of the 
dodges, and he knows how good sales- 
men operate. 

“For example,” he said, “some sales- 
men will go to the lavatory, or to the 
drinking fountain, and then instead of 
returning to the reception room, will 
continue right on into the shop. Don’t 
think for a moment that the buyer doesn’t 
find out about that one way or another. 
And, though he may not say anything at 
the time, it’s just human nature to resent 
it. Such resentment can be shown in 
many ways, all of them detrimental to 
the salesman and the house he serves.” 

Asked how he solved the problem of 
getting into the shop with the purchasing 
agent’s blessing, Mr. Lintzenich said his 
method was not original. 

“In fact,” he said, “in my opinion, the 








only right approach is on the basis of 
service. Some, of course, may come up 
with an original approach and, so long 
as it is not tricky, no honest buyer will 
resent it. In my own case, I usually 
work out a little problem. For example, 
I may know that a certain company uses 
one type of equipment. I will read up 
on that line and find out all the latest 
wrinkles and developments. Then I will 
talk to the purchaser, making suggestions 
when possible. Before long, if all goes 
well, either he or I will suggest that we 
could talk more intelligently if we ex- 
amined the machines themselves.” 

Once in a plant, the salesman tries to 
notice and remember just as much as 
possible. If he gets the chance, he makes 
notes on the spot. This does not mean, 
Mr. Lintzenich pointed out, that he will 
make an immediate effort to bring up 
all the various things noted. Rather, he 
uses them for further reasons to get into 
the plant. 

“Of course, nothing beats a new a 
uct of some kind for breaking into a 
plant for the first time,” he acknowledged. 
“But, once in, a man who conducts him- 
self properly should continue to have 
access. Purchasing agents definitely want 
salesmen to channel sales through them.” 


J. A. Lintzenich, Orr Iron Co., Evans- 
ville, Ind., advises against going 
through plants without the purchas- 
ing agent’s permission. 


Pictures Illustrate 
Product Applications 


Written records of outstanding installa- 
tions after large selling jobs can be very 
convincing to a prospective purchaser, 
especially if those records are illustrated 
with photographs of products sold to 


other customers, according to G. Nel- 
son Turk of the Fuller Supply Co., Utica, 
N. Y. Of course, added Mr. Turk, this 
advice presumes a sound and extensive 
knowledge of product applications on the 
part of the salesman for, without that, 


there would be very few pictures to take | 


and show. 

Pictorial evidence of problems over- 
come by your products practically lets 
the prospective customer “see for him- 
self” just how your products do the job 
they were sold to do. Mr. Turk, who 
has had 20 years of industrial selling 
experience, has been with the Fuller 
Supply Co. selling heavy equipment and 
power transmission products for more 
than a year. His records, as well as 
those of the firm, contain stainless steel 
boiler head installations in steam and 
boiler works, counter-shafting, vertical 
belt jobs and gear and chain drives that 
have saved either time or labor costs or 
both. 

In a way, such photographs supplant 
samples as selling aids. Most of the 
prospective customers know the plant in 
which the installations illustrated were 


G. Nelson Turk spends Saturday 
morning at the Fuller Supply Co., 
Utica, N. Y., going over his sales 
records. 


made and, in such cases, a picture is 
worth more than a thousand words. Fuller 
Supply has made it a regular practice to 
have installations the firm is proud of 
recorded photographically and salesmen 
attest the value of these pictures with 
more sales. 
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“Why Major, sir—whenever did you get your discharge?" 
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The Mersick company’s buildings surround a courtyard through 
which its delivery trucks roll when picking up items to be delivered 
by the various departments. Trucks enter at the top of the drawing 
and leave for their destinations through the covered exit. 
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Thomas B. Lynch, shipping 
dispatcher, makes out a Re- 
turned Goods Memo which 
will allow truckman to pick 
up goods that customers have 
rejected. The time-stamper is 
used on all delivery slips as 
soon as they arrive at Mr. 
Lynch’s desk from the main 
offices. 





Each morning the drivers are 
handed an aluminum folder 
in which all their slips are 
clamped. They then take their 
trucks to all the departments 

- for which they have slips and 
pick up the already-assembled 
shipments. 





SYSTEMATIC 
a || DELIVERIES 


<n ce *s - Physica! layout of buildings, plus 
a rica 
| - phumbing ae the demands of its territory, are 
i amie BUILDINGS | reflected in the delivery system of 
| this New Haven distributor 


C. S. Mersick & Co., New Haven, 

has built around an “L” shaped 
courtyard, the short arm of which ends 
in an alley that is used by several other 
neighboring firms for delivery purposes. 
The long section of the courtyard enters 
the main street through a tunnel in the 
plumbing supply warehouse. This 
stretch of enclosed road performs a dou- 
ble purpose: It affords light and air to 
the back sections of all the Mersick 
buildings; it allows manufacturers’ deliv- 
ery trucks, and the distributing com- 
pany’s own trucks, to operate with the 
minimum of interferepce in their loading 
and unloading operations. 

Mersick customers, most of whom are 
located in and around New Haven, ex- 
pect fairly rapid delivery of their orders, 
and company officials feel that their 
trucking system meets the demand in 
large measure. Although they state that 
modern equipment, unavailable to date, 
could speed the process further, the sys- 
tem does allow the local-deiivery trucks 
to make two and three delivery rounds a 
day. 

Each afternoon the central shipping 
department delivers a number of ship- 
ping slips to Thomas B. Lynch, ship- 
ping dispatcher, and copies to the stock- 
ing departments maintained by the sup- 
ply firm. 

The industrial and hardware supply 
department receives white slips only, 
and proceeds to accumulate the materials 
called for in bins marked according to 
the routes followed by the delivery 
trucks. The steel division does the same, 
following the information found on its 
blue slips. The yellow slips of the plumb- 
ing department and the buff ones calling 
for electrical supplies receive like atten- 
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An incoming shipment of flat steel 
(right) is lifted off a Mersick truck. 
The special rigid sling was designed 
and made in the firm’s welding shop. 


Shipments are assembled in bins like 
these (below) in the industrial sup- 
ply department. This is done on the 
afternoon previous to shipment. 


minum folder, after they have been ar- 
ranged by department color, and the 
men are then ready to start loading. For 
the next hour or so, the courtyard is the 
scene of great activity as the trucks with 
their constantly growing loads of deliv- 
eries move from department to depart- 
ment. 

When the city delivery trucks (two 344 
ton and one 34 ton models) are loaded, 


tion in the other departments. 
Meanwhile, Mr. Lynch has stamped 
the hour and date on his copies so that 
his department is covered should there 
be any question about the time in the 
future. He then files each slip in the 
slot marked with the truck route on 
which the customer’s establishment is 
located. When he has completed this 
task, all the slots are filled with white, 
blue, yellow and buff slips. During the 
period in which he files the slips, Mr. 


Lynch may have heard from the office 
regarding shipments that customers may 
be returning for one reason or another. 
Items to be picked up are noted by the 
shipping dispatcher on Returned Goods 
Memos which he fills in by hand. These 
notices are also filed by route. 

In the morning the truckmen call at 
Mr. Lynch’s office as soon as they arrive 
and are handed all the slips that have 
accumulated in the slot representing their 
route. These are clamped into an alu- 


they move off. Their drivers probably 
have not been able to load the require- 
ments of all the slips for the first trip, 
so they return later in the day for the 
which time Mr. Lynch 
may have a few “rush” deliveries for 
The city trucks make two and 
sometimes three rounds a day. 

The two big, 6 ton trucks make one 
trip a day. They make deliveries around 
the outskirts of the Mersick territory, or 
within a 50-mile radius of New Haven. 


remainder—at 


them. 


In Evansville, It’s Handled ThisWay 


IN THE SHIPPING ROOM of the Orr Iron Co., Evansville, Ind., 
each overhead door opening onto the loading dock is assigned 
to a different delivery route. What might appear as confusion 
in the picture is, in reality, the methodical stacking of outgoing 
deliveries for quick pick-up by the trucks. One door may be 
for the truck making deliveries to the railway, the next for the 
north side of town, and so forth. Destinations of all customer 
orders are carefully noted when goods are brought out to 
the dock and each order is spotted exactly in front of the door 
which covers its destination. The style of the doors would 
appear to allow for rapid opening and closing through labor- 
saving pulley and chain arrangements, plus maximum opening 
and minimum lost space. 





Presenting several methods for storing and handling steel, belting, hosing 
and hoist hooks, and ideas for keeping track of stock and deliveries 


Storing And Handling 
Steel Entirely By Crane 


The Lorenz Co., Klamath Falls, Ore., makes its racks for bar, 
angle and round steel stock of sections of old I-beams set vertically 
in concrete at intervals sufficient to accommodate stock. Holes are 
then cut in the beams with a torch at proper intervals so that steel 
rods can be passed through from rail to rail to hold the various 
sizes of stock. After some research, the distributing firm found that 
time could be saved by handling all stock with a crane—even if 
it meant removing all the stock on the upper tiers to put a load in 
the bottom one. When a shipment is received that is to go into a 
lower section, the usual custom would be to shove it into place 
piece by piece, which is laborious and takes a lot of time. In the 
Lorenz warehouse, the crane lifts out the top-layer stock as a unit 
and lays it on the floor, or on a temporary rack, as the stockman 
removes the pins. Each layer of stock is lifted off in this fashion 
until the bin for the recently-received stock is filled. Then, the 
entire rack is refilled by the crane. 
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Old I-beams, set in cement, are used for steel stock by the Lorenz 
Co., Kiamath Falis, Ore. Dimensions of the stocks on the various 
levels are painted on the sides of the beams. 





An idea that could be put to use in 
many warehouses is embodied in the 
wall ladder used by the Industrial 
Products Co., Seattle, for the storage 
of hoist hooks. Constructed of two 
2- by 4in. lengths of lumber and 
pieces of pipe for rungs, the ladder 
makes use of otherwise unused space 
and, by actual count, accommodates 
hoist hooks that would fill eight bins. 


Haroid W. Bartlett, in the veteran 
training program of the Corbin Sup- 
ply Co., Macon, Ga., demonstrates the 
new belt rack made up of short ends 
of pipe. Narrow widths are contained 
in the hanging rack, while wide, 
heavier belts are handled on stand- 
ing floor racks. 








Numbered Bins Aid 
Delivery Clerks 


When the shipping room foreman of W. J. Holliday & 

Co.. Indianapolis, assigns orders to stock room clerks for 

filling, the first thing done by the clerks is the assigning 

of bin numbers to each order. This is done by inspecting 

the double bank of bins which flank each other across a 

wide aisle, selecting one that is empty, and giving the 

number of the empty bin to the order. From that point on, 

until the order is completely assembled for delivery, the 

bin number is a code for the order. When the clerk con- 

siders the order completed, all items in the bin are checked 

off against the order copy. The order bins are conveniently 

arranged. They are knee-high, have metal bottoms and 

are painted white on the sides and back for better visi- 

bility. 
Wide aisles separate the order bins of W. J. Holliday & Co., 
Indianapolis, and each bin bears a number to guide order 
clerks in assembling shipments. 


Cards And Tabs 
Used To Gage Stock 


W. M. Willett, Jr., a partner in the Illinois Supply Co., Aurora, 
has worked out a system for keeping track of stocks. The first 
part of this system consists of a series of colored celluloid tabs, 
just big enough to fit into label holders on the steel shelving. A 
red tab over a bin means that there is more of the same stock 
in the main warehouse. A yellow tab means that there is a large 
quantity in the warehouse. White, green and other colors indi- 
cate that an order has been placed for more of the item, and also 
the supplier with whom the order has been placed. The second 
part involves the use of small cards inserted in the price tab 
slot over the bins. On this card, which is used for fittings only, 
is entered the date of stock order, supplier, order number, 
amount, and date received. Through the system, Mr. Willett 
says, stock clerks and counter salesmen can easily gage the 
supply situation on given items. 
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Mr. Willett stands beside the fittings bins of the Illinois 
Supply Co., Aurora. Stock data cards are shown over 
the bins. 


New racks for leather and textile belting line one wall, while 
across the room, racks for rubber hosing line the other, at 
Cc. &. Mersick & Co., New Haven. The center portion of the 
small warehouse room is kept clear so that the beiting and 
hose can be handled easily as it comes off the reels. The reels 
are hung on individual axles made of lengths of pipe cut to fit 
the grooves in the wooden uprights. 
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Practical applications of industrial 
supplies to pass on to customers 
for solving their production problems 





Fixture Helds Reund And Square Double V- blocks 
Steek—Where several parts made of is 
round or square stock must be ma- 
chined, such as in the slotting of bolts 
or the notching of pins, this fixture se- 
eurely clamps nine pieces in position. 
The fixture consists of a frame attached 
to a base and having a cam clamp at 
one end and adjusting set-screws at the 
other. Filler blocks V’d on both sides, 
except the end ones, V’d on one side 
only, hold round or square stock as re- 








; quired. Precision work may be done if 
the a a —— made with true \. Setscrews to adjust 3 
perpendicular VY grooves. : cam action Cam lock -- 








T-Beam Riveted Without Bending—Rivet 
' expansion usually causes web distortion and a 
: rr slight bending of a T-beam when some attach- 

ad — ment, such as the fork piece shown, is squeeze 










[ riveted to it. A reinforcing member with a 
: Old meth od screw clamp may be tightened to place the 
a) || oo , beam under compression just before riveting. 
oa of TI veting This reversed stress causes very little, if any ap- 


preciable deformation, and serves to confine the 


rivet and act as a buck-up for the beam during 4 
the squeeze of riveting. The reinforcing block 
carries a pair of hooks at right angles to the Z 
: —— longitudinal axis of the beam, and has a bear- 

ing pad at one end and the tightening screw at vise 

the other. 
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Twe-Way Clamp Holds Small Angle—aActu- 
ated by a handlever, this fixture developed by Con- 
solidated Vultee Aircraft Corp., applies simultane- 
ous clamping pressure on two sides of small angles 
and leaves ample working clearance. Turning on a 
pin driven through the hardwood frame, the hand- 
lever has two sets of pins anchoring the two C-arms. 
The upper C brings a floating block down at about 
45 degrees normal to one side of the angle, and the 
lower C drives a screw horizontally through a bushed 
hole in the block to clamp the other side of the 
angle. Setscrews may be adjusted for various stock 
thicknesses. 


able. 














Dials Test Square Acecuracy—It is often desirable to test the 
* accuracy of a square when no special checking apparatus is avail- 


This method employs a surface plate (or table with a flat 
top), a piece of ordinary angle iron and two dial ipdicators. The 
indicators are mounted on the angle iron so that one will contact 
the edge of the square blade near the top and the other near the 
bottom when the square is set against the angle plate. 
are adjusted to read zero when in contact with the square edge. With- 
out changing either indicator, the square is then reversed and 
moved up to the side of the angle bracket until both indicator fingers 
are in contact and one of them reads zero. The other dial will indi- 


Both dials 


cate exactly twice the amount of error in the square. 


























Section throught oose holding screw 





Dressing Surface Grinding Wheels At An Angle—By 
mounting a diamond set screwed in the moving jaw of a 
machine vise, and mounting the vise firmly on a strong sine 
bar angle plate, surface grinding wheels may be dressed at 
any desired angle. Accuracy depends upon the degree of 
parallelism between the sine bar and the moving jaw. Auto- 
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mobile piston pins support the sine bar which has its own 
base, the angle plate and two cross members, all made of 
ground flat stock. The pins can be “semi-floating”’, solidly 
fastened to the angle plate in two directions, or completely 
unfastened. This arrangement may also be used for a wide 
range of machining operations. 
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YOU NEED THE ANSWERS 


If you can answer these 25 
questions on lubricants and 
lubrication like greased 
lightning you won't need the 
answers on Page 223. 


QUESTIONS: 
1. What is meant by viscosity? 


2. The prime purpose of lubricating 
moving machine parts in most applica- 
tions is (a) to overcome friction (b) to 
keep them from rusting (c) to eliminate 
vibration (d) to lessen noise. 


3. How does a fluid lubricant help to 
overcome the friction that would tend 
to prevent motion between unlubricated 
surfaces? ° 

4. Why is operating temperature a criti- 
cal factor in the selection of a lubri- 
cating oil? 

5. Name the three main classifications 
of lubricants, and give one example of 
each. 

6. What are three general requirements 
to be met by a lubricant in any par- 
ticular application? - 

7. The “flash point” of an oil is the tem- 
perature at which it (a) smokes (b) gives 
off sufficient vapors to ignite momen- 
tarily when exposed to a flame or spark 
(c) has a viscosity equal to that of 
water (d) gives off sufficient vapors to 
ignite and continue to burn when ex- 
posed to a flame. 

8. From what sources do most non-solid 
lubricants come? 

9. Name four types of oil lubrication 
systems. 

10. What are the basic machine tool 
mechanisms which require careful, con- 
tinuous lubrication? 

11. What is a “sight feed” in a fluid 
oil lubricating system? 

12. Where is a ring or collar oiling 
system commonly employed? 

13. What is one limitation of the ring 
oiling method for bearings? 

14. For large, slow-speed bearings, a 
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very satisfactory method of lubrication 
is (a) oil can (b) splash oiling (c) 
wick-feed oiling (d) endless chain oil- 
ing. 

15. Maintenance of the correct level in 
the reservoir of a bath-oiling system, 
commonly used for gear lubrication on 
machine tools, is essential. If too much 
oil is present in the reservoir (a) the 
gears are completely covered and will 
not turn up to speed (b) excessive 
churning and agitation result in heat 
and power loss (c) the feed lines get 
clogged (d) the oil at the bottom of the 
reservoir stagnates. 

16. Name three grease lubrication sys- 
tems. 


17. How do solid lubricants lubricate? 


18. Dry, solid lubricants have proved 
advantageous (a) in moist climates 
where vapor condenses from the air onto 
abrading surfaces (b) where rusting of 
adjacent surfaces is not harmful (c) on 
machine parts whose periodic lubrica- 
tion might be neglected, and which oper- 
ate at low pressure and speed (d) where 
heavy grease might damage moving 
parts. 


19. The main reason for lubricating 
ball and roller bearings is to (a) over- 
come friction (b) minimize heat loss 
(c) cushion the thrust pressure effect 
(d) prevent rusting and to keep balls, 
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races clean and highly 


rollers, and 


polished. 

20..All mineral oils possess some com- 
plex hydrocarbons which are easily oxi- 
dized into a thin, tenacious film which 
tarnishes and discolors machine parts. 
To prevent formation of this film, and 
to permit easy removal by wiping off of 
the oxidized matter, it is wise to add to 
the mineral oil lubricant (a) bicarbonate 
of soda (b) glycerin (c) animal oil (d) 
distilled water. 

21. Most lubricating greases combine 
which three of the following agents in 
their manufacture? (a) metallic base sa- 
ponifying agent (b) potassium chloride 
(c) mineral oil (d) saponifiable fat (e) 
modified lye (f) sulfur (g) stable mag- 
nesium salts. 


22. Name three of the many physical 
tests to which lubricating greases are 
subjected. 


23. Name four of the many physical 
tests to which lubricating oils are sub- 
jected. 

24. For services involving wide tem- 
perature variations the best lubricating 
oil is one with (a) low viscosity (b) 
light color (c) high petroleum content 
(d) high viscosity. 

25. Name several applications where 
greases are a more practical lubricant 
than oil. 











GEA 


The necessity for finishing surfaces to micro 
tolerances to gain absolute maximum efficiency was 
brought to the fore during the war. Power brushes, 
as developed by Osborn, were chosen to do that job. 


Many manufacturers today have added this war-discov- 
ered technique to the improvement of their products. 


This applies to gears and all interior and exterior 
surfaces of precision parts—for deburring and all 
surface finishing operations. 


It reduces stress concentration areas and thereby 
eliminates metal fatigue, thus increasing the strength 


WORLD'S LARGEST MANUFACTURER 


of the metal and prolonging the life of the part or 
product. 

Power brushing techniques as developed by Osborn 
can help make your product (whatever it is!) look 
better, perform better and sell better! And LOWER 
your unit cost! 

Investigate without obligation. Contact Osborn and 
an expert field engineer will be detailed to make a 
study of your operation or plans, and submit specific, 
detailed recommendations. 


Ti OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


OF BRUSHES FOR INDUSTRY 
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Order per Volume Size of Order per 
Sales Salesman per Average Working 
Aree Indicator perDay Salesman Order Day 
Nerth Adantic May 290.0 17 $13,590 $27.95 94 
June 299.0 12 11,720 35.05 90 
Southern May 296.0 19 $16,880 $26.25 118 
June 256.0 18 13,630 28.38 $31 
Nerth Central May 279.0 18 $14,800 $33.38 107 
June 276.0 17 14,200 3.60 9 
Western May 282.0 ® $7,960 $42.75 66 
June 358.0 1€ 14,220 53.60 7 
Pacific May 400.0 & $13,470 © $43.60 33 
June 400.0 13 13,440 28.39 51 
TKE SALES INDICATOR for June registered 284, having 
lost little ground from the year's peak attained in May. 
Both orders per working day, at 99, and the size of average 





100= 








SALES AREA BY STATES 





erder, at $32.60, were up ever the previous month. 
The salesman's volume stood at $13,130, pny he averaged 
15 orders per day. 
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No. 422 "Power Vise Stand" con 
verts hand tools to power tools for 
threading, cutting, reaming pipe. 






ower 


No, 562 "Tom Thumb,” another 
Oster machine 
designed accuracy. 









— power pi 


RESULTS! That's what you demand of any 
machine or tool used in your operations. Look 
to OSTER for the exact size and type of 
threading machine YOU need to get uniformly 
high standards of work at low cost. 


The No. 502 “Pipe Master” is a good example. 
This sturdy, portable power pipe machine is 
low priced yet gives you speed, accuracy, light 
weight (for easy portability) and Tong life. 
Among many features of this machine are the 
universal gripping front chuck with extended 
jaws capable of holding stock as short as 2!/." 
so that it may be threaded; and the universal 
centering rear chuck which instantly centers 
all sizes within range of the machine. Standard 
range of the Oster "Pipe Master” is 1/," to 
2" pipe; extra range of '/g" pipe; with drive 
shaft 2!/." to 6" pipe. Bolt range up to 11/2". 


machines make jobs Hl 





Oster “Rapicuction" floor-type, 
high speed, high production thread- 
ing machines. Made in three sizes. 





No. 572 "Rapiduction Junior”... 

floor type power pipe machine 

for production threading of the 
smaller sizes. 







Oster "Wilco" power threading 
machines designed for maintenance 
and production threading. Two sizes. 


Oster No. 300 Series general pu 
bay oe —— — revo! ving 
e-head an ogee ype vise, 


No. her ee A geet with 

revolving and open ¢ 

vise, Handles wide varlaty ot 
ing work. 








_ THE OSTER MANUFACTURING COMPANY, 2058 EAST 61st ST., CLEVELAND 3, OHIO, U. &. A. 
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Big Lags Reported 
In Production Plans 


“MISTAKEN Po.icies” of the OPA and 
Federal officials were blamed for the 
waste in more than 100,000,000 man-days 
in strikes since V-J Day in a report issued 
by the National Association of Manu- 
facturers which stated that the country 
began the second half of 1946 with basic 
industries from 21 to 73 percent behind 
production schedules. According to Rob- 
ert R. Wason, association president and 
president of Manning, Maxwell & Moore, 
Inc., disastrous walkouts in the automo- 
bile, steel and copper industries might 
have been avoided if OPA had agreed to 
allow price adjustments before strikes 
were called. 

The principal 1946 production losses 
tabulated by NAM purposely omit the 
reconversion losses of last year and are 
as follows: 

Cars and trucks, six months; antici- 
pated production of practical capacity. 
3.340,000; actual 1946 production, 918.- 
000; production loss, 2.425.000. 

Steel ingots, five months 1945: antici- 
pated production or practical capacity. 
36,302,560; actual 1946 production, 21.- 
705,341; production loss, 14,597,219. 

Soft coal, six months, 1945: anticipated 
production or practical capacity. 297,425.- 
000 tons; actual 1946 production, 234.- 
540,000 tons; production loss, 62.885,000 
tons. 

Refined copper, five months, 1945: 
anticipated production or practical ca- 
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pacity, 374,826 tons; actual 1946 produc- 
tion, 178.000 tons: production loss, 196.- 
210 tons. 


New Bill Validates 
‘Dealer’ Contracts 


THE QUESTION RAISED by the Comptroller 
General’s office as¢to the validity of “ap- 
proved dealer” contracts made after 
March 25, for the sale of surplus ma- 
chine tools, has been removed by the new 
appropriation bill which became effective 
July 1 and the War Assets Administra- 
tion announced that the dealer program 





DISTRIBUTOR'S BAROMETER 


Changes in wholesalers’ sales for May. 
1946. as reported by the Bureau of the 
Census, Department of Commerce, in co- 
operation with the National Association 
of Credit Men. 


Percentage Changes 
May 1946 May 1946 From 


vs. vs. 5 mos. 
May 1945 Apr.1946 1945 


Automotive 

IRS i sas Gae.s'G + 46 +1 +40 
Industrial 

Chemicals ........ 0 0 +-3 
Paints & 

Wares. es 26 2 +-17 
General 

Hardware ........ +55 0 +33 
Plumbing & 

Heating Supplies... +42 -1 +32 
Lumber & Bldg. 

Materials ........ +20 +4 +11 
Machinery, Eqpt. 

& Supplies ....... +32 > +15 

Se Fe Sere: —l +9 
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will continue as originally set up through 
the 1947 fiscal year. Dealer sales of ma- 
chine tools for the period June 1-15 
amounted to $7.730,478 (cost to govern- 
ment) and sold for $3,650,758. This rep- 
resents a sharp drop of 42 percent, as 
compared with the previous 15-day pe- 
riod, May 16-31. when sales amounted 
to $13,274,977 (cost to government). The 
drop was attributed to the Comptroller 
General’s questioning the validity of “ap- 
proved dealers” contracts. 

Cumulative sales of machine tools and 
some production equipment sold by “ap- 
proved dealers” through June 15 
amounted to $77,012,003 (cost to gov- 
ernment), with a return of $36,349,439. 
Preliminary figures as of May 31 showed 
an on-hand inventory of machine tools of 
$689.606,000. including $1,684,000 on 
lease. This represents an acquisition in- 
crease in inventory during this period of 
approximately $33,000,000. 

Four industrial distributors 
among the 118 additional “approved deal- 
ers” appointed during the period June 
1-28 bringing the total of licensed ma- 
chine tool sales representatives for the 
government to 2,512. The 33 WAA re- 
gional offices had, as of June 28, an addi- 
tional 311 applications under review. The 
industrial distributors licensed as “ap- 
proved dealers” during the June 1-28 
period are: Utility & Industrial Supply 
Co., Jackson, Mich.; Oliver H. Van Horn 
Co., Inc., Shreveport, La.; A. V. Wiggins 
& Co., Syracuse, N. Y., and The Henry 
Walke Co.. Norfolk, Va. 


were 








ALEMITE Hand-Operated LUBRIKART 


This is model 2426... one of eight different models of hand- 
operated LUBRIKARTS. Only 44” long, 21” wide and 371” 
high, it is ideal for lubrication where space is limited. Easy 
to operate, this compact unit carries lubricating equipment 
and lubricants to service practically any machine. 


No waiting for delivery. No back orders to slow 
you up. Here are two red hot items you can sell and 
cash in on right now! 


Both Alemite LUBRIKARTS are ideal for high pres- 
sure filling of hydraulic systems, servicing oil res- 
ervoirs, lubricating gear housings, refilling oil cans, 
refilling grease guns. Both come fully equipped, 
ready for use. 


Alemite LUBRIKARTS save time, prevent contami- 


ALEMITE Electrically-Operated LUBRIKART 


This is model 2428... one of four different models of elec- 
trically-operated LUBRIKARTS. The complete unit with new 
electric power gun is only 5514” long, 21” wide and 39” high. 
To operate, simply plug into light socket. Highly mobile, it 
brings power lubrication to machines on the job. 


nation of lubricants and assure correct “barrel-to- 
bearing” lubrication of every machine. In fact these 
two great Alemite developments for industry are 
so packed with saleable features that equipment 
salesmen are having a “field day” selling them. Send 
coupon for new catalog. 


€4 ALEMITE 


098.0.0. 004. 009. 


Finet in Modern Lubrication 
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SUBSTANTIAL GAINS in the production of 
heavy durable goods in July have in- 
jected new vigor into overall industrial 
recovery from the effects of strikes oc- 
curring early in the year. At this writing 
(July 30), steel production is at 89 per- 
cent of capacity, automobile production 
approximately 45 percent above June, 
and production of machines at its highest 
level since September 1945. Also, the 
high level of non-durable consumer goods 
production is being maintained. 

Adding to the note of optimism is a 
general feeling that industry will not 
suffer a plague of crippling strikes in 
the second half of the year, and thus for- 
feit the gains now being made toward a 
balance of supply with demand. Rein- 
statement of OPA restrictions in part 
should help to curb the threat of further 
inflationary wage-price spiraling. 

During the present recovery of produc- 
tion, as in any upswing of the busiriess 
cycle, the condition of inventories is a re- 
liable indicator of things to come. When 
inventories begin to grow too fast it is a 
signal that a lessening of demand may 
soon knock the props out from under a 
high price and wage economy. With the 
urgent need for replenishment of inven- 
tories at all business levels, the condition 
is quite the opposite today. 

Inventories are approximately $6 bil- 


‘Won -durable 


1929 "30 "Si "32 33 34°35 "36 37 38°39 40 4142 43 44 HS J FMAMJJASONDJFMAMJJASOND 





June* May June 
1946 1946 1945 
Total Production.... 170 159 220 


Durable 
Manufactures .... 192 175 308 


Non-durable 
Monufactures .... 1617 160 173 


* These figures are preliminary and sub. to 
minor revision on the basie of additional data. 








lion below the prewar normal relationship 
of inventories to sales, according to one 
authoritative source. In relation to cur- 
rent sales, inventories of non-durable 
manufacturers are estimated at 22 per- 
cent below normal, and durable manufac- 
tures very little, if any, below normal. 
Wholesalers’ inventories are about 31 per- 
cent, and retailers’ about 22 percent be- 
low normal. 

The Federal Reserve Board index of 
total production rose 11 points, from 159 
to 170, between May and June. This was 
due almost entirely io a 17-point rise in 
the index of durable manufactures. The 
full significance of an 11-point rise in 
the total production index in one month 
may be grasped when it is compared with 
recent fluctuations in the principal com- 
ponents of the total index. 

The four principal components of the 


Durable 
mfg. 
aN 
rR 
Total 
production 
é 


Non -durable 


1935-39 =100 


total index are iron and steel production 
and machinery production, in the dur- 
able manufactures category, and textiles 
and manufactured food products in the 
non-durable category. Together they ac- 
count for almost 44 percent of the total 
index. Between May and June, the iron 
and steel index registered a gain of 46 
points, machinery a gain of 11 points, tex- 
tiles a gain of 1 point, and food products 
a loss of 5 points. ; 

A review of past index figures reveals 
that while the total index in June 1946 
was down about 8.5 percent from August 
1945 (V-J Day), it was more than 10 
percent above the strike-ridden low hit 
in February of this year. 

It is sometimes difficult to understand 
why consumers cannot get all the articles 
they want when production in general 
is climbing. There are, however, logical 
underlying causes. A large part of pro- 
duction in the past several months has 
been channeled into reconversion opera- 
tions such as new plant construction and 
purchase of new machinery for future 
production of goods. There is, too, a time 
lag between the production of raw mate- 
rials and delivery of finished goods to re- 
tailers and wholesalers. Lastly, there is 
no slack in consumer demand, and what 
goods do become available are sold be- 


fore dealers can accumulate stock. 





Source: Board of Governore of the Federal Reserve System. 
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Your new DUMORE sales aids 

































" " ; 
Shopthlk’ — A magazine that brings new grinding 
j ideas to your prospects six times a year 
Ideas found by readers in each issue of Shoptalk 
3 soon result in extra sales for you. Detailed arti- 
cles describe how grinding jobs have been done 
i better, faster, and at lower cost with a Dumore. 
j Your prospects are interested in improving their 





grinding methods. Shoptalk tells them how and 
sells grinders for you. Put this bi-monthly publi- 
cation to work for you by sending the names of 
i your prospects to The Dumore Company today! 





“Here’$ How —75 case studies to show your pros- 
E pects how Dumore cuts grinding costs 


This book of case studies shows your prospects 
how Dumore cuts costs in production, mainte- 
nance, and toolroom grinding. New grinding 
techniques developed in 75 different plants are 
described and illustrated to help you sell grind- 
ers. Use your copy on each call to increase your 
sales. Have The Dumore Company send a per- 
sonal copy to each prospect as a follow-up. Inhis 
hands, “‘Here’s How” is selling grinders for you! 





Srow your prospects how Dumore Grinders are uged to cut costs in other plants. That is the 
easiest way to increase your profitable Dumore herd oa studies in “Shoptalk” and “Here’s How” 
provide convincing evidence of Dumore economy. Yd can use case studies to solve grinding prob- 
lems now troubling some prospects, or to suggest entifely new grinding applications. Put “Shoptalk” 
and “Here’s How” to work for you today. Send your Brospect list to The Dumore Company, Dept. 
H31, Racine, Wisconsin. 


DISTRIBUTORS: A few Dumore Industrial 

Franchises are available. If you are interested Li ; / y / ORE 
in handling Dumore Industrial Tools in your : 

area, please write us for further information. 


SOLD BY LEADING INDUSTRIAL DISTRIBUTORS PRECISION TOOLS 


IN ALL PRINCIPAL CITIES 





tributor’s services in the southwest 

was stressed by the publication, The 
Southwestern Purchaser, in a recent issue 
that featured articles on distribution. 

The lead article discussed the oil field 
supply man, the problems he faced dur- 
ing the past few years, and his success 
in meeting them. The story pointed out 
that the supply man’s life is “not a bed 
of Four Roses,” and that he is peculiarly 
fitted to bring the manufacturer and the 
derrick man together because of his com- 
mon sense and know-how. 

The distributors’ difficulties during the 
early war period when some government 
agencies were unable to understand the 
necessity for the so-called “middleman” 
in industry were cited in another article. 
Had distributors been eliminated from 
the nation’s economic system, as was sug- 
gested by some, this country might well 
have lost the war, the article stated, and 
then listed six conditions that would have 
been brought about if the industrial dis- 
tributor had been ignored in the war 
effort. One of the main points was that 
the elimination of the distributor would 
have discarded one of industry’s most 
powerful educational services right at the 
time when that service was invaluable. 
New methods and materials, new ways of 
using old materials, and other industrial 
know-how were continuously being dis- 
seminated by distributor salesmen and 
technicians. 

In an article giving the opinions of 


T IMPORTANCE of the industrial dis- 
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FROM THE 
) BUYERS’ 


VIEWPOINT 


s on distribution, quotes 


rial distributors’ services 


purchasing agents on buying through dis- 
tributors, F. T. Fendley, Humble Oil & 
Refining Co., felt that the supply firm’s 
inventory was perhaps its greatest selling 
point. The recent strikes in the electrical 
industry would have been far more crip- 
pling, he said, if manufacturers had not 
had distributor stocks to fall back on. C. 
S. Youngblood, Gulf Oil Co., said that 
the diversity of the stock, rather than 
its volume, was the greatest selling, point 
to him. His firm, he pointed out, opggated 
pipe lines, drilling wells, automotive 
equipment, refineries and filling stations. 
Distributors, he wrote, stock to meet the 
various needs of almost all operations. 


Service Offsets Saving 


O. S. Cummings. Jr., Houston Oil Co. 
of Texas, stated that he believed in pur- 
chasing locally, and credited Texas dis- 
tributors with materially helping the eco- 
nomic growth of the state. Another 
purchasing agent, Ralph Maddox of the 
Grady H. Vaughn Co., recorded the fact 
that less than one percent of his firm’s 
purchases were made direct. The prac- 
tice of buying through distributors, he 
said, offers a service that more than offsets 
any saving that might be made in buying 
direct from manufacturers. The activi- 
ties of the Vaughn firm are widespread. 
he pointed out, and it has been found 
far better to purchase locally from a 
nearby distributor as the need arises. 

Supply companies were called “the 
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best sources of information” by Fred D. 
Bradley, Southern Union Gas Co. Pur- 
chasing men frequently have numerous 
duties other than buying, and one of the 
best sources of information and aid is 
the well trained salesmen that represent 
the supply firms, he said. 

“It is not at all unusual,” Mr. Bradley 
eaid, “for a supply salesman to call and 
give the buyer some useful bit of infor- 
mation that enables him to get impor- 
tant supplies in time to prevent short- 
ages, or to give him other information 
which means time and money for the pur- 
chaser’s firm.” 

The magazine also had an article dis- 
cussing the distributor salesman as a 
potent factor in industrial progress. The 
supply salesman has “a colorful heritage, 
heavy responsibility and promise for out- 
standing success,” according to the ar- 
ticle. The writer compared the old 
drummer”, a flashy, long-on-personality- 
short-on knowledge person, with the mod- 
ern distributor salesman, who is usually 
quiet, well groomed and well informed. 
There can be no doubt, the writer con- 
cluded, that the salesman of today is a 
far greater asset to the business com- 
munity than his flamboyant predecessor. 

The publication also devoted a page to 
an article by Walter F. Crowder, editor 
of Mitt Suppuies. Mr. Crowder cited 
ways in which industrial distributors are 
strengthening and streamlining their or- 
ganizations, aiming at improving the qual- 
ity of their services. 





: HEAVY DUTY SOLID SHANK and SHELL ey 
TYPE EXPANDING REAMERS 


with Full-Length 
Carbide Cutting Edges 





HEAVY DUTY 
SHELL REAMER 


oe ete, j yr, 


a x r 


HEAVY DUTY — 
SOLID SHANK 
REAMERS 


of 


Here’s a new Metro line you! trade will 
appreciate — Metro Heavy Duty Solid 
Shank Reamers, Shell Reamers and Shell 
Reamer Arbors. These new reamers are 
equipped with expanding, full-length car- 
bide blades—available also in high speed 
steel. 


» The Metro line of Carbide Tipped 
Tools and Precision Gages has a wide 


NEW TOOLS... 
designed for 


ACCURATE 
HIGH SPEED 


production 


acceptance in industry — carry 4 good 
margin—are nationally advertised to the 
trade. This new line of Heavy Duty and 
Shell Reamers embodies all the high 
qualities of this well-known line and 
constitutes another profit item for you. 
Metro distributorships now open in several 
good manufacturing territories. Ask for 


further information now. ° 


ET ety) Tool and Gage Company 
4240 W. Petérson Ave., Chicago 30, Ill. 
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(ARE ARR ART 
Corbin Supply 
Remodels Quarters 


To keep abreast of the expanding in- 
dustrial supply business in central and 
south Georgia, the Corbin Supply Co., 
Macon, is remodeling its ground floor to 
give more space for display purposes. 
The second floor will be used to store 
most of the stock and will provide a sam- 
ple display room which can be used as a 
sales conference room for the salesmen. 

Corbin Supply is also instituting a 
new system for handling rope and wire 
rope and cable. The rope racks will be 
erected on the second floor so that the 
rope can be drawn down through openings 
in the floor to the ground floor where it 
will be cut into proper‘lengths as it is 
sold. Wire rope and cable will be racked 
in the basement and pulled up through 
the ground floor. 

The firm recently added three veterans 
to its staff for sales training, and expects 
to add more. The trainees attend classes 
at the local vocational school two nights 
each week for courses in salesmanship. 


Charles C. Corbin, vice-president, Corbin 
Supply Co., Macon, Ga., demonstrates 
the wide-handle hand truck he designed 
to meet customer requirements. The 
simple design makes for lower cost and 
adaptability to any floor surface by 
changing wheel types. 
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_ A. A. Beaufils 


Members of the Chicago Mill Supply 
Association at their annual meeting 
elected Ross Dickson, vice-president of 
the W. D. Allen Mfg. Co., president of 
the association, 
Pedersen, Pedersen Bros. Tool & Supply 
Co., who had served two terms. Harry A. 


Zahniser Purchases 
Haverstick Supply 


J. S. Zahniser has purchased Haver- 
stick & Co., Inc., pioneer Rochester, N. Y., 
distributing firm, from Frank Haverstick, 
who founded the supply concern in 1907. 
Mr. Zahniser will continue the business 
under the old name in its present quar- 
ters. Mr. Haverstick has retired from 
business life. 

The new owner of Haverstick & Co., 
Inc., has been active as an engineer since 
his graduation from Michigan College 
of Mines in 1922. He first worked with 
Anaconda Copper in Butte, Mont. In 
1923 he became associated with the In- 
gersoll-Rand Co., New York, coming to 
Rochester as the firm’s representative in 
1935. He. had been an executive of the 
Dollinger Corp., Rochester, since 1941. 
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J. G. Christie 


succeeding William’ 


Chicago Supply Group Elects Officers, Directors 


A. 


san Abatoal 


A. E. Klinger 


Pulver of Pulver Machinists Supply Co., 
was named vice-president. 

Three directors were elected for the 
1946-47 term: A. A. Beaufils, H. Channon 
division, Hibberd, Spencer Bartlett & Co.; 
J. G. Christie, Barrett-Christie Co.; and 
A. E. Klinger, South Bend Supply Co. 


Cameron Assists Hey 
At Union Hardware 


Edgar Cameron has been made assis- 
tant to Elton Hey, industrial sales mana- 
ger, Union Hardware & Metal Co., Los 
Angeles. Mr. Cameron, recently released 
from the Marines, has worked in Mr, 
Hey’s office before the war. His prede- 
cessor, Clifford Holt, has been transferred 
to the automotive division. 


Harrison Advanced 
By Aro Equipment 


Charles Harrison, formerly assistant to 
Charles Kocsis in the Detroit and Michi- 
gan territory of the Aro Equipment Corp., 
Bryan, O., has been appointed division 
manager in the western Michigan terri- 
tory, with headquarters in Lansing. 
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THREE DISTINCT LINES 
OF ROTARY FILES 


for the MILL SUPPLY HOUSE 


HAND CUT FILES 


Hand cut from High Speed Steel—recom. 
mended for burring ferrous metals. 
















Ground-from-solid High Speed Steel blanks— 
recommended - for: burring on non ferrous 
metals, plastics and wood. 






CARBIDE BURS 


Ground-from-solid Cemented Carbide blanks 
—recommended for long life and maximum 
economy. 


Profitable: These complete lines—other shapes and 
sizes available in both 4" and \/," 


Risin “inputs maximum turnover with minimum investment. 


FORD 
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I. C. FULLER 


E. J. McCCORDUCK 


Fuller Supply 
Reorganizes Staff 


I. C. Fuller, president of the Fuller 
Supply Co., Utica, has announced a re- 
organization of the. official staff of the 
distributing firm. With the dropping of 
the title of general manager, formerly 
held by Mr. Fuller, E. J. McCorduck. 


formerly buyer and manager of industrial 
supplies, was named vice-president, and 
Lester N. Ehart was appointed secretary: 

H. J. Colerich remains as treasurer of 
the organization. 





H. J. COLERICH LESTER N. EHART 





New Catalog For 
Campbell Hardware 


The Campbell Hardware Co., Seattle 
distributing firm, has received its new 
catalog, the 56th of its kind. It contains 
618 pages as against the 372 in the pre- 
ceding issue. Every item listed in the 
new catalog is an industrial one, as the 
company is now an industrial supply 
house entirely. Campbell has taken a 
two-page spread in the Northwest Pur- 
chasing Agent to announce its 56th cata- 
log. The book was compiled by R. R. 
Donnelley & Sons Co., Chicago. 


Plumbing, Heating Group 
To Meet In The Fall 


The Plumbing & Heating Wholesalers 
of New England, Inc., are holding their 
42nd convention at the Mount Washing- 
ton Hotel, Bretton Woods, N. H., on Sept. 
30 and Oct. 1. The previous practice of 
holding the meeting on Sunday and Mon- 
day had to be changed this fall because 
a scheduled meeting of the directors of 
the National Association of Manufac- 
turers crowded -reservations. 




















THE ONLY ALLOY FOUNDRY 
WITH ALL THESE FACILITIES 


® Laboratory control over raw mate- 


tials ond finished products. 


F © Dual foundry . . . both hand and 
machine molding. 


® Electric arc and high-frequency- 


induction melting furnaces. 


poe Centrifugally-cast castings. 
| @ Heat treating of castings up to 


six feet. 
© X-ray and Gamma-ray inspection. 


® Zyglo detection of surface imper- 
fections. 


® Precision Castings. 


| @ Machine shop . . . specially 


equipped for finishing stainless 
steel. 

® Improved cleaning . . . including 
Lustracast electrolytic finishing 
which leaves all surfaces bright. 


| © Castings furnished rough, polished 


or fully machined . . . one ounce 
to two tons. 


® Development of special alloys to 
meet unusual requirements. 


® Technical consulting service. 


THE COOfrer ALLOY FOUNDRY CO. 
STAINLESS STEEL FITTINGS 
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THIS MAN 


brings you a 


VALUABLE 
SERVICE! 


IS really a tool 
engineer. He 
knows the OTC PULL- 
ING SYSTEM from A 
to Z. He is an expert on 
the adaptation and ap- 
plication of OTC 
TOOLS to solve many 
parts-pulling problems 
that bother machine 
maintenance men. 

_He also understands the 
selling of this type of equip- 
ment. Prior to the war, be- 
fore we adopted the Jobber 
system of distribution, he 
sold OTC TOOLS direct to 
the trade. He can instruct 
your salesmen on OTC 
profitable selling. His 
knowledge and experience 
is proving’to be a real asset 
to OTC Jobbers. 

Plan to give the OTC 
Factory Representative time 
to tell his story when he 
comes. In the meantime, 
write for booklet “OTC 
Merchandising Plan.” 


OWATONNA 
TOOL CO. 


312 CEDAR ST., OWATONNA, MINN. 


MAINTENANCE 


TOOLS. 
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ROBERT E. SEYBOLD 


Growth Forces Conron 
To Open New Supply Firm 


The Thos. Conron Hardware Co., Dan- 
ville, I1l., has been forced by the develop- 
ment and growth of its industrial supply 
division to form a new corporation under 
the name of the Danville Industrial Sup- 
ply Co. at 35 North Washington Avenue. 

Robert E. Seybold, associated with 
Conron for a number of years and active 
in the industrial division, is manager of 
the new firm and has been elected vice- 
president of Danville Industrial Supply. 
The directors of the company are: T. W. 
Conron, J. Robert Whelan and T. W. 
Conron, Jr., all of whom are officials of 
Conron Hardware. 


Larger Quarters For 
Eugene Mill Supply 


The Eugene Mill Supply Co., Eugene, 
Ore., has moved from Adams Street to 
much larger quarters at Fourth and Lin- 
coln. The two-story building the firm now 
occupies is well suited to their business, 
having formerly been a warehouse. It 
contains 20,000 sq.ft. of floor space. In 
addition to the supply company’s two 
partners, F. L. Hardisty and H. C. Theda, 
there are two salesmen working the ter- 
ritory in southern Oregon. 


F. L. Hardisty and H. C. Theda are part- 
ners in the Eugene Mill Supply Co., 
Eugene, Ore., and also outside salesmen. 





Tremendous 
Peacetime 
Markets 


Here are three Van Dorn Tools that 
you can sell—as a perfect team for 
high speed assembly work—to help 
industry meet the demand of an 
impatient civilian market. 


What’s more, you can sell Van Dorn 
Drills in many other models, in 
capacities from 4” to 1%” in steel, 
double in hardwood. You can sell 
Van Dorn Portable Tappers in 
capacities up to 4” in steel, 34” in 
cast iron, 4” in brass or aluminum. 
You can sell Van Dorn Screw 
Drivers and Nut Runners in other 
models to handle anything from the 
most delicate screw-driving opera- 
tions to driving and tightening lag 
screws up to 34” x 6”, or nuts and 
bolts up to 1” diameter. 


And you can sell other Van Dorn 
Electric Tools for all such jobs as 
sanding and grinding, wire brushing 
and buffing, sawing wood, cutting 
sheet metal, driving star drills, wood 
chisels, cold chisels, bull points and 
similar attachments. 


Industry’s retooling program offers 
plenty of sales opportunities for you 
Van Dorn Distributors. And Van 
Dorn advertising—in The Saturday 
Evening Post and other publications 
—is backing you up as never before. 
The Van Dorn Electric Tool Co., 
717 Joppa Road, Towson 4, Md. 


‘For Power, Specify 4: 20m s we 
Trade Mark Reg. U. S. Pat. O€. M4 BL IN 
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@DIV. OF BLACK & BECKER MFO. CO.) 


PORTABLE ELECTRIC TOOLS 
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Come to headquarters for the greatest 
variety of top-quality accessories avail- 
able ... mounted and grinding wheels 
in all grades, grains, shapes and sizes 
. - « tool and cutter wheels . . . cups 
- - « internal wheels . . . wheels for 
center lapping machines . . . drum 
sanders and bands . . . wire brushes 
. « » felt and rubber polishers .. . 
miniature cutters. 


You'll find ALL your requirements in 
the famed CHICAGO line! 





MILL SUPPLIES © AUGUST, 1946 


CHICAGO WHEEL & MPG. CO. 
1101 W. Monroe S$t., Dept. MB, Chicago 7, Ill. 


Leo Boylan Write-Up 
In Purchasing Magazine 


Leo Boylan, termed the singing sales- 
man of the W. M. Pattison Supply Co., 
Cleveland, was given a full page write-up 
in the July issue of The Midwest Pur- 
chasing Agent, published by the Pur- 
chasing Agents Association of Cleveland, 
Inc. 

The article recounted Mr. Boylan’s 
early life in Dublin, Ireland, and his 
family’s move to the United States in 
1914 when young Leo was 11 years old. 
He spent his ‘teen years in Cleveland, 
during which time his fine tenor voice 
came into evidence. He has been: a mem- 
ber. of the Singers Club, the Orpheus 
Male Choir, and has had a singing part 
in most of the City Club shows for the 
past 14 years. A member of St. Ann’s 
Catholic Church, where he is soloist, Mr. 
Boylan has the distinction of singing in 
the Jewish Temple on Holy Days. 

Mr. Boylan has a brother, Owen, who 
is office and credit manager for Pattison 
Supply. and Pete Boylan, former sales 
manager, is one of his cousins. He lives 
in Cleveland Heights with his wife, 
Mabel, and three children, Leo, Jr., Vir- 
ginia Lou and David. 


Jacobs Retires 
From Cleveland Twist 


Harry Jacobs, treasurer of the Cleve- 
land Twist Drill Co., Cleveland, since 
1941, is retiring after an association of 
39 years. Starting in 1907 as a time- 
keeper. Mr. Jacobs worked his way 
through the firm to the position of as- 
sistant treasurer and then treasurer sev- 
eral years ago. He intends to become a 
gentleman farmer on his property in 
Stringsville, O. 

Ralph Osborn, associated with Cleve- 
land Twist for 37 years, and formerly 
assistant treasurer and controller, will be 
the new treasurer. He will continue his 
duties as controller. F. N. Ensign will be 
named assistant treasurer. 


Feitz To Receive 
Worthington Route 


Nicholas J. Feitz, who joined the Geo. 
Worthington Co., Cleveland, in 1937 and 
was a telephone salesman until early in 
1942, when he entered the Navy, will 
soon have a regular city route to cover. 
After a 45-month stretch with the Navy. 
he returned to the distributing firm last 
fall and has been training for an outside 
territory since. 
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TRADE LITERATURE —— 


Here, arranged in numerical order by product, are 
new catalogs, bookiets and bulletins with the necessary 


information for keeping your product library up-to-date 


1 CENTER, LIVE—A circular describes 
a heavy-duty, live center for use on 
lathes and milling machines. The literature 
lists dimensions and radial and thrust loads 
available in four Morse Tapers. Outstand- 
ing features are illustrated in cut-away 
drawings.—Raymond Corp., Cleveland 15. 


CHILLING UNITS—Industrial chilling 

units are described in a series of illus- 
trated folders. Model numbers, inside and 
outside dimensions, and sizes of casters on 
the portable models are listed. The equip- 
ment is used in shrink-fitting, tool harden- 
ing and gage stabilizing.—Bowser, Inc. Re- 
frigeration Division, Terryville, Conn. 


ROPE—Plymouth has published a 12- 

page booklet on the rope shortage 
and how to meet it. Reasons for the cur- 
rent shortage, the company’s system for 
allocating rope among its customers, and 
illustrated hints for the preservation of rope 
are included.—Plymouth Cordage Co., Ply- 
mouth, Mass. 


STOCK, FLAT—A new circular is de- 

voted to precision ground flat stock in 
thicknesses from ¢#r-in. to l-in. and in 
widths varying from }-in. to 6-in. Indi- 
vidually wrapped, instructions for harden- 
ing and tempering are printed on the 
wrappers.—Capewell Mfg. Co., Hartford 3. 


COUPLINGS, FLEXIBLE—A 32-page 

booklet is devoted to many sizes and 
styles of flexible couplings. The literature 
gives the reasons for the use of the equip- 
ment, and lists engineering data on bore, 
hp. ratings, speed and torque capacities, 
and dimensions. The literature also lists 
applications for the many styles illustrated. 
—American Flexible Coupling Co., Erie, Pa. 


& COUPLINGS, FLEXIBLE—A 4-page 

folder describes a _rubber-cushioned 
resilient flexible coupling. Available in shaft 
diameters up to 8-in., the unit is said to be 
suitable to all types of applications. The 
folder has a table for the selection of 
coupling sizes—Crocker-Wheeler Electric, 
Ampere, N. J. 


7 DUPLICATING, DIE-LESS—Precision 

duplicating machines are illustrated 
and described in a 40-page booklet. Duplica- 
tors, benders, shears and brakes are listed 
and applications suggested. Model shops, 


experimental laboratories and production 
departments in the radio, electronic, auto- 
motive and aircraft fields use the equip- 
ment.—O’Neil-Irwin Mfg. Co., Minneapolis 
15. 


38 ELECTRODE—A 16-page bulletin de- 

scribes a new type of welding elec- 
trode designed to prevent underbead crack- 
ing of difficult-to-weld steels. The literature 
gives complete information on the lime- 
ferritic electrode, plus tables giving data 
on its physical properties and chemical 
analysis—Metal & Thermit Corp., New 
York 5. 


Postage 
Will be Paid 


SALES HELPS 


MERS 


ELECTRODE—Complete _ information 

on the selection and application of 
stainless electrodes for the welding of stain- 
less steel is contained in an 8-page folder. 
Current range is furnished for each type of 
rod in varying diameters.—Jessop Steel Co., 
Washington, Pa. 
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10 EQUIPMENT, SHOP—A new 40-page 

catalog illustrates and describes 
benches, chairs and stools, cabinets, dollies, 
drawers and drawer tier units, tables, etc. 
The literature shows how and where the 
equipment is used, and gives full dimensions 
and prices on all items.—Standard Pressed 
Steel Co., Jenkintown, Pa. 


11 FINANCE—A simple, low cost way to 

finance purchases of new and used 
machinery and equipment is outlined in a 
12-page booklet. The literature lists the 12-, 
24- and 36-month finance plans, and in- 
cludes a form to be mailed to the credit 
company for a detailed plan to cover a pro- 
posed financing —Commercial Credit Co., 
Baltimore 2. 


12 PACKINGS—A 64-page catalog is de- 

voted to a statement of distribution 
policy and complete information on as- 
bestos packings, rubber and duck packings, 
flax and jute packings, and many other 


varieties of mechanical packings and gas- 
kets. Engineering tables are included.— 
Raybestos-Manhattan, Inc., Passaic, N. J. © 


13 GRINDERS, BELT—An 8-page bulletin 

intreduces a new abrasive belt grind- 
er. The literature lists the new features of 
the machines and gives complete specifica- 
tions. Other items manufactured by the firm 
are also described—Hammond Machinery 
Builders, Inc., Kalamazoo 54. 


4 PRESSES, KOBBING—A bulletin gives 
specifications and details of a new 
hydraulic press designed for short produc- 
tion runs, testing purposes, or for hot or 
cold plastic molding. It is a 40-ton capacity 
general purpose machine which can be set 
for light work below its capacity.—Watson- 
Stillman Co., Roselle, N. J. 


15 IDLERS, CONVEYOR—A 26-page bul- 
letin includes photographs, tables, 
charts, diagrams and cut-away views of a 
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complete line of belt conveyor idlers. The 
literature discusses the proper selection of 
idlers, gives specifications and shows con- 
struction details—Chain Belt Co., Mil- 
waukee 4. 


INDICATORS, DIiAL—Complete de- 

scriptions and illustrations are in- 
cluded in a new catalog on dial indicators. 
Other types, such as inside and depth dial 
gages, vibrometers, cylinder and thickness 
gages, are described. The literature also 
contains complete information on American 
Gage Design Committee specifications.— 
L. S. Starrett Co., Athol, Mass. 


JACKS, HYDRAULIC—A 4-page folder 

is devoted to a description of 8 models 
of an hydraulic jack suitable for industrial 
and railroad service. Special features and 
construction details are listed, plus capaci- 
ties and other specifications—Duff-Norton 
Mfg. Co., Pittsburgh. 


18 MACHINE, FLOOR—A bulletin de- 

scribes and illustrates a disc type floor 
machine for the maintenance of factory and 
business establishment floors. The manu- 
facturer lists the exclusive features claimed 
for the machine and the accessories needed 
for the unit’s polishing. scrubbing and steel 
wooling operations—G. H. Tennant Co., 
Minneapolis 11. 


19 MASKS, GAS—Industrial gas masks 
are described in a 4-page bulletin. 
The units are for protection against in- 
dividual gases or combinations of gases, 
smokes, vapors, and dusts. The bulletin also 
lists canisters containing proper chemicals 
for protection against specified gases.—-Mine 
Safety Appliances Co., Pittsburgh 8. 
(Continued on page 219) 


HOW TO ORDER 
YOUR LITERATURE 


Be sure to fill out, completely, 
one coupon for euch piece of 
literature you order. (See sam- 
ple below.) This gives your re- 
quest. authority and helps the 
manufacturer to address your 
copy completely. 

When you have filled out 
completely one space for each 
catalog or bulletin you want, 
detach along the scored lines 
and drop the cards in the mail. 
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INDUSTRIAL SCALES 


E Yale Spur-Geared Hand Chain Hoist 

does the job! Built on sound engineering 
principles, it provides hoisting efficiency, speed 
and safety that can’t be beat by any other 
hoist in the same class. Spur-geared to reduce 
the strain on muscles, it makes light work of 
heavy lifting jobs—reduces production costs 
by taking “muscle money” off payrolls. 


Known the world over for long, dependable 
life, the Yale Spur-Geared Hand Chain Hoist 
is a cinch to sell. Capacities range from 14 to 
40 tons. Hook and trolley types, plus modifi- 


cations that take care of every application 
where a hand hoist is needed. Re-acquaint 
yourself with its many features—and get your 
prospects acquainted with them. The result 
will be more sales and more income for you. 
And, put these big sellers—the Cable King 
and the Midget King Electric Hoists, and the 
Pul-Lift— on your profit docket. 
It pays! 

The Yale & Towne Manufac- 
turing Co., 4530 Tacony Street, 
Philadelphia 24, Pa. TALE HOIST 


SALES end SERVICE 
Avrrlable Through 
Your Oistribute 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


HOISTS — HAND AND ELECTRIC + TRUCKS — HAND 
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Top Flight Manpower 


St. Louis distributor cites experience with G. |. training pro- 
gram and says plan has "substantial merit" as means of obtain- 
ing best employees for present and future needs 


To attract desirable personnel for im- 
mediate needs, and, at the same time 
to build up a first rate working force for 
tte future, the government-sponsored 
G. I. training program possesses substan- 
tial merit from the standpoint of the 
industrial distributor, according to G. W. 
Gardner, president of the St. Louis firm, 
Tiemann Hardware & Supply Co. 

Mr. Gardner draws this conclusion 
from his seven months’ experience with 
the veterans program. During this period, 
the firm has had approximately 30 
veterans in training, a number represent- 
ing some two-fifths of its working force. 

Certain disadvantages are admitted, 
but in looking back over the program, 
Mr. Gardner says that if he had it to 
do over again, he would make the samc 
decision: Namely, to get into the G. I. 
training program plan on the largest 
scale commensurate with the present and 
projected future size of his business. 

As to disadvantages, he points to the 





Henry O. Head supervises G. I. 
training and grades work progress. 
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G. W. Gardner is pleased with the 
progress of the training program. 


nuisance of keeping records, report forms 
and the like. (Once you get on to them 
they really are not too bad, he says.) 
And, in other instances, he cites the 
temporary dilution of the efficiency of 
certain departments. Then, too, he says, 
a certain amount of cross currents may 
develop between personnel if prompt 
remedial action is not taken and, cer- 
tainly, the load of administrative detail is 
increased considerably. 

“But.” he declares, “I sincerely believe 
that the advantages more than offset the 
liability side of the ledger, not only in 
creating opportunities for deserving vet- 
erans, but in making a solid contribution 
to the future welfare of the company and, 
naturally, to the community as a whole.” 

The Tiemann participation in the 
G. I. training program is the product of 
a carefully thought out and continuing 
program. It is part of a long-range ex- 
pansion plan as well as a means for 
staffing the organization with alert, hard- 
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hitting men. This, of course, is the 
heart of the G. I. training plan’s objec- 
tive. The government payments ($65 to 
$90 monthly) aid in bringing the veter- 
ans’ salaries to a livable sum. 


Started With Six 


Mr. Gardner studied the program for 
some time and then, late in 1945, he 
ected. He then had six G. Ls on his 
payroll and the first step was to put them 
under the training plan. The six filled 
in the proper forms and were taken into 
the plan. Back pay, retroactive to the 
time they started, was authorized. 

Before that, however, Mr. Gardner 
concluded his own duties would not per- 
mit him to take on the administrative re- 
sponsibility. Hence, he delegated re- 
sponsibility to his assistant, Henry O. 
Head, who had been concerned chiefly 
with customer relations. 

“While administration of the training 
program is not a full-time task,” Mr. 
Gardner said, “it does require an execu- 
tive with ability to get along with people 
and with the drive to see to it that a 
program is completed, step by step. Then. 
there is the matter of seeing to it that 
regular employees are not disturbed by 
the program. Though only regular wages 
and salaries are involved, criticisms have 
been voiced by one or two non-veteran 
employees who found that the veterans- 
in-training received total salaries equal 
to their own total pay for experienced 
work. The answer is not difficult: the 
veteran is being paid by Tiemann exactly 
what any other beginner would be paid: 
what the government gives the veteran is 
in recognition of what he lost while those 
who were not in the services stayed home 
drawing wartime wages. Usually that 
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fastener line 


PLUS 


attona 


WEADED AND THREADED 





QUALITY 


CARRIAGE 


sia It is to your advantage to simplify 


buying. It is even more important 
to handle merchandise of depend- 
able, uniform quality. 


National Screw, the only manu- 


MACHINE 
BOLT 





facturer making all of the staple 
fasteners illustrated here, offers you 
both of these advantages. The com- 


plete “National” line also includes 


Phillips Recessed Heads are stock- Phillips recessed head screws, sheet 
ed in wood screws and machine 

screws, in steel and brass; sheet metal screws, tacks, rivets, cotters, 
metal screws in Type A and : 
Type Z pdints. Standard dimen- plow bolts and many other items. 
sions. 


As to quality, “National” was 
selected as a leading supplier of air- 
craft fasteners during the war. 

For the complete, quality fastener 


line, buy “National Screw”. 
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Chris Kuhn and G. J. Cook learn where stocks are 
located and how to fill an order with dispatch. 


4k seemeeiniti 


Trainees C. T. Boemker 


to be supervisors. 


settles the matter, but there is a clincher: 
if the vet were not here, the man com- 
plaining would be getting no more and 
possibly would be doing more work.” 

At the time that Mr. Gardner and Mr. 
Head were clearing the first G. I.s, the 
procedure for setting up full-scale par- 
ticipation in the plan was being studied. 
And going forward was the blue print of 
a well-rounded training-in-work program, 
including a two-months’ special school in 
the fundamentals of industrial distribu- 
tion. All of this revolved around a manual 
which sets forth in detail the exact op- 
erating procedures and policies of the 
company, about which more will be said 
later. 

When the program for training was 
established in outline (sufficient for ob- 
taining government approval), the twin 
tasks of working out the operating de- 
tails of training and hiring proceeded. 
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and Arthur Thoele are 
busy in the inventory control department studying 
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Order Processing 


Order Pilling 


Merchandise Layout 
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Control 


Merchandise Pricing 
Shipping Contro} 
Receiving Control 
Inventory Contro} 


Invoice Analysis 
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Credit Information pa 
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Theory of Se)iing 


House Selling 


Fiela Training 


A progress record is kept for each trainee. 


sens 
ee 


T 
TEMA NN HOY, & SUPPLy co. 


The time spent on 


each of the 20 classifications depends on the individual and on 


his employment objective. 
salesman, hardware salesman, warehouse supervisor, merchan- 
dise supervisor, warehouse foreman, credit manager, inventory 


Job objectives include: industrial 


control supervisor and shipping room supervisor. 


In all, 24 additional veterans were hired 
within 90 days following qualification of 
the first six. 


Aptitude Tests Given 


The men came from various sources. 
First, the United State Employment Serv- 
ice referred some; then, those already 
hired recommended others. More than 
50 men were interviewed. The St. Louis 
Chamber of Commerce’s aptitude and 
screening test service, available without 
charge to members, aided materially in 
favorably influencing government officials 
toward Tiemann representations, and in 
enabling Mr. Head to make intelligent 
selections. Virtually all of the Tiemann 
veterans were screened by the Chamber 
and their preferences and talents were 
underscored, furnishing a valuable ad- 
junct to the one and two hour interviews 
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which Mr. Head feels is the first requisite 
to satisfactory employee selection. 

Participation in veteran training was 
not a matter of selecting 30 G. I.s and 
putting them to work en masse. Rather. 
it was a drawn-out affair, one today, a 
couple tomorrow, etc. As the men were 
selected, they were placed. And place- 
ment does not guarantee a man a sub- 
sidized job for his two, three or four- 
year training period. All along the 
route to “attainment income” are stop- 
ping places where progress is measured 
(see classification list above). Those 
who drop are replaced. 

Mr. Gardner regards the process of 
selection more from the standpoint of 
a man’s ambition to acquire a skill and 
improve himself rather than the imme- 
diate desire for a job. 

“In other words,” he said, “I place the 

(Continued on page 138) 





—a NEW ESNA Elastic Stop Nut 
ends the greatest threat to spring life 


Loose, or unequally loaded fastenings are 
the most frequent causes of leaf spring 
breakage. More than 4,706,000 spring re- 
pair jobs have been handled annually in 
dealer, independent and fleet owner service 
shops. Many of these could have been 
avoided. 

ESNA has a solution—the NEW U-Bolt 
Elastic Stop Nut that can be . 
to meet the original manufacturer’s recom- 
self-locked in 


position with the Red Elastic 


. applied 


mended specifications . . . 


Collar so that no amount of 
shock or vibration can disturb its 


ESNA 


setting ... depended upon to carry a bolt 
loading of 70,000 psi with its extra-long, 
extra-strong body. 

ESNA U-Bolt Nuts —like all Elastic Stop 
Nuts—are designed to prevent unnecessary 
repairs and reduce overhaul time. They 
are self-locking, easily removed, reusable. 
They protect permanently against Vibra- 
tion, Corrosion, Thread Damage, Liquid 
Seepage, and Costly Maintenance. For fur- 
ther information address: Elastic Stop Nut 
Corporation of America, Union, 
New Jersey. Representatives 


and Agents in principal cities. 


TRADE MARK 


ELASTIC STOP NUTS 


INTERNAL > 
@ WRENCHING GAS} 


PRODUCTS OF: 


ELASTIC STOP NUT CORPORATION 
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THAT HOLDS 


PERMANENTLY 


The RED ELASTIC COLLAR 
~ denoting an ESNA product — 


. is threadless and permanently 
elastic. Every bolt—regardless of 
commercial tolerances—impresses 
(does not cut) its full thread contact 
in the Red Elastic Collar to fully grip 
the bolt threads. In addition, this 
threading action properly seats the 
metal threads — and eliminates all 
axial play between bolt and nut 
threads. 


All ESNA Elastic Stop Nuts — re- 
gordless of size or type—lock in posi- 
tion anywhere on a bolt or stud. 
Vibration, impact or stress reversal 
cannot disturb prestressed or posi- 
tioned settings. 





GANG CAP 


ANCHOR INSTRUMENT SPLINE CLINCH la. 5 
MOUNTING 1 CHANNEL 


OF AMERICA 
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Send for this 
New Special-Purpose 
Drill Folder 


Shows and describes many 
MORSE Special-Purpose 
Drills. Brings you up to 
date. And if you don’t see 
what you need—ask for it! 
MORSE HAS IT! 





.-. but MORSE 
found the way to Drill it 


without Striking a Spark 


DEADLY PROBLEM was this one! But 
Morse... drawing on the lengthiest drill ex- 
perience in the world ... developed a special 
non-sparking drill of phosphor bronze that 
pulls the dreaded teeth of T.N.T—at least as 


far as drillers are concerned. 


Now this follows: No matter what you drill 

.». asbestos, T.N.T., steel or zylonite... there 

is one Morse Drill (of the right type, metal, 
diameter, length and twist cut) that will do your job 
better than any other. Are you using it now? Ask your In- 
dustrial Supply Distributor for a Morse recommendation. 


The Original Manufacturer of Twist Drills 


NEW YORK STORE: 130 LAFAYETTE ST. @ CHICAGO STORE: 570 WEST RANDOLPH ST. @ SAN FRANCISCO STORE: 1180 FOLSOM ST. 


MILL SUPPLICS © AUGUST, 1946 137 





Examination day over, part of the group of 30 G.I. trainees pose with Tiemann 


officials. 


The trainees range in age from 21 to 37, the average being 26.5. At 


left in second row is G. W. Gardner, president. 


emphasis on the fact that this program 
is a means to enable the veteran to make 
the necessary adjustments to competi- 
tive civilian life. I do not believe a 
veteran should participate in a training 
program unless he proposes to follow 
through and is really interested in the 
end result. 

“Despite screening tests, careful inter- 
views and a well thought out training 
I am afraid that out of 30 
starters we are likely to get only ten to 
twelve top-notch men at the conclusion 
of the training. 


program, 


I am adding new ones 
from time to time because the worst of 
the trainees simply must be dropped. 

“The only thing on my mind in this 
connection is an inner feeling of ex- 
treme responsibility, and sometimes fail- 
ure. when we do have to drop a man. 
Although we do exercise every known 
care in selection, I still feel that I have 
done a disservice to a man who has been 
put on and then dropped. Needless to 
say, it is only after prolonged discussion 
with all involved, including those who 
have had anything at all to do with 
his training, that a man finally is 
dropped.” 


No. 1 Requirement 


In describing the workings of the train- 
ing program, Mr. Head stressed the fact 
that a concrete program or schedule is 
the No. 1 requirement. 

“Without that,” he said, “no other move 
is possible—in fact, it takes a good out- 
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line to obtain the approval of the Vet- 
erans Administration. In the case of the 
Tiemann program, 20 separate classifica- 
tions or steps of training are outlined. 

“This schedule is really nothing more 
than a breakdown of the major functions 
of a supply house. No attempt is made to 
establish a rigid allotment of study time 
to each function because, for examrle, 
what may come easily to one student may 
And, further- 
more, in training a man for warehouse 
superintendent much more time is spent 
on merchandise layout, warehouse load 
control and the like than would be the 
case with a man training for the job of 
industrial salesman. 

“Of course, there must be an overall 
plan of strategy. By this I mean a well- 
defined plan into which is incorporated 
the thinking which, in the first place, de- 
termined the need for the training and 
the goal to be obtained when the trained 
personnel have graduated into full fledged 
employees, standing on their own feet.” 

Mr. Head said that such a statement 
might sound a little “stuffy” but added 
that it is a hard and true fact that it 
would be folly merely to add manpower 
because it is cheap. “Actually,” he said, 
“no trainee is cheap while he is in train- 
ing, whether the government pays part 
of his salary, or all of it. It is only when 
the worker thoroughly understands his 
job and can function efficiently with a 
minimum of supervisory direction that 
he is worth his salt.” 

In this connection, Mr. Gardner ex- 


be slow work for another. 
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plained his own line of thinking when it 
comes to adding G. I. manpower under 
a training program. He 
main points: (1) the need of most dis- 
tributors for rebuilding war-dislocated 
personnel, and (2) the need for having 
adequately trained personnel on hand to 
meet (a) anticipated expanding business 
and (b) replacements as time takes its 
toll of existing personnel. 

“When you consider expanding your 
field sales force,” Mr. Gardner said, 
“there is a lot of auxiliary expansion 
which must take place, too. If you have 
an effective sales force, you have to have 
a warehouse, office force and others who 
will handle and process the business. 
There is no use making a sale if you can- 
not fill the order and fill it on time. I 
have maintained for a long time that an 
effective sales force is more important 
than even the lines handled. For exam- 
ple, even if we did not have good, well- 
advertised lines, good salesmen could sell 
what we were forced to carry. So my 
whole philosophy is to build up a hard- 
hitting sales force and back it up with 


stressed two 


the most efficient organization possible.” 


Study Potential Sales 


Both Mr. Gardner and Mr. Head em- 
phasized one prime point in speaking of 
the “how” and “why” involved in setting 
up the number and classifications of vari- 
ous jobs for which they desired trainee 
veterans: 

“First off.” they said, “a man thinking 
of embarking on a program of G. I. train- 
ing with sales expansion as the goal 
should consider the number of salesmen 
he wishes to add to his force. Then he 
should calculate the additional jobs that 
these new salesmen will create in his or- 
ganization by virtue of increased sales 
volume.” 

Thus, it is plain that the projected 
level of. sales for the next five years or 
so is the key to any training program. 
There are many sources available for 
forming such a judgment. Mr. Gardner, 
without referring to any particular sta- 
tistics, observed that it goes without say- 
ing that after five years of scarcities there 
will be a period of catching up. To 
satisfy the more statistically minded, he 
pointed out that the second C.E.D. sur- 
vey of St. Louis estimated that full re- 
conversion will bring manufacturing em- 
ployment in the area to 273,639, an in- 
crease of 69.5 percent over the census 
figure of 1939. 

Immediately they go into training, the 





You Be the Gudge... 


How would you rate Carboloy’s co-operation with Distribufors’ 
Salesmen after reading this typical Field Report? 


This is a typical day in the life of a Carboloy Sales 
& Service Engineer. He has just one job to do— 
that’s to help you make more sales. This is done by 


backing you up with specialized technical knowl- 
edge, on-the-job engineering advice, sales and 
merchandising assistance, and helpful sales slants. 


sic mrets rarer in ts te We believe you'll find this the kind of co-operation 
STANDARD TURNING, BORING, FACING TOOLS + STANDARD thar rings up sales. 
BLANKS + CENTERS + WHEEL DRESSERS + MASONRY DRILLS 
; CARBOLOY COMPANY, INC. 


11131 €. 8 MILE STREET + DETROIT 32, MICHIGAN 
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Examination Questions 
Veterans’ Training School 


1. Name different types of Purchasing Orders, and 
procedure of handling from the time they leave 
here until merchandise is taken care of. 


2. Summarize briefly your interpretation of the 
general function of our inventory control set-up. 


3. What is the main difference between an Indus- 
trial Customer and a Dealer Customer? 


4. In purchasing a nail hammer, how can you be 
sure it has the correct balance? 


5. What procedure is very important as to quantity 
and price when listing items on your order pad? 


6. On Mill, Flat, Round or Half Round American 
Pattern Files, what three things are necessary to 
show in order to give a complete description? 


7. If, as a credit executive, you had an order 
placed on your desk, for which you had no account, 
what would be your procedure to pass on this 
order on a credit basis? 








The average grade in this examination 
The highest mark 
obtained by a trainee was 94 and the 
Those who did not pass 
will have to take a summer course or 
apply themselves more thoroughly to 


was 68 per cent. 


lowest, 32. 


work routines. 


G. Ls are given a comprehensive insight 
into each major step of the company’s 
operations—from purchase to sale to de- 
livery—and also the broad underlying 
principles of policy. This information 
is in a 2l-page “Employees’ Manual” 
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which succinctly outlines all company 
functions. The manual is complete and 
each training G. I. is told to take it home 
for study. Subsequently, he is given an 
oral examination to determine how much 
of the manual he has absorbed. This is 


only the first hurdle. There are many 
more tests which a trainee must pass be- 
fore he is graduated. 

While in training, the G. Is work 
under the various department heads who 
grade the trainees monthly. The depart- 
ment heads are capable of training peo- 
ple within their own areas of supervision, 
but even then they are given special 
“brush-ups” by Tiemann officials to make 
sure the G. I. training is an orderly proc- 
ess which will fit into the integrated 
whole. These brush-ups take the form of 
informal talk sessions during which the 
various phases of each department head’s 
function are examined and a picture is 
presented of his part in the whole train- 
ing program. However, Mr. Gardner feels 
that working from one department to 
another is not sufficient. Therefore, a 
school within the training program was 
established. 

School teachers are drawn from the 
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Busy in the packing department are five 
ex-G.l.s: Leroy A. Myers, R. W. Kolar, 
D. T. Boyer, H. A. Reifeiss and H. S. 
Newton. 


In the receiving department, Students 
W. E. Murphey, G. O. Schuler and F. W. 
Broyles learn how to check contents 
of packages against order copies, note 
date of delivery and UWamage, if any. 


ranks: a group of key men in this in- 
stance who conduct eight night sessions 
held in the company’s offices. The school 
is an additional opportunity for the stu- 
dents to learn and attendance is high 
even though it is optional. Each key man 
is assigned a date and for one hour he 
lectures on his subject, using examples or 
illustrations whenever possible. Here 
are typical lecture subjects: 

Purchasing procedure; inventory con- 
trol system; allotments, etc.; industrial 
department, items, sales procedure; dis- 
cussion of lines assigned to each of three 
purchasing agents with samples for ex- 
amination and references to catalog; 
credit department, billing procedure, 
claims, etc.; sales department procedures 
as they pertain to the company as a whole, 
and summary of the purposes of the 
course. 

The last lecture is followed by an ex- 
amination on each of the classes instead 
of giving examinations at the conclusion 
of each lecture (see questions at left). 
Among the reasons for this procedure is 
the fact that attendance is not compul- 
sory. Inasmuch as each lecture deals with 

(Continued on page 222) 








Leading furniture manufacturer eliminates slow, 
tiresome hand sanding. Sterling Sander does the 
same job in less than 1/3 the time. 


Sterling Tool Products Co. 
384 East Ohio Street 
Chicago 11, Illinois 


STERLING portasie ccecraic 
AND AiR-pRIVEN & ANDERS 
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Mn Clover 
.., with BRASS BOLTS 


This is a “Milk Factory” .. . producing milk 
for butter, cheese and other products of the 
gteat Food Processing Industry. 
No brass bolts in a cow? Of cours not, 
but her health and the quality of her products 
are constantly guarcied by 
non-rusting, non-corroding 
alloys. 

Harper maintains a stock 
of more than 4850 different 
types of bolts, nuts, screws, 
washers, etc., made from 
Brass, Bronze, Monel Metal 
and Stainless Steel. Special 
engineering service is con- 
stantly available. 

Wherever there is danger 
of rust or corrosion from 
moisture, acid or alkali con- 
sult your nearest factory 
branch or distributor. 


THE H. M. HARPER COMPANY 
2622 Fletcher Street 
CHICAGO 18 e@ ILLINOIS 
Brench Offices: New York City, 


A 
cgi ics eee 
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GEORGE L. ABBOTT 


Abbott Heads 


.Warren Belting 


With the sale and incorporation of the 
Warren Belting Co., Worcester, George 
L. Abbott has been made president, 
treasurer and general manager. Mr. 
Abbott resigned from the Graton & 
Knight Co., Worcester, where he had 
been vice president and general sales 
manager since 1939, to take over his new 
duties. 

It is emphasized that no basic changes 
in organizational setup or policies are 
contemplated. Winifred A. Place and Wil- 
liam H. Warren, formerly president and 
treasurer, respectively, of Warren Belt- 
ing, are remaining in advisory capacities 
during the transition period. 


Lovejoy Acquires 
Part of ideal 


The Lovejoy Flexible Coupling Co., 
Chicago, has acquired, in entirety, the 
manufacture and sales of the mechanical 
power transmission department of Ideal 
Industries (formerly Ideal Commutator 
Dresser Co.), Sycamore, Ill. The prod- 
ucts acquired consist of: variable speed 
pulleys, adjustable motor bases, speed 
governed transmissions, and stock of wide 


V-belts. 


Cincinnati Tool 
Buys Stearns Clamps 


The Cincinnati Tool Co., Cincinnati, 
has purchased the patterns and good will 
covering the clamp line formerly manu- 
factured by E. C. Stearns & Co., Syracuse. 
Included in the transaction were patterns 
for stee] bar clamps and both large and 
small “C” clamps. The Ohio concern 
has been manufacturing all types of 
clamps since 1879. 

















‘the complete, profitable line of 


Tew 
Lie Ws | 


gives you a jack for 
every customer requirement! 


















































V PERFECT PERFORMANCE 
v7 CUSTOMER SATISFACTION 
J PROFITABLE REPEAT BUSINESS 





The Duff-Norton line of safe, dependable, easy- 
operating jacks is the most complete line of jacks 
ever offered by one manufacturer—making it easy 
for you to meet every customer requirement! 

Here in one line—Duff-Norton—you have the 
key to profitable repeat business. Be sure your 
salesmen add extra dollars to their orders by check- 
ing customer jack requirements on every call—and 
suggesting Duff-Norton Jacks! 


AIR POWER JACKS EVERY ONE OF YOUR CUSTOMERS IS A 
PROSPECT FOR DUFF-NORTON JACKS 





There is a Representative near you! 


THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH, PA. 
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Telling Your Story 


~ you can use out 
standing service 
end an efficiency- 
proved wayto buy 
obrasives 


Alter 3 war years of ex 
tows, bessimese le 





in cht nen . 
Jaat ae ree can Sea pon. 2 wealth 


DISPLAY... 
DISCUSS... 
DEMONSTRATE... 
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ion to save time, 
TStormsation on = samt 











Nell! 


DIRECT MAIL, prepared and 


sent to customers and prospects in your 
area by The Carborundum Company, 
points out the benefits to be derived by 
selecting you, the CARBORUNDUM 
Distributor as the primary source of 
supply. Simplyand clearly... it details each 
of the many advantages. Logically and 
convincingly ...it builds up a case that 
leaves no room for doubt or misunder- 
standing. It is your story attractively 
presented to your trade. 


In promoting more business and a sin- 
cere regard for your pesition in the mod- 
ern distribution picture, direct mail is an 
important factor in a clearly integrated 
program designed to firmly establish our 
Industrial Supply Distributors as head- 
quarters for all standard abrasive needs, 


Behind the now familiar slogan “Call in 
CARBORUNDUM’”, hard-hitting ad- 
vertising in scores of leading industrial 
publications consistently smashes over 
your qualifications for rendering prompt, 
practical attention to grinding, sanding 
and finishing problems and products. 
It identifies you with one of the most 
favorably known trademarks in abrasives. 


With aggressive, unselfish advertising 
support like this = abrasive products 
that live up to their reputation and a 
ready market in practically every concern 
you serve...you can’t miss by featuring 
abrasives by CARBORUNDUM. There 
is plenty of volume and profit in it for 
you. The Carborundum Company, Niag- 
ara Falls, New York. 


Abrasives by 
CARBORUNDUM | 


TRADE MARK 
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Ralph J. Smalling, formerly manager of 
the B. F. Goodrich Co. Tacoma, Wash., 
branch, has started the Industrial Rub- 
ber and Supply Co. in that city. He will 
specialize in mechanical rubber and 
material handling equipment. 


Gage Manages Belknap, 
Gibson Retires 


Charles A. Gage has been made vice- 
president and general manager of Bel- 
knap Hardware & Mfg. Co., Louisville, 
succeeding William C. Gibson, who has 
retired after an association of 46 years. 
Mr. Gage joined Belknap in 1922 as an 
order clerk. He was appointed assistant 
superintendent in 1925, became a direc- 
tor in 1930, and superintendent in 1935. 

Other veterans of the concern who re- 
tired were: Martin Stocker, assistant 
buyer, after 48 years of service; Henry 
Knadler, shipping department manager, 
after 46 years, and-John Irwin, manager 
of the harness stock department, after 
38 years. 


Only the Bristol “B-LINE” has the you by a Bristol Mill Supply repre- 
right socket screw for every applica- sentative on request. Write us today. 
tion... and the right belt fastener 

for each type of belt .. . 4 chances <= 


YATE 
for you to get an order on every call. 


NEW DISTRIBUTORS! A presen- B R I$ T 0 F 
a 


tation describing Bristol’s ““B-LINE” ONC G 
Plan for Distributors . . . 100% dis- 
tributor policy, profit structure, pro- 


motion plans, etc. will be shown to 


THE BRISTOL “B-LINE’ 


Lewis C. Moon has been made district 


The lofty -[ ine F0 More Sales and Pott Ss sales representative in the Philadelphia 


area for the Medart Co., St. Louis. 
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These BAY STATE abrasive 
products, manufactured with 
large pore spaces are espe- 
cially suitable for SURFACING 
and TOOL and CUTTER jobs 
that require extra coolness of 
cut and heavy, fast removal 
of metal. 

Our sales and distributor repre- 
sentation is located in nearly 
every principal city. Let them, 
and us, solve your grinding 
problems. 
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Consistently D 
Y STATE ABRASIVE PRODUCTS CO. + WESTBORO, MASSACHUSETTS, U. 
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Why depend upon one large centralized 
air compressor when you can have many 
decentralized small departmental units? 
Departmentalized air is flexible, econom- 
ical and dependable. Brunner Air Com- 
pressors meet the requirements of most 
shop departments. Savings in power alone 
are substantial by departmentalizing com- 
pressed air. Brunner small displacement 
compressors provide air at high pressures 
and can readily be adjusted to the pres- 
sure needed in the departments where 
used. This system also removes the bar- 
rier of low and fixed pressure common 
to industrial plants. 


Brunner Two Stage Automatic Air Com- 
pressors are available in all sizes from 1% 
to 10 h.p. They are recommended espe- 
cially where pressures above 150 Ibs. to 
the square inch are desired and by effec- 
tive intercooling and proper design will 


operate at these high pressures without | 
undue heat and with a minimum of car- | 
bonization. Brufiner Compressors are | 
the last word in modern air compressor | 


design, efficiency and reliability. Write 
for our Catalog which describes the 
complete line. 


BRUNNER MANUFACTURING CO. | 


UTICA 1, NEW YORK, U.S.A. 
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Pa pa ue 
Vv. B. Chism, who has been with the 
Machine Tool & Supply Co., Tulsa, for 
several years, has been made purchas- 
ing agent following the resignation of 
J. E. Manchester. 





Woodbury Presents Flag 
To Portiand Police 


S. F. Woodbury, Woodbury & Co., Port- 
land, Ore., distributing firm, has an office 
overlooking the new headquarters build- 
ing of his city’s police department. Sev- 
eral months ago, he discovered that the 
new structure had just about squeezed 
through to completion on the appropri- 
ation allowed, but that there was nothing 
left to provide a flagpole and flags. 

Realizing that months, if not years, 
would go by before the oversight could 
be corrected, Mr. Woodbury presented the 
police department with an handsome 44- 
ft. tapered steel flagpole, complete with 
trucks, fittings and two flags. 

In making the presentation speech, Mr. 
Woodbury made some cogent remarks. 
His talk, in part, follows: 

“It has always been my conviction 
that the Stars and Stripes should fly from 
every public building and school house in 
the United States every day in the year, 
as a constant reminder that we are citi- 
zens of a great country which protects 
its people in their homes and abroad, and 
guarantees to them many precious rights. 

“Because of the many complexities and 
hurry of modern life, we are prone to 
accent the few inequalities we see in gov- 
ernment and forget how free we are to 
do the things we wish, and if we could 
see more flags flying, it might cause many 
of us to appreciate a little more just how 
fortunate we are to be under its pro- 
tection. 

“It seems to me particularly appropri- 
ate that the Police Bureau should have a 
flag of its own because you are here spe- 
cifically to carry out the laws of your city 








Wiese 


GTEELGRIP 


Flexible It Lacing 


PLEXGRI 


Round Belt Couplings 
d hells 


FLEXG RIP R oF Belt 
j ind SUREGRIF 


ARMSTRONG-BRAY&CO. 


The Belt Lacing People” 
CHICAGO 30 U.S.A. 


MILL SUPPLIES © AUGUST, 1946 





and your country, of which the flag is a 
symbol. The attitude of many of our citi- 
zens is governed by their contact with 
the Police Bureau, and Portland is in a 
singularly fortunate position in having a 
staff of officers whose chief object is not 
to enforce the law in an arbitrary manner, 
but to teach our citizens that they should 
know the laws which they themselves 
make, and should follow them through, 
in letter as well as in spirit. I think it is 
a great privilege that each of you is 
charged with the responsibility of further- 
ing in our people greater respect for their 
government and for our institutions, and 
I am sure all of you are very happy to 
have been chosen, under strict selection, 
to wear the uniform of our City and be 
sworn in as a defender of our flag.” 


Harper & Reynolds 
J 3 ye, ° t 2 ly Abandons Retail Trade 
oy! OCW AU The Harper & Reynolds Corp., Los 
Angeles distributing firm, has given up 


Te) r R E D U C i i G all retail activities and now operates on 


a wholesale basis entirely. Prime lines 
: (@) ©] L C @ ] 5S T g are industrial supplies and hardware for 
the dealer trade. 

: E. G. Norberg, sales manager, has 
taken on a new assistant in G. F. Conrad 
1 CELFOR TWIST DRILLS and has moved George Huey, former as- 
sistant to the sales manager, to the sales 

force. Mr. Norberg uses the position 


9 CELFOR REAMERS of “assistant” as one of the steps in his 


training course for outside salesman, be- 


CELFOR CARBIDE lieving that it gives the prospective sales- 
CUTTING TOOLS man an insight on selling that proves 


valuable on the outside. 





You MAKE CERTAIN of getting 
tool quality, you make sure of low tool 
costs, you simplify your tool buying when 
you specify CELFOR tools—the only line 
including drills, reamers and carbide cut- 
ting tools. 


Specify (ay ordering from 


your distributor —or write direct to us . 


R TOOLS 
C ELFO EQUIPMENT COMPANY 


AN A 





Waren bict 4. 
ar BERRIEN PRIN p» 
Kenneth |. Silvis, formerly in the 
cost and payroll department, 


Eaton Reliance Division, Massil- 





Products of CLARK © TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES © AXLE HOUSINGS « BLIND RIVETS lon, 0., has been promoted to the 
INDUSTRIAL TRUCKS AND TRACTORS « HIGH-SPEED DRILLS AND REAMERS ingansta ena Hing entee do 
METAL SPOKE WHEELS ¢ GEARS AND FORGINGS « RAILWAY TRUCKS partment. 
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"X” MARKS 
THE PRODUCTS 


UNBRAKO, 


Reg. U. S. Pat, OF. 


A “Unbrako” Socket 
Set Screw with the 
Knurled Cup-Point 


B "Unbrako” Knurled Socket 
Head Cap Screw 


C "Unbrako"” Socket Set Screw 
with Knurled Thread 


D “Flexloc” all-metal 
one-piece Self- 


Locking Nut 


that mean mote sales, 
easier handling 
and greater profits 


you 


What a vari- 
ety of products 
.. . Of finest quality, 
unique designs, out- 
standing talking points, — 
yet at competitive prices. Re- 
peat orders testify to their popu- 
larity. With the added backing of 
extensive advertising and complete 
distributor cooperation, you'll say 
too, that these are the products for you 
to handle. There is still seme territory 
open...why not write to us today for 
ovr attractive dealers’ proposition? 


E “Hallowell'’ Workbenches 
of Steel 


F “Hallowell'’ Speed Tool Kits 


G “Hallowell” Chairs and Stools 


H "Hallowell" Deluxe 
Shop Furniture of 
Steel 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., BOX 519, BRANCHES: BOSTON * CHICAGO - DETROIT : INDIANAPOLIS « ST. LOUIS - SAN FRANCISCO 
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A. L. Lanham (left), new manager of 
the Seattle office, Washington Belting 
& Rubber Co., talks selling with ex- 
Marine R. F. Sherman, new outside 
salesman for the distributing firm. 


Lanham Manages 
Washington Rubber 


A. L. Lanham has been made manager 
of the Washington Belting & Rubber Co., 
Seattle distributing company. Mr. Lan- 
ham was formerly with the Gates Rubber 


| Co., first as sales engineer in the north- 


west territory and then as manager of 


| the firm’s Seattle office. R. F. Sherman 
and John F. Burns have joined the outside 
| sales force in the Seattle office of Wash- 
| ington Belting, while Raymond Scott is 


in the territory for the Tacoma branch 
office. 


Railroads Present 
Policy Suggestions 


Any action by Government which has 
the effect of relieving any transportation 
agency from bearing the full costs of pro- 
viding transportation services is contrary 
to the public interest, states a brief pre- 
sented by the Association of American 
Railroads to Rep. Clarence F. Lea, chair- 


|} man of the House Committee on Inter- 
| state and Foreign Commerce. The report 


lists eight of the “more important” steps 


| the government should take to achieve 
| “a sound policy for a sound system of 


transportation.” 
The seven other recommendations were 


| treated with measured comment but al- 
| most one fourth of the brief was directed 
1 to rebuke of Federal subsidization of 
| highway, waterway and air transporta- 


tion. The seven other proposals dealt 
with equitable taxation for each agency 
of transportation, more stringent scrutiny 
of Government expenditures for transpor- 
tation facilities, mitigation of regulations 
on consolidation by operators of two or 
more different modes of conveyance, the 
establishment of a single Government 
agency for administration of all carrier 
rules and interests, and revamping of 
anti-trust, bankruptcy and labor rela- 
‘ions statutes as applicable to railroads. 





Look Ahead with 


Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 
NEW YORK + DETROIT + CHICAGO = ST. LOUIS + LOS ANGELES 
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50 Men 


from Missouri 


HESE 50 people devote their 

full time to engineering 
projects aimed at making Weather- 
head products better—for less. 
They have “to be shown” by sci- 
entific tests just how good a prod- 
uct really is. And then, they often 
reverse the situation and show us 
how we can improve the products 
you use, 


Our testing laboratories are 
equipped to reproduce every 
condition under which Weather- 
head products may be used. 
For example— 


(1) A tensile strength test- 
ing device gives brake hose 
a 1000 pound pull. (2) Tube 
fittings are subjected to 1800 
vibrations a minute. (3) Hot 
salt is sprayed on valves and 
fittings to test the finish. 


And there are scores of other 
scientific tests which help our “50 
men from Missouri” determine 
what can be done to give you 
better Weatherhead products at 
lower cost. 


It's this kind of extensive test- 
ing, plus modern methods of 
product development, design, and 
manufacturing, which is making 
"Look Ahead With Weatherhead” 
more than a slogan! 


ATTENTION AUTOMOTIVE ENGINEERS 


Every car, truck or bus on the 
road today is equipped with 
Weatherhead drain cocks and 
fittings. Most automotive 
vehicles use from 1 to 10 
other Weatherhead products, 





“Why | Prefer 


TRIPLEX 


Recently a TRIPLEX buyer told us, “I prefer 
TRIPLEX for toughness because I believe 
the most important thing in threaded 
fasteners is stronger holding power.” He 
learned from experience that TRIPLEX Cap 
and Set Screws, Nuts and Bolts are made 
of the finest steel available for the purpose. 
Cap Screws are made in all four heads and in all standard 
lengths up to 8 inches. Write us today and you'll soon be going 
the TRIPLEX way. Don’t forget to ask for our free wall chart. 


THE TRIPLEX SCREW COMPANY « 5307 crant Ave., Cleveland 5, Ohio 
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Don W. Nash, new manager of the 
Salem Steel & Supply Co., Salem, Ore., 


| started with the company 12 years ago 


as a truck driver and has held every 


| sort of job since except that of outside 


salesman. 











Frederick Kester Dies, 
Beals, McCarthy Veteran 


Frederick W. Kester, a veteran em- 
ployee of Beals, McCarthy & Rogers, Inc., 
Buffalo, died at his home early in July. 
He was 71 years old and had been ill 
for the better part of a year. 

Mr. Kester started with the supply com- 


| pany as an office boy in 1892 and, subse- 
| quently, became a stock clerk, salesman 


and finally store manager in 1925. On 
his fiftieth anniversary with the firm in 
1942, fellow employees honored him as 
the oldest employee in point of service. 

He is survived by his widow, a son and 


| a daughter. 





E. K. Burt, for many years a salesman 
for the Cincinnati distributing firm, E. 
A. Kinsey Co., has been made manager 
of its indianapolis branch. He succeeds 
his brother, W. P. Burt, who has re- 
turned to the home office as vice-presi- 
dent of sales. 





MAKE BIGGER SALES 


of machinery and equipment 
with this 


TIME PAYMENT PLAN 


HERES WHAT YOUR 
CUSTOMERS PAY 


PER *1,000 
OF Here IS A PLAN that enables you to step 
FINANCING up sales of heavy machinery and equipment... to 


customers and prospects who prefer to spread payment 


over a period of time. 





ements Our Heavy Machinery and Equipment Financing Plan 


$32 50 pays you your full selling price in cash, and it doesn’t . 








cost you a penny to use it. We purchase the financing 





paper from you without recourse; you assume no credit 
24-Month Terms 


67.90 


| yours for the asking. Let us send you a copy... with 


risk or contingent liability. 


A booklet which you can use in offering this plan is 








36-Month Terms more information about how this plan will work for 


$107.50 you. Write to the nearest Commercial Credit office 
listed below for Booklet No. HI-1. 











COMMERCIAL FINANCING DIVISION: COMMERCIAL CREDIT 


BALTIMORE, NEW YORK, CHICAGO, LOS ANGELES ‘ae PANY ye: 
more than bie PAL, 


ta and Surplus 
SAN FRANCISCO, PORTLAND, ORE. ie wa 


BALTIMORE 


| 
OPERATING OFFICES IN ALL PRINCIPAL CITIES OF UNITED STATES AND CANADA ws 
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~-RB&W CAP SCREWS 


Furnished Bright or Hi- 
Carben Heat Treated, 
RB&W Cap Screws give 
your product maximum 
fastener strength and finest 
appearance... and they are 
held to close tolerances 
that just a few short years 
ago were considered im- 
possible for a commercial 
product. 

Uniform physical prop- 
erties are assured by scien- 
tific selection and prepara- 
tion of raw material, use of 
the latest type of modern 
equipment and a system of 
quality control followed 
throughout production. 


COMPLETE RANGE — RB&W Cap Screws are produced in a size range up 
to 1”x8” and are stocked through 1x6” in Bright and %" in Hi-Carbon 
Heat Treated. The Heat Treated screws have a black, satin-lustre finish 
obtained by a special RB&W process. 


QUALITY CONTROL — Mechanical and physical examination of PREPARATION — Hi-carbon and alloy steels are prepared for cold- 
taw material plus continuous inspection at every stage of manufac- forming in these spheroidizing furnaces, which improve the micro- 
ture provide assurance of uniformity and top quality. structure of the materi 
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PRODUCTION — Impressive tonnage output daily comes from 
this battery of machines, representing only a fraction of RB&W 


LARGEST MACHINES -- These machines have capacity for pro- 
ducing Cap Screws cold up to 1’’ diameter and offer maximum attain- 


Cap Screw manufacturing capacity. ment in close tolerance work. 


2 
ae 





SE on 
ge 





. 


UNIFORM TREATMENT — All RB&W Hi-Carbon Cap Screws are 
hardened in atmospheric-controlled furnaces. A very close auto- 
matic temperature control and other features provide uniform and 
thorough heating, with complete freedom from scale. 


TEMPERING — After oil quenching, RB&W Hi-Carbon screws are 
tempered in batch type draw furnaces. The final step is the applica- 
tion of the special satin finish which distinguishes this high strength 
product. 


Rac ‘The complete quality line 
u etiong the things that make america stinng 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices at: Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. Distributors from 
coast to coast. Order through your distributor and get prompt service for your normal needs from his stocks. Also, the industry's most complete, easiest-to-use catalog. 


101 YEARS 
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In pumps, valves, traps, meters, burners, 
cookers, lubricators, etc. —a little foreign 
matter can cause serious damage. It is wise 
economy and sound practice to install strain- 
ers ahead of them to protect the equipment, 
to save maintenance costs, to eliminate shut- 
downs, Kieley & Mueller makes all types and 
all sizes of strainers for you to sell for every 
Steam, gas, water, oil or chemical applica- 
tion. They are correctly engineered to assure 
maximum flow with minimum pressure drop, 
end are designed for easier cleaning. And 
they are correctly priced to give you a worth- 
while margin. 


Type 330, at top, is made in 1/,” to 18” sizes, 
with strainers of bronze, monel metal or 
18-8 stainless steel. Below are “Y” strainers, 
type 340, available in 1/," to 6” sizes. 





We can fulfill your strainer requirements 
with immediate shipments from stock. Write 
for catalog 66-C which covers “Y,” basket, 
straight flow, and offset strainers. 


HIELEY & MUELLER, inc. 
MANUFACTURERS OF PRESSURE AND LEVEL CONTROLS SINCE 1879 
2003 - 43rd STREET ¢ NORTH BERGEN, WN. J. 


66 YEARS OF CONTROL PROGRESS 
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NEW LINES 





“Saben ou by 
DINRIBUTORS 


Riechman-Crosby Co., Memphis, is now 
handling the distribution of the abra- 
sive products of the Bay State Abrasive 
Products Co. 

Mortensen Industrial Supply Co., Milwau- 
kee, is stocking the industrial pneu- 
matic tools of the Aro Equipment Corp. 

Danish Transmission Co., New York, is 
merchandising the power transmission 
equipment of the Worthington Pump 
& Machinery Corp. 

E. S. Youse Co., Inc., Reading, Pa., is 
handling the metals of the Bunting 
Brass & Bronze Co., the equipment of 
the Lincoln Engineering Co., and the 
belt accessories of the Clipper Belt 
Lacer Co. 

Ritchie Engineering Co., Minneapolis, is 
distributing the lubricant-retaining 
bearings of the Bound Brook Oil-Less 
Bearing Co. 

Star Machinery Co., Seattle, is handling 
the industrial trucks of Yard-Man, Inc. 

Eugene Mill Supply Co., Eugene, Ore., is 
supplying the abrasives of the Norton 
Co. 

Production Products Co., Seattle, is dis- 
tributing the tools of the Millersburg 








Robert J. McGreevy has been 
made assistant district manager, 
industrial truck sales-engineering, 
Yale & Towne Mfg. Co., Phila- 
delphia. 




















Precisionbilt, like a balance scale, J&I. Permaset Pre- 


formed Wire Rope is designed for balance and built 


for quality by men of experience and skill. 


J&L Precisionbilt Permaset Pre-formed Wire Rope 
is made of J&L Controlled Quality steel—it has the 


strength and stamina for the toughest jobs. 


JONES & LAUGHLIN STEEL CORPORATION 


GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, PENNSYLVANIA 


Jal (Hrecioimbele- PERMASET PRE-FORMED WIRE ROPE 
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The rounded nose ae 
mits working in 
Spaces—no sharp edges 
to nick wires 


Ma tched 
jaws—ser- 
vated inside 
—for sure 


grip 


Sharp knives 
are matched 
and honed to 
assure clean 
cutting 





Hinge—perfect fit— 
jaws do not get out 
of alignment 


a ‘ect balance 
weight 

pe distri uted 

makes Klein’s 

easier to use 


Ask a lineman —electrician—or a skilled craftsman 
in any field why he prefers Klein pliers. He may 
mention the balance of Kleins that makes them feel 
comfortable—the sharp knives that stay keen even 
after years of service—the jaws that grip tight or the 
spring in the handles that prevents tired hands. 


All of these qualities are evidences of the careful 
design—the years of experience—the hand-crafts- 
manship methods by which Klein pliers are made. 


But even more, they typify the careful control of 
every step in the manufacture—from the specifica- 
tion of the high grade tool steel made to our analysis 
to the individual inspection every pair of Kleins 
receives before it is boxed ready for shipment. 


Today, because demand exceeds supply, it may 
be some little time before your requirements can 
be satisfied. But, keep Kleins on order . . . these 
quality tools are worth waiting for. 


Foreign Distributor: 
International Standard Electric Corp., New York 


WHY 


STAND FIRST 


“Hand fit” handle 


Spring tempering 
in the handle, pre- 
vents tiring hands 





& Sons 


oom WO LE EN con 
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Reamer & Tool Co., and the grinding 
wheels of A. P. deSanno & Son, Inc. 

Salem Steel & Supply Co., Salem, Ore., 
is handling the hoists of Manning, Max- 
well & Moore, Inc., the tools of Arm- 
strong Bros. Tool Co., and the steel 
rules of Carlson & Sullivan. 

Corbin Supply Co., Macon, Ga., is dis- 
tributing the cables and gages of the 
American Chain & Cable Co., the buck- 
ets and cans of the Rochester Can Co., 
and the extinguishing equipment of the 
C-0-Two Fire Equipment Co. 


Conveyor Company 
Changes Name 


The name of the Coaltoter Conveyor 
Co., Chicago, has been changed to Ma- 
terial Movement Industries. According 
to Horton Conrad, managing partner, 
the change was made to more accurately 
portray the breadth of the firm’s equip- 
ment and activities. The company manu- 
factures electric and gasoline engine- 
driven portable conveyors for handling 
bulk and packaged materials. 


Boom Is Forecast 
For Metal Powder 


H. E. Hall, president of the Metal 
Powder Association and of the Metals 
Disintegration Co., Elizabeth, N. J., said 
that the output of the industry in 1947 
will approach the wartime peak of 200,- 
000,000 lbs. annually. Production this 
year will drop to between 80,000,000 and 
90,000,000 Ibs. he said. Heavy demands 
from the automobile, chemical and elec- 
trical industries are expected in 1947 and 
several new uses for powdered metals 
have been discovered. 


New Texas Set-Up 
For Ceco Steel 


Ralph K. Alexander and William A. 
Smith have been moved to the Houston 
plant of the Ceco Steel Products Corp., 
Chicago. Mr. Alexander, newly appointed 
manager, was recently district sales man- 
ager at Oklahoma City. Mr. Smith, for- 
merly assistant manager, Washington, 
D. C., is Mr. Alexander’s assistant in 
Houston. 

Ceco has purchased eight acres of land 
and plans to erect a new plant for the 
fabrication of reinforcing bars, steelforms 
and steel joists. The plant will be located 
on the M. K. T. railroad, adjacent to 
White Oak bayou in Houston. 





The New 214” to 4” Geared Pipe Threader 
Chal a ber cater U0 tde 


New FRITZE30D No. 4P 


@ Surprisingly easy to handle — that’s one big advantage you 
find mitm@mim has engineered into this new 4P, one your 
customers have long wanted. Geared die stocks for 2'2"to 4" 
pipe can’t be featherweight but they can be easier to use — 
and this one is. It assures smooth perfect threads with least 


Balanced loop handles make 
new 4P extra easy to put on pipe. 


Quick-setting workhold- 
er sets to pipe size before 
putting on pipe. 


Millions of RITID 


Tools in use 


& 


possible effort. Look, now— 


New 4P is 
extra easy 
to Carry. 


Lt 


New 4P has 5 chasers for smoother threading. 


Balanced Loop-handles. Easy 
to pick up, easy to put straight 
on pipe — no slipping or tipping 
et And easy to carry with one 
hand. ... 


Quick-setting Workholder. 
Mistake-proof— you set it to size 
before you put it on pipe, then 
tighten only one screw. No bush- 
ings to bother with or lose. ... 


Easy Pipe Threading. Four 
sets of 5 high-speed steel dies 


easily cut clean accurate threads, 
standard or tapered, drip threads, 
short nipples. Ratchet handle 
with each 4P; Rig@miD universal 
drive shaft available for power 
drive. ... 


Extra Easy Upkeep. Twin- 
anchored drive shaft turns in oil- 
less bronze bearing — never needs 
oil. Grease packed gear is fully 
enclosed, safe for you, safe from 
dirt and wear. — 


Your customers will like the new rugged steel-and-malleable 4P— 
it’s a true worksaver RI@AID, precision made throughout — more 
for the money. Production still limited — write for full information. 
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The Ridge Tool Company 
Elyria, Ohio, U.S. A. 

















METAL CUTTING 


BAND SAWS 


These tough, free-cutting saws give 
greater efficiency and increased life, 
reducing operating cost. Here is a 
band saw your customers will like 
and ask for— assuring you repeat 
orders. 

The sales possibilities of Sterling 
Band Saws—as well as the full Super- 
Sterling line of saws—offer attractive 
profit to progressive Mill Supply Dis- 
tributors. 


WRITE FOR OUR DISTRIBUTOR PLAN! 


The Complete Line.....PLUS 






Super 
K Steriing / . : 
gee DIAM ! N D SAW WO RK §, inc 


yy r 
BREW: WO 
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Charles J. Reagan, Baltimore represen- 
tative, Chicago-Latrobe Twist Drill 
Works, took four bass, one a five- 
pounder, from a recently opened reser- 
voir in Maryland. 





Rainey Heads Sales 
For Morse Twist 


M. J. Rainey has been made general 
sales and advertising manager of the 
Morse Twist Drill & Machine Co., New 
Bedford, Mass., recently purchased sub- 
sidiary of the Van Norman Co., Spring- 
field, Mass. Joining the Morse organiza- 
tion in 1921, Mr. Rainey represented 
the firm in Europe and the British Isles 
until 1926, when he returned to this 
country to become assistant sales man- 
ager. In recent years his activities have 
been directed to the problems of Morse 
distributors in this country. 


William North 
With Ferry Cap 


William H. North has joined the saies 
department of the Ferry Cap & Set Screw 
Co., Cleveland, as assistant to H. Allen 
Hall, secretary of the concern and in 
charge of mill supply and jobber sales. 
In the Army for the past three years, Mr. 
North served as captain in the Trans- 
portation Corps. He is the son of H. D. 
North, president of the fastener concern. 


Kush And Parrish 
Join Rust-Oleum 


FE. W. Kush and R. B. Parrish have 
joined the sales force of the Rust-Oleum 
Paint Corp., Evansville, I]. Mr. Kush 
has been appointed in the railroad sup- 
ply field with headquarters in Denver. 
Mr. Parrish, of Jackson, Mich., has been 


made industrial representative in the 


“| Michigan territory. 








YOU CAN MAKE MORE 
MONEY SELLING 


HAMPION 


Champion Fluorescent and Incandescent 
Lamps make it easy for you to sell the good, 
steady volume lamp users you've never been 
able to gather in before. 

Champion Lamps have the quality that 
brings back the repeat business. 


Champion Lamps are easy to handle 


and to sell. No red tape, contracts or restric- 
tions of any sort. You get all the volume 
and profit there is in this universally needed 
supply item. 

You can make more money selling 


Champion Lamps. Better look into it. 


CHAMPION LAMP WORKS 


my 71, 


r ECTR 


Massachusetts 


AMP 


MILL SUPPLIES © AUGUST, 1946 








- 
GET RID OF LEAKY VALVES 


S the Deder way 











RESEATING — 
MAKES THEM 
LIKE NEW 


Again! 





Beat rising production costs with proper maintenance. Stcp replacing 


CUSTOMERS ™ 
fit by it 


of Dexte a 
story ehese ads i 


SELL YOUR 
and pro 


r Valve Reseating 
n sndustrial, 


— it’s free, interesting and valuable to you. 
Opportunities oper for Distributors. 


The Leavitt Machi 
170 E. River egal Company 


IF YOU CAN’T | Orange, Mass. 


Plea : 4 
SEND AN | Please send information on how a Mi 


| _can make mon Il Supply 
Reseating Outfi y selling Dexter Vaj 
ORDER---.- S " 


= at SE eaaey 
SEND YOUR § | Title — 
eal a earn 
PROBLEM SO Seca arg gre 
ESET Rr oe 


—— 


| 
| 
| 
Name | 
| 
| 


| 


= 


THE LEAVITT MACHINE COMPANY - ORANGE, MASS. 


AUTOMATIC AIR SEPARATORS 
DRAINS © LATHE CHUCKS 


VALVE RESEATING MACHINES 
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Hogarth Henderson, who recently com- 
pleted an 18-month tour of service with 
Gen. Hodge’s army, has returned to W. 
M. Pattison Supply Co., Cleveland, and 
has been assigned a sales territory in 
the Cleveland area. 





New Field 
For Diamond Abrasives 


Henry L. Ernstrom, sales manager for 
J. E. Haseltine & Co., Portland, Ore., 
mentions one of those newly “discovered” 
fields which are always cropping up to 
add zest to the industrial supply business. 
It originates with a new number recently 
added by Industrial Abrasives to its line 
of grinding wheels. It is a machine for 
the use of optical lens grinders. 

In grinding lenses for spectacles, about 
20 to 25 different wheels are used with 
the machine, a wheel being necessary for 
each angle, but the time saving for the 
grinder is very great, over established 


| methods of rough grinding of the blank. 
| The rough grinding can now be done on 
| the machine in about five seconds per 
| lens. It is no great wonder, then, that 
| within a week after the new machine 
| came out, Haseltines had sold several of 
| them with the necessary wheels with just 
| a little preliminary talking up among 
| the grinding establishments in the vicin- 
| ity. It has gone so well that they are now 


putting on a specialist to cultivate this 
trade. 
The machine itself, although it sells 


| for about $500, is not the most attractive 


feature. It is the wheels that run up into 
real volume, since they sell for some- 
thing over a hundred dollars each. Some 
grinders also have machines already 
which can be converted to utilize the 
wheels. The wheels, being of small size 
are convenient for stocking and handling. 





UPSON-WALTON 
LW a fe) oT: 


LANG 


U-W Lang Lay (in which, un- 
like other types of wire rope, 
the wires and strands are twist- 
ed in the same direction) offers 
many advantages to many users. 


For dragline excavators ... shovels... slope haulages 
and inclines; for backfillers, slushers, carryall scrapers, 
and traction ropes on aerial tramways—wherever there 
are severe abrasion conditions and wherever excep- 
tionally good flexibility and maximum resistance to 
bending fatigue are necessary, U-W Lang Lay rope can 
be counted upon to do the best job. 


Lang Lay provides the greatest resistance to abrasion 
because the outer wires have a much greater wearing 
surface—almost three times as much as regular lay! This, 
in turn, provides greater metallic bearing which re- 
duces wear on sheaves and drums as well as on the rope 
itself. It should, however, in almost all cases be Pre- 
formed to prevent untwisting and provide longer serv- 
ice at lower operating cost. 


U-W Lang Lay ropes are available with hemp center 
or IWRC (Independent Wire Rope Center). 

For best service where wear is hardest, specify U-W 
Lang Lay, Perfection Grade, Layrite Preformed. 


sAll Upson-Walton Products Available 
Through Your Local Uoson-Walton Distributor 


Established 1871 


Copyright 1946—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


“ P _= P = P a 
VHauukacturers of Were make Were Rone Fittings Tackle Blacks 


MAIN OFFICES AND FACTORY 


737 W. Van Buren Street 


Chicaao 7 


CLEVELAND 13, OHIO 


Building 


Pittsburgh 27? 


241 Oliver 
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Combat Rising oo" 


uth WENDT-SONIS 
Carkide “Pitpped 


END MILLS 


PRODUCTION DATA REPORT 


Milling 5" (.625) slot !/,” (.250) deep and 12” long in 
cast iron on a Kearney Trecker vertical milling ma- 
chine. 

H.S.S. six flute end mill. 

Wendt-Sonis carbide tipped four flute end mill. 


WITH H.S. S. WITH WENDT-SONIS 
SPEED: 480 rpm. 900 rpm. 
FEED: 51/2 in. per min. 12!/, in. per min. 
RESULTS: 19 pieces per grind 127 pieces per grind 


AVAILABLE IN TWO, 
FOUR AND SIX FLUTE 
DESIGNS .. STRAIGHT, 
RIGHT AND LEFT 
HAND SPIRALS ... 
STRAIGHT AND TAPER 
SHANKS. 


Wendt-Sonis End Mills will make your customers’ produc- 
tion problems easier — help combat rising costs. Available 
for immediate shipment with the correct grades of carbide 
for milling steel, malleable, cast iron, non-ferrous and non- 
metallic materials. These carbide tools are exclusive W-S 
designs. All shanks are scientifically hardened. More cubic 
inches of stock can be removed per minute. Can be re- 
sharpened repeatedly. Investigate the complete line of 
Wendt-Sonis Carbide Tools today! WENDT-SONIS COMPANY, 
Hannibal, Missouri, (Tel. LD6) and 580 North Prairie Ave., 
Hawthorne, Calif., (Tel. Oregon 8-2655). 


WENDT Sons 


CARBIDE CUTTING TOOLS 


BORING TOOLS @ CENTERS © COUNTERBORES © SPOTFACERS © CUT-OFF 
TOOLS © DRILLS © END MILLS © FLY CUTTERS ‘© TOOL BITS @ MILLING 
CUTTERS @ REAMERS @ ROLLER TURNING TOOLS © SPECIAL BITS 
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New Salesmen 
In Seattle 


Walter H. Wroughton and Stewart 
Hockom made new connections in Seattle. 
Mr. Wroughton, formerly with the Camp- 
bell Hardware & Supply Co., Seattle, is 
now traveling in the territory for Produc- 
tion Products Co., another distributing 
firm. Mr. Hockom, recently with the 
Gates Rubber Co., Denver, is an inside 
salesman for Industrial Products Co. 


Three Civic Posts 
For Healy 


During a recent 10-day period, Ray 
Healy, Erskine-Healy, Inc., Rochester, 
N. Y., was elected an official of three 
Rochester organizations. In the same 
order, he was named vice-president of the 
Rochester Ad Club, vice-president of the 
Oak Hill Country Club and elected to 
the board of directors, the Rochester 


Club. 


Burtch And Hobbs 
Advanced By Roebling 


Forest S. Burtch and William Hobbs, 
Jr., have been promoted to new positions 
with John A. Roebling’s Sons Co., Tren- 
ton. Mr. Burtch, now manager of sales, 
wire rope division, joined Roebling’s 
wire rope engineering’ division in 1923. 
He had been manager of sales for the 
aircord division since 1943. Mr. Hobbs, 
who has taken over the aircord division 
position formerly held by Mr. Burtch, has 
been a member of the engineering staff 
since 1934. 


Added Quarters 
For Craft Shop 


The Craft Shop, industrial supply com- 
pany in San Diego, Calif., is currently in- 
creasing its floor space by one-third, ex- 
panding into an adjoining building, ac- 
cording to W. F. Morefield, general man- 
ager. The home craft tool and equipment 
lines will be segregated in a special de- 
partment as soon as supplies become 
available. 

Two new men recently joined the sup- 
ply firm. Frederick Easom, formerly in 
the Army, is an outside salesman, and 
R. A. Williams, from the Navy, has been 
put in charge of inventory control. 

















You are not being facetious if you tell 
your customers “you can put all your 
eggs in one Gasket’’ DURABLA Gaskets, 
made from this long established, time 
tested, quality produced Sheet packing 
have literally been everywhere and 
dealt with every gasket problem that 
medern engineering progress has de- 
vised. If temperatures go higher, DUR- 
ABLA can deal with them; if pressures 
go higher, (and they certainly will), 
DURABLA insures pees reliable, high 
pressure joints. ‘ 

Every gasket shown here represents 
a different problem, just 40 of the thou- 
sands of gasket problems in our service 
records. But for these 40 packing prob- 
lems, for these 40 types of gaskets, just 
one type of DURABLA SHEET PACKING 
was needed and only one type of 
DURABLA sheet is made — versatile, 
adaptable, economical. 


BUILD GOOD WILL WITH DURABLA 
SHEET PACKING, STANDARD GASKETS 
OR SPECIAL CUT GASKETS 








Address Durabla Engineering Department 
for Information and Bulletin, Reference 6S8 


DURABLA MANUFACTURING COMPANY 
114 LIBERTY ST. NEW YORK’ 


NCIPAL CITIES. FOR CANADA REFER: CANADIAN DURABLA LIMITED. TORONTO 
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?-inch 
line oft pump 
from 3,000 gallons. per 


© 90,000 gallons per hour 


"33,000 for ! “Pumps 


‘Seats never will be a better time than now to get 
all the facts about Barnes “33,000 for 1” Pumps. How 
they will deliver not 1,000 —not 10,000! — but 33,000 
gallons of water for one gallon of gas used. What’s more, 
check up on deliveries of comparable pumps. 

Barnes (7M) Automatic Centrifugal Pumps (The 
Streak) are available for immediate delivery. You don’t 
have to wait. Order 1, or order 100. Your order will be 
filled upon receipt. You can “go places” with Barnes. You 
can do more with Barnes. 


Write, phone or wire. 





Ed LL eee LTTE MANStICLD, Ono 
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DAVID M. RAMSAY 


National Radiator 
Selects Ramsay 


David M. Ramsay was appointed man- 
ager of the Industrial Division of the 
National Radiator Co. of Johnstown, Pa. 
The industrial division manufactures 
process equipment for the chemical and 
petroleum industries. Mr. Ramsay has 
been with National Radiator Co. for five 
years, having been a field engineer in the 
Boston office, assistant manager of the 
industrial division and assistant. to the 
manager of the heating division in charge 
of specialty sales. 

Mr. Ramsay received his primary edu- 
cation in Scotland where he was born. 
He was graduated from Wentworth In- 
stitute with a degree in electrical engi- 
neering and did post graduate work at 
the Massachusetts Institute of Technol- 


ogy. 





Troy McArthur of the shipping 
department, Rogers Bailey Sup- 
ply Co., Chattanooga, prepares a 
length of rope for delivery to a 
customer. 
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AMPCO TWIST DRILL COMPANY 


FAC T RY AN MAIN OF FICE 


m4 
Ve SY TA ALL CGM 
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ELECTRIC SOLDERING IRON CO. Inc. 


172 





F OR nearly two 
decades, ESICO 
has stood for superb 
quality and over-all 


of long, uninter- 
rupted service. Spe- 
cify ESICO — the 
name that assures 
you of satisfaction. 


Write Today for 
te 


Information 
On the Esico Line 


teheg. U5. 





Pat. Of. 








Five former sergeants are with the Indiana Manufacturers Supply Co., Indianapolis. 
They are, left to right, Theodore Sander, Don Stanfield, Walter Miller, Warren 


Griffin and Roy Pape. 


indianapolis Firm 
Expands Force 


Five former sergeants have joined the 
Indiana Manufacturers Supply Co., Indi- 
anapolis, in the past six months, accord- 
ing to Frank M. Cruger and Ben Perkins, 
partners in the firm. 

Four of the men are in training for 
sales jobs, while one handles the supply 
company’s accounting work. The new 
men will be given a thorough grounding 
in the fundamentals of the industrial 
supply business, working through the 
various departments over a period of time 
before “graduating” to city counter sales 
and thence to a territory. 

The new men are: Theodore Sander, 
Walter Miller, Warren Griffin, Don Stan- 
field and Roy Pape. Mr. Pape is the 
firm’s accountant. Only one of the men, 
Mr. Griffin, was with the company prior 
to Army duty. He joined Indiana Manu- 
facturers Supply in 1940 and worked un- 
til August, 1942. 


American Pulley Men 
Join Executive Staff 


Frank E. Brown, Caleb F. Fox, III, W. 
Randle Mitchell and William A. Wil- 
liams have been elected officers of the 
American Pulley Co., Philadelphia. Mr. 
Brown, now a vice-president, will con- 
tinue his duties as general sales manager. 
Mr. Fox, who has been assistant to the 
president, is now a vice-president. Mr. 
Mitchell, now controller, had been con- 
troller in the past, but is now an elected 
officer. Mr. Williams, chief engineer, will 
continue his duties, but likewise as an 
officer of the company. 
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Standards Association 
Lists Achievements 


The American Standards Association, 
a federation of 88 national technical, 
trade and governmental organizations 
dealing with standardization, has pub- 
lished a 24-page booklet listing 845 
American Standards arrived at during 
the organization’s 27-year life. The 
standards include definitions of technical 
terms, specifications for metals and other 
materials, dimensions, safety provisions, 
methods of work and of test, and other 
standards in many industries. 

The standards are widely used through- 
out industry since they represent agree- 
ment on the part of maker, seller and 
user groups as to the best possible prac- 
tice. The booklet is available, free of 
charge, from the American Standards 
Association, 70 East 45th Street, New 
York 17. 


Hicks And Kenyon 
In Detroit For Ahiberg 


R. E. Hicks and L. K. Kenyon have 
been appointed branch manager and fac- 
tory representative, respectively, in De- 
troit for the Ahlberg Bearing Co., Chi- 
cago. Mr. Hicks, who has been with the 
firm for the comparatively short period 
of 10 months, established his reputation 
in the bearing division, U. S. Army Ord- 
nance, Detroit district. Mr. Kenyon, who 
was formerly manager of both the Mem- 
phis and Detroit branches, has been with 
Ahlberg for 11 years since joining the 
firm as salesman. 
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Sula Your fastener Oales i 


WITH OLIVER QUALITY PRODUCTS 








The complete line and high quality of Oliver products are made by modern man- 
OLIVER Industrial Fasteners—bolts, nuts, ufacturing methods, and are dependably 
rivets, lag screws, cap screws—make your uniform. 

sales easier. Accurately made, cleanly 

threaded, Oliver Fasteners meet the most Your customers’ satisfaction with Oliver 
strict requirements of your customers. All Fasteners assures repeat sales for you! 


SOUTH TENTH AND MURIEL STREETS, ~- PITFSBURGH 3, PA. 
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Engineering Products 
Adds Three To Force 


Robert D. Keen, J. H. Knecht and Rob- 
ert C. Chavis have joined the Engineer- 
ing Products Co., Los Angeles distribut- 
ing firm, as sales engineers. 

Mr. Keen has just returned from the 
armed forces and was with the firm be- 
fore entering service. Mr. Knecht was 
formerly sales manager, Emsco Derrick 
& Equipment Co., Los Angeles. Mr. 
Chavis had been project engineer for 
Douglas Aircraft and also chief engineer, 
Zephyr Mfg. Co. 


Smith Names Committees 
For American Association 


Theodore F. Smith, Oliver Steel & Iron 
Corp., and president of the American 
Supply & Machinery Manufacturers’ As- 
sociation, has named the following men 
to the Association’s committee: J. G. Ged- 
des, H. K. Porter, Inc., is chairman of the 
Marketing Methods Committee. Sub-com- 
mittees under this heading are: Sales 
Promotional Literature, headed by W. 
W. French, Dodge Mfg. Co., with J. J. 
DeMario, Raybestos-Manhattan, Inc.; F. 
D. Bowman, Carborundum Co.: Irving 
Lemaux, Jr., Indianapolis Brush & Broom 
Mfg. Co., and John P. Roche, Oliver Iron 
& Steel Corp., assisting; Sales Methods, 
headed by W. W. Kemphert, Worthington 
Pump & Machinery Corp., with G. H. 

Boucher, Pyrene Mfg. Co.; S. W. Gibb, 
i Yale & Towne Mfg. Co.. and A. S. Gould, 
e Oster Mfg. Co.; Research & Survey, 
headed by B. E. Hotvedt, Blackhawk 
Mfg. Co., with Frank L. Campbell, Delta 
File Works, Inc.; J. A. Proven. Sterling 
REA D A L L ABO UT IT Tool Products Co.; John G. Seiler. Tube 
Turns, Inc., and R. M. Johnson, Norton 

in Metal Cutting. It’s a handy pocket size Co. 
booklet on the art of metal sawing, cover. | Robert D. Black, Black & Decker Mfg. 
ing the important points in the selection, Co., is chairman of the Distributor Rela- 
use and care of hand and power hack saw tions Committee, assisted by F. J. Tone, 
Slatin dalailk eles ine ca : Jr., Carborundum Co.; G. H. Halpin, 
; Proper use of the sensa- | Minnesota Mining & Mfg. Co.; R. G 
tional STAR Hack Saw Frame. Copiesare | ppp ne Re 
: kasha . baad Thompson, Lufkin Rule Co., and F. E. 
available for distribution to your custom- Shurte, American Swiss File & Tool Co. 


ers. And they're free to you. The Membership Committee is headed 
CLEMSON BROS., Inc. - Middletown, N. Y. by J. R. Kelley, Manning, Maxwell & 
Moore, Inc., assisted by A. F. Golick, La- 
Salle Steel Co.; G. C. Johnson. Quaker 
Rubber Corp.; Franz T. Stone, Columbus 


j McKinnon Chain Corp., and D. J. Rid- 
/ ings, Porter-Cable Machine Co. 
ater | e f 




















Roger Tewksbury, Oster Mfg. Co., is 
chairman of the Constitution & By-Laws 
Committee and is assisted by J. A. Gard- 

/ ner, Cincinnati Tool Co., and H. P. Ladds, 
ae eae : National Screw & Mfg. Co. 


i Hand and Power Hack Saw 


Blades Frames, Band Saw Blades 
ny 


77 
lawn Machine 
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WRIGHT HOIST UNIT 






ey 





Here is a compact lifting unit you can sell as a package 
item. It’s an abbreviated tram-rail system with all the 
so-called “engineering” taken out of it for your con- 

venience. Your customer’s mechanic can install it in 
' a few minutes. 


This Wright hoist unit consists of an Improved High- 
Speed hoist, a Self-—Aligning Roller Bearing trolley, 
15 feet of I-—beams with end stops, and two 

Utility universal hangers. 


It is speedy, convenient, indispensable in the 
garage, receiving or shipping room, or any place 
where loads must be moved a short distance. 
Capacities: } to 2 tons. There are hundreds of 
places, right in your own territory, where this unit 
is needed. Talk it up to your customers. Use it as 
an item to "get your foot in the door." 

















co York, Pa., Chicago, Denver, Los Ange‘es, San Francisco, Portland, New York, Bridgeport, Conn. 


WRIGHT MANUFACTURING DIVISION 


AMERICAN CHAIN & CABLE 
of oe In Business for Your Safety 
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There’s no better 25 Years Ago 

“B Complex” for Vance McCarthy, formerly vice-presi- 
‘ : dent of the Edward R. Ladew Co., New 

making a business York, has been made vice-president of 

grow than the the Chicago Belting Co. He will make 

tough, lasting his headquarters in New York. 


J. B: Johnston, vice-president of the 


quality built into Standard Scale & Supply Co., Pittsburgh, 

Bower Roller has resigned his post. 

Bearin gs. To : John D. Nicklis, a former president of 
: the National Supply & Machinery Deal- 

shrewd, experi- 


ers’ Association, has been appointed su- 












pervisor of purchases, Manning, Maxwell 


<< & Moore, Inc., New York. Mr. Nicklis 


a will continue to direct the firm’s mill 

| a % supply department. 
= il. Ly, E. D. Morton & Co., Louisville, a dis- 
i . tributor of general factory supplies, has 


added a machinery department and will 
, now handle machine tools. 

4 Ralph W. Cummings, head of the mill 
supply firm of Cummings, Bevis & Levan, 
Lancaster, Pa. has been elected to the 


enced buyers, the Bower “Super Finish’’ means post of first vice-president of the Inter- 

no run-in period—the Two Zone Contact assures national Association of Rotary Clubs. He 
< attended the international convention in 

perfect alignment; the rounded flange shoulder Sitahiied: Secthend, tx June. 


eliminates noise and chipping; the extra deep oil 
‘groove guarantees ample lubrication—all these 


‘features add up to satisfaction. 10 Years Ago 


W. B. Brown, vice-president and sales 


Look over your bearing stocks—roller and ball; manager, Well Machinery & Supply Co., 
and talk to the nearest Ahlberg Fort Worth, Texas, gives an interview on 
Branch. You find here a basic and “What Comes First in Selling.” Salesmen 


will have a better understanding of their 
craft, he says, if they understand that 
selling is largely a matter of human rela- 
tions, and that each man and each case 
must be handled differently. 

Mid-States Industrial Corp., Rockford, 
Ill., is experiencing marked success with 
a booklet called “Speaking From Ex- 
perience” in which the supply firm tells 
an interesting story of its services and 
capabilities. Officials term the booklet a 
fine piece of sales promotion. 

, Mrs. W. J. Anderson, who succeeded 
3026 WEST 42ND STREET | her father to the presidency of the Chat- 
GHCASO 32, RLINOIS tanooga Belting & Supply Co., several 


inclusive service, covering all types 
of bearings and all types of appli- 
cation—a good place to bring 
problems. 


HLBER 






GQ 
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Extra Copper Plus Molybdenum Helps Toncan Iron 


Toncan Iron was originated for one purpose—to lick rust. For nearly 
40 years this material has been used to give sheet metal products 
longer life. 


The high rust-resistance of Toncan Iron is not happenstance. It’s 
the result of combining careful research and skilled alloy practice 
with years of experience. 

! 


As a result, Toncan Iron is made from highly refined open-hearth 
iron which contains a minimum of rust-inviting impurities. With 
this is alloyed twice as much copper as found in copper-bearing steel. 
Molybdenum is added to make the copper produce its maximum 
resistance against rust. As a consequence, Toncan Iron has a uniform 
rust-resistance throughout its entire cross-section that is not de- 
stroyed during fabrication. 


Protect sheet metal products by specifying Toncan Iron—the mate- 
rial that offers the highest rust-resistance of any ferrous material in 
its price class. 


REPUBLIC STEEL CORPORATION 
GENERAL OFFICES . ° CLEVELAND 1, OHIO 
Export Department: isewsitiais ee New York 17, New York 


This advertisement appears in 

the following publications: 

AMERICAN ARTISAN, ARCHI- 

TECTURAL RECORD, ENGI- 

NEERING NEWS-RECORD, TONCAN 
IRON AGE, SHEET METAL ew. 8. Per. OF 

WORKER, STEEL. 
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W. J. ANDERSON 


years ago, recently turned over that posi- 
tion to her husband. Mr. and Mrs. An- 
derson found that last year was one of 
the best in the firm’s history. 

J. E. Biggs, eldest son of the late James 
Biggs, president, general manager and 
founder of Biggs & Co., Wichita Falls, 
Texas, has been running the organiza- 
tion for several years, although elected 
president only several months ago. Mr. 
Biggs, a newcomer to the field when his 
father died, reports that the company is 
in good shape and business increasing. 

John R. Parry, formerly connected with 
the Chase Parker Co., Boston, has opened 
a distributing company at 165 Pearl 
Street, Boston. Frank M. Gosbee, an as- 
sociate of Mr. Parry’s for the past nine 
years, will handle inside sales. 








Knutson Heads Division 
For National Electric 


S. B. Knutson, associated with the 
steel and cable industry since 1934, has 
been made general superintendent of the 
Flexsteel division, Ambridge plant, Na- 
tional Electric Products Corp., Pitts- 
burgh. He takes over the responsibilities 
of the late Earl B. Douglass. 

Mr. Knutson graduated from the Uni- 
versity of Minnesota, School ‘of Mines 
and Metaliurgy in 1934. He spent the 
next seven years as metallurgist and pro- 
duction control foreman at the Gary plant, 
Carnegie-Illinois Stee] Corp. In 1941 he 
became chief metallurgist for McQuay- 
Norris Mfg. Co., St. Louis, and for the 
past two years worked on engineering and 
development of corronizing for Standard 
Steel Spring Co., Coraopolis, Pa. 





Ue: 
No. 105 








This very smooth, light density (semi- 
fluid) grease type lubricant resists water 
and other unfavorable operating condi- 
tions to a marked degree. LUBRIPLATE 
No. 105 not only provides superior lubri- 
cation but offers utmost protection against 
rust and corrosion. Because of its water- 
proof feature and freedom from “‘drag", 
it is ideal for 

Firearms 
Outboard Motors 
Home Appliances 
Fishing Reels 


ee 


Business Machines 





LU BRIPLATE ee: 
Lubricants definitely reduce . 
tion and weer to a minimy : 
They lower power costs and 9 
long the life of equipment sr 
infinitely greater ee ae 
PLATE arrests PF 


LU BRIPLATE 
tect 
es coool action of 
oo and corrosion. This avi 
lone puts LUBRIPLATE far ov 
pare of conventional lubricants. 


LUBRIPLATE ne 
Lubri extremely = 
ee in eee oe a 

long life an **stay- 
a aaetes A little LUBRI- 
PLATE goes @ long way. 





machine parts 
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HOW TO MAKE 
YOUR SALES QUOTA 


The industrial supply salesman mtay often 
find high and low spots if he does not plan 
his work carefully. The purchasing agent 
does not always save the orders for 
“staples”. Sometimes the salesman will fol- 
low the call of a salesman from another 
house and find the order gone. Then too, 
a salesman may be working on a high 
priced item with a particular customer. 
That takes time. The week he gets the 
order is big. The week before and the 
week after, however, may be a little lean. 
The way to keep your weekly volume up 
is to make every call count. Pick an item 
that you have exclusively, that every cus- 
tomer uses and that every customer always 
needs. By asking for an order on it, you 
can make a sale on every call. In this way, 
you keep a backlog behind you that assures 
a good weekly volume, and when the big 
order comes in, it is just so much gravy. 
LUBRIPLATE is just that kind of an 
item, 


Every plant uses lubricants which means a 
wide market. Every plant is constantly 
using them up, so there is a constant need. 
LUBRIPLATE does such an outstanding 
lubricating job that once a plant uses it, 
it will continue to use it. LUBRIPLATE 
gives protected territories to dealers. That 
is why when you work up a customer on 
LUBRIPLATE, no other salesman is go- 
ing to come in ahead of you and pick 
up your order. 


Besides the few LUBRIPLATE numbers 
that cover the general requirements of 
industry, there are numbers that do an 
unusually fine job under certain adverse 
conditions. Take bearings that must oper- 
ate under damp conditions for instance. 
LUBRIPLATE No. 105 and No. 107 will 
do an unusually fine lubrication job and 
prevent rust and corrosion at the same 
time. If it is for an application where 
absence of drag is most important, recom- 
mend No. 105. If it is for gun or cup 
application, recommend the heavier one, 
No. 107. 


LUBRIPLATE is supporting its dealers 
with national advertising. The columns 
on both sides of this one are typical of 
those regularly appearing in over thirty 
trade and technical papers that cover prac- 
tically every industry that uses lubricants. 
Your customers, therefore, have read of 
the advantages LUBRIPLATE offers. The 
spade work is done for LUBRIPLATE 
dealers before their salesmen even make 
a call. The national advertising is backed 
by sales help in the form of special bulletins 
written for the various industries. The 
LUBRIPLATE Tag Plan assures the con- 
tinued use of LUBRIPLATE on every 
machine initially lubricated with it. This 
in itself is big and continued regular busi- 
ness for LUBRIPLATE dealers. 


Thelucky salesman whohas LUBRIPLATE 
to offer need have no worry about weekly 
sales quotas. All he has to do is to ask 
for an order on LUBRIPLATE on every 
call. and he will just about make a sale 
of it on every call. 
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LUBRIPLATE 
No. 107 





IT’S. WATERPROOF! ) 





Industry, especially food packers, have 
long required a waterproof lubricant that 
was clean and easy to apply. LUBRIPLATE 
No. 107 is the answer. It is a general 
purpose lubricant, white in color and just 
the right density for application by pres- 
sure guns or grease cups. LUBRIPLATE 
No. 107, like other LUBRIPLATE products, 
Grrests progressive wear, saves power, 
and protects machines against rust and 
corrosion. It will pay you to try LUBRIPLATE 
and see how it will cut down repairs. 


pees 





FOR Yvour 
MACHINERY 


BALL BEARING 
PLATE lubricant meet. '* the LUBRi- 
thet ha 
ecclaim for use in the poe svat wed wide 
roller beari Ba bell 
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Metal Cutting Band Saw Blades 


THE BEST 
FOR 
PRECISION 


ON 
INTERNAL 


WORK. 





NOW PACKED IN THE BEST BOX 
"t,F NOX" 


opFET Bo, 


N. 0 wires 


Dangerous 
loose 
ends 
can 
be 
withdrawn 
into 
box 


SPRINGFIELD, 
MASS. 


AMERICAN SAW & MFG. CO. 
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EDGE SAWING 


OR EXTERNAL 
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Cyrus E. Wood, personnel direc- 
tor, E. C. Atkins & Co., Indian- 
apolis, has beeri awarded a Cer- 
tificate of Merit by Congress in 
recognition of his outstanding 
work as a member of the advisory 
committee, Selective Service 
System. 





Miley Appointed 
By Janney, Semple 

Neal D. Miley, who left the Navy early 
this year after 33 months in service, has 
been appointed merchandising manager. 
Janney, Semple Hill & Co., Minneapolis 
distributing firm. He will be responsible 
for the development of a dealer advertis- 
ing and merchandising program. 


Pfeiffer A Director 
Of Bingham Company 


Herbert M. Pfeiffer, the W. Bingham 
Co., Cleveland distributing firm, has been 


| elected to the board of directors of the 


company. He is first vice-president of the 
American Society of Architectural Hard- 
ware Consultants and a member of the 
executive committee. 


| Three New Men For 


Tacoma Plumbing 


Ron Hendry, Thomas Moe and Robert 
Van deMark have joined the Tacoma 
Plumbing & Supply Co., Tacoma, Wash. 
Mr. Hendry, an engineer with a 15 year 
background in the construction of pipe 
lines and compressor stations, is a sales- 
man in the Tacoma district. Mr. Moe is 
handling smaller accounts in the city ter- 
ritory, and Mr. deMark, who spent the 





| last few years in war production, has been 


made credit manager. 





SOLD THROUGH 
JOBBERS 


BMC 
Offset Screw Driver 


For regular and Phillips-head screws. The 
ideal tool for work in close quarters. 
Either finger or lever turning. Four-inch, 
hex-wrench handle provides leverage for 
securely setting or removing stubborn 
screws. Provides good visibility around 
screw hole. Tool-steel shank hardened 
for long wear. 


3/16” —1/4”— 5/16” 
Singles 65c; set of 3, $1.50 


Phillips: Point Nos. 1, 2, 3 
Singles 65¢; set of 3, $1.75 


Can be sold in Quantities 
to Factories, Shops, Garages 


This sensational wrench sold by hundreds 
of thousands to the trade during the first 
few months of production. Dealers are re- 


tailing it. like hot cakes ... to factory 
workers, farms, homes, garages and hobby 
enthusiasts. 


That’s because it’s really six tools in one 
—a tool that fits as it grips, and it holds... 
with more than a ton pressure, even when 
the hand is removed. Releases with the 
flick of a finger. Sell it as a wrench. Sell it as 
a pliers. Sell it as an ideal tool for position- 
ing small pieces for drilling, threading, bolt- 
ing, riveting or welding. 






- Multi-lever 
pliers 


- Hand vise &§ 7 


%”. Reteils for $2.7 


Ne. 9—Mex. jaw 
1”. Reteils for $3.50. 


No. 11 — Coming 
with 114” jaw openi 


BMC products are distributed through leading jobbers in 
the hardware, ‘mill supply, automotive, plumbing, electrical 
and aircraft fields, They are all high-quality, guaranteed 
tools, offering good profit propositions. If you have a sales 
potential that matches the opportunity offered, write us 


about it. 





On every welded piping job there 

are sure to be branch lines. Every one 

of these branches provides a market 

for WeldOlet Fittings. Regardless of 

whether the branch line is the same 
size or a smaller size than the run pipe, WeldOlet 
Fittings will provide a safer, stronger, less expensive 
and permanently leak-proof joint. Flow conditions will 
be improved too. wt 


Regardless of what line of welding fittings you carry, 
the addition of WeldOlets to your line will provide 
an added fitting market. Write today for the new 
WeldOlet Fitting catalog and distribution proposition. 


Forged Fittings Division 
BONNEY FORGE & TOOL WORKS - 645 N. Meadow St., Allentown, Pa. 


WELDOLETS. 


# 
pe 
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A. A. Polito, left, and Elmer Stark dis- 
cuss pians for coordinating sales and 
advertising activities for the Standard 
Equipment & Supply Co., Hammond, 
| Ind. 


| Staff Promotions 


For Standard Equipment 


As part of a program to expand and 
attract new business, A. A. Polito has 


| been made manager of sales and Elmer 


Stark superintendent of the general order 


| desk, Standard Equipment & Supply Co., 


Hammond, Ind., according to J. J. 
Badalli, president. 

Mr. Stark was assistant to Mr. Polito 
before the war, when the present sales 
manager held the job now assigned to 


| Mr. Stark. He was in the Seabees during 
| the war and spent 28 months in the 
| Pacific. 


New Catalog 
For Allied Tool 


Allied Tool & Abrasive Supply Co., Los 
Angeles, has just received its new 200- 
page catalog from the presses of Wein- 
berg & McKee, Inc., Chicago. It is de- 
voted to metal-cutting tools, abrasives 
and shop equipment, and is said to con- 
tain the most extensive listing and the 
largest variety of styles and types of high- 
speed Whitman & Barnes twist drills thus 
far attempted by an industrial distrib- 
utor. 


Gillmore Heads 
New A-C Branch 


R. W. Gillmore has been made mana- 
ger of the new Evansville, Ind., branch 
office of the Allis-Chalmers Mfg. Co., 
Milwaukee. Mr. Gillmore has been asso- 
ciated with Allis-Chalmers in the Indian- 
apolis district office since 1935, except 
for a leave of absence with the Navy of 
more than three years. He was dis- 
charged from active duty as a lieutenant 


commander. 








tis- 
ind 
ard 
nd, 


la- 






Lewis Supply Sold, 
To Be Part of Combine 


The Lewis Supply Co., Memphis and 
Helena, Ark., has been sold to Howard 
A. Jackson, a New York accountant with 
offices in the financial district of the city. 
T. Walker Lewis, in announcing the sale, 
revealed that he would stay on as presi- 
dent of the distributing firm for the next 
few years, with Mr. Jackson becoming 
chairman of the board of directors. 

The purchase of Lewis Supply, ac- 
cording to Mr. Jackson, is only a step in 
an overall plan to buy 13 related indus- 
tries and supply firms in the Tennessee 
Valley Authority region within the com- 
ing year. He is acquiring a group of re- 
lated iron and steel industries, the first 
of which was the Decatur Iron & Steel 
Co., Decatur, Ala. Mr. Jackson is pres- 
ently remaining in New York, but expects 
to establish offices at some point in the 
TVA area at a future date. 

The parent of Lewis Supply was the 
Crum & Lewis Co., in which Mr. Lewis, a 
former salesman for the N. O. Nelson Co., 
and L. D. Crum, formed a partnership 
in Helena in 1918. In May, 1919, the 
company assumed its present name, with 
Mr. Lewis as president. In 1930 the firm 
purchased the mill supply business of the 
E. C. Atkins Co. in Memphis and moved 
to that city. The Helena establishment 
was retained as a branch. 

Mr. Lewis will continue to operate the 
Lewis Realty Co. and the Lewis-Diesel 
Fngineering Co. 









Roy Ginter, who has been in the 
Chicago office of the Spang-Chal- 
fant division, National Supply Co., 
has been transferred to the Phila- 
deiphia sales office. 










































Sockets are the most used tools in a mechanic's 
kit because when used with various types of 
handles and attachments, they can do almost 
any nut-turning job. But inferior sockets are 
little better than nothing. 
















Sockets to be good must have just the right com- 
bination of hardness and toughness to provide 
longest wear and greatest strength. Bonney 
“Case-Toughened”’ Sockets provide just the 
right combination—hard enough to resist wear 
yet tough enough to resist breakage. 










Cash in on this “Sales Natural’! Mechanics 
like Bonney Sockets just as they like every tool 
in the complete Bonney line. Be sure every user 
of tools you contact knows the story of Bonney 
“Case-Toughened” Sockets. 












BONNEY FORGE & TOOL WORKS * 645 N. MEADOW STREET, ALLENTOWN, PA. 


In Canada: Gray-Bonney Tool Company, Lid., St. Clorens & Royce Aves., Toronto 
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New Officers 
For North Jersey PTC 


Chester W. Ludlow, Philadelphia Gear 
Works, Inc., has assumed his duties as 
president of the North Jersey chapter of 
the Power Transmission Council. Serv- 
ing with him for the 1946-1947 term are 
Lewis E. Shaw, vice-president, consult- 
ing engineer, Newark, N. J.; Michael J. 
Vail, secretary, Seither & Ellis, Inc., New- 
ark; and Arthur Schilling, treasurer, 
Squier, Schilling & Skiff, Newark. 

Recently appointed committee chair- 
men are: general program, Lewis E. 
Shaw; technical, Bernard J. Kopp, Pub- 
lic Service Electric & Gas Co.; entertain- 
ment, D. A. Abate, Seither & Ellis; mem- 
bership and reception, Thomas L. Jones, 
Patron Transmission Co., New York; at- 
tendance, Michael J. Vail; advisory, Gus 
C. Fritschmann, L. H. Gilmer Div., U. S. 
Rubber Co., publicity, C. J. Sullivan. 
Rosendale Ruboil Co. 


Iu the Sales Spotlight 


Sg if in 
physi ti 
Breyer 


ee 


American Chain 
Advances Todd 


Emerson H. Todd has been appointed 
sales manager. American Cable and 
Hazard Wire Rope divisions, American 
Chain & Cable Co., Wilkes-Barre. He 
succeeds Frank W. Bemis, who resigned 


E very one of the 


jacks in the complete 
BUDA Jack line is a leader in its particular appli- 
cation to heavy-duty industrial lifting réquirements. 
When you sell BUDA, you sell customer satisfac- 
tion, backed by over 65 years of experience in 
manufacturing dependable industrial equipment. 


Features of the Model 2510 Journal Jack are 
typical of Buda superiority. They include: complete 
operating ease and smoothness . . . freedom from 
dirt and dust . . . lighter weight, more rise per 
height . . . complete safety—no accidental lower- 
ing. Added together, these advantages reduce 
sales resistance to a minimum. 


Get the full story on Buda Jacks today. 


SEND FOR THE NEW 
ILLUSTRATED CATALOG 





to enter another line of business in 
Omaha. Mr. Todd has been with the 
firm since 1925, and for the past several 
years has been Chicago district manager 
for the cable and wire divisions. 

George Gunther has returned to the 
company after service in the armed forces 
and has been appointed Chicago district 


manager. 





Duties as assistant treasurer and sales- 


Crone Boy" man for Wm. H. Taylor & Co., Allen- 


. . » « built in | 
15413 Commercial Ave. ok tte fh town, Pa., make the days seem very 
HARVEY (Chicago Suburb) ILLINOIS short to E. W. Hoats. 
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It positively... 


KEEPS BOLTED ASSEMBLIES 
permanently TIGHT 


BEALL helical SPRING WASHERS hove “‘live action” and con- 
stantly exert tightening ‘pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 
bolt head. 


IN STOCK in all Standard Sizes; made of Carbon Steel, 
Stainless Steel, Everdur and Duronze. 


SOLD THRU MILL SUPPLY JOBBERS 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 


BEALL 


SPRING WASHERS 








Only 
Through 
Distributors 


War veterans back on the job at the 
Charleston Supply Co., Charleston, S. C., 
are (left to right): R. C. Mcliwain, stock 
requisition clerk; E. F. Holcombe, ship- 
ping clerk, and G. W. Ambrose, sales- 
man. 





New Building For 
San Diego Firm 


a 

The Industries Supply Co., San Diego, 
Calif., is rapidly completing a new build- 
ing adjoining its present quarters at 345 
Fourth Avenue. The present building will 
be retained, while the new one will offer 
the distributing firm 10,000 sq. ft. of addi- 
tional floor space on two floors. The firm’s 
expanding dairy supply division will be 
housed in the new building, occupying 
about a quarter of the ground floor. The 
division recently acquired a new manager 
in the person of C. H. Towner, who has 
a background of 20 years in the dairy 
business. 


Landreth In Washington 
For Allis-Chalmers 


R. N. Landreth, assistant to the vice- 
president, general machinery division, 
Allis-Chalmers Mfg. Co., Milwaukee, has 
been named to direct the activities of the 
firm’s Washington, D. cS. district office 
in addition to his other special duties. 
He has been with Allis-Chalmers since 
1931. 

Ralph R. Newquist has resigned as 
manager of the Washington district office 
to accept a position in charge of sales 
for a midwestern concern. 


New Hyster Plant 
On Full Schedule 


The new Danville,’ Ill, plant’ of the 
Hyster Co., under the direct management 
of Frank L. Ross, vice-president in charge 
of eastern activities, is expected to be in 
full production by fall. Operating per- 


The COLUMBIAN VISE & MFG CO sonnel includes Jay Misenhimer, factory 
2 « manager; Jim Woodley, assistant factory 
9025 BESSEMER AVE. . CLEVELAND 4, OHIO manager; William Morrow, purchasing 


agent, and Ray Smith, office manager. 
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®@ Every plant you call on 
needs one or more SxuSaws 
constantly for production, 
maintenance or construction. 
Keep this in mind every time 
you contact a factory in your 
territory. Selling SxuSaws to in- 
dustry is one more way to make 
the SxuToor Line still more 


Pha! 
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Setsaw 
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; Seas 49 bin 
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MADE BY SKILSAW, Inc, / tO 
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Here is the 





PROTECTION 


Your Customers Want! 


Or course your customers get brighter surfaces, longer- 
lasting protection when they use aluminum paint. But, what 
about the difference in aluminum paints - why does one 
fortify the surface longer and reduce painting costs? It's 
the vehicle that makes the difference! 


Permite Paints are made of an exclusive vehicle processed 
from synthetic resins and specially adapted oils and 99+% 
pure aluminum pigment ... in America’s only plant designed 
especially for aluminum paint making. Aluminum paint 
specialists in this plant possess the finest -facilities .. . have 
the single objective of producing perfectly balanced and 
stabilized aluminum paints. 


ECONOMICAL | 






THE RIGHT PAINT 
Immediately READY TO USE 


Permite ingredients are meticulously weighed, heated and timed through their processing. Pigment and 
vehicle are combined to assure the multiple leafing that more effectively armors against moisture, heat 
and cold, smoke and fumes. And Permite Paints are ready-mixed — ready to use on opening the can. 


When it's truly economical protection your customers want .. . they want Permite Aluminum Paints - 


for any surface, indoors or out. 


ALUMINUM INDUSTRIES, Inc., Cincinnati 25, Ohio. 
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FOR FASTER, MORE ECONOMICAL SOLDERING! 


THE SOLDERING TOOL WITH Chlomatic Feed 


CONSIDER THESE BIG FEATURES 


Micrometer Control of Amount of 
Solder Ejected 


Anti-fatigue Balance—Light Weight 


Automatic Solder Retracting Feature— 
Prevents Melting of Excess Solder 


At a touch of the trigger, stainless steel knives eject a measured 
amount of solder. A loading chamber in the handle provides 
housing for a 4-ounce reel of solder. For continuous, all-day pro- 
duction, solder may be fed through the EJECT-O-MATIC from 


large reels mounted on, or under, the bench. A special eyelet Cooling Vanes Dissipate Excess Heat 


hole is provided for this purpose in the cover of the loading Drop-forged, Non-corrosive Tip 
chamber « EJECT-O-MATIC Automatic Feed, with core solder, One-hand Operation—Speeds Production 


Easy Cleaning—Tip Never Needs Filing 
or Wiping 


Safety, Utility Base 


eliminates fussing with fluxes— makes soldering a one-hand 


operation —speeds production—assures neat, uniform joints. 








Model 19-5 (illustrated) with base—retails at $18.95 


individually packed. Shipping wt. per 
carton of 12 units, approx. 42 Ibs. 
Send for literature 


MULTI-PRODUCTS TOOL COMPANY, 123 SUSSEX AVENUE, NEWARK 4, NEW JERSEY 
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Of course, every manufacturer fig- 
ures how to get the most production 
at the lowest cost from his belting. 
And, when the figures get down to 
belt dressing, the answer is CANTOL 
BELT WAX every time. 

CANTOL is a belt treatment and 
preservative. A small amount, ap- 
plied while belts are in motion, will 
eliminate static and slippage, sus- 
tain smooth power; increase belt 
life, production and profit. 


Cantol Belt Wax is a product of 
CANTOL WAX COMPANY 
Bloomington, Indiana 


Sold in every state through 
distributors and dealers 


























FROM OLD MEXICO comes 
Candelilla Wax. Properly com- 
bined and rightly blended with 
other ingredients, it becomes 
CANTOL, the different and bet- 
ter belt dressing. 
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East Replaces Rand 
For Davis Supply 


Ernest East is now covering the terri- 
tory of the late A. A. Rand for the A. W. 
Davis Supply Co., Portland, Ore. He was 
formerly engaged in the logging business 
and is considered an authority on refrac- 
tories as required in the logging and 
lumber mill industries. 


Mr. Rand, well known to the Davis , 


customers in the central Oregon and 
Washington territories, died recently after 
a years’ illness. 


Training Films 
On Woodworking 


A kit-set of 22 discussional type 
teaching and training slidefilms for 
training, review and test has been made 
available by the Jim Handy Organiza- 
tion, Detroit. Known as “Instructional 
Program of Safe Practices in Wood- 
working,” the set covers 14 subjects on 
the use of woodworking tools and ma- 
chinery, and 8 subjects on basic safety 
shop practices. The kit-set comprises 
1,128 individual pictures, special photo- 
graphs, drawings, charts, and pictorial 
exhibits. Each subject is organized into 
lessons, 


Boyd Watson Retires 
From Spang-Chalfant 





a 
BOYD WATSON 


Boyd Watson, district manager of the 
New York office, Spang-Chalfant divi- 
sion, National Supply Co., Pittsburgh, 
has retired after 41 years with the divi- 
sion and its predecessor, Spang-Chal- 
fant, Inc. W. J. Stanton, with the con- 
cern for 14 years, will succeed Mr. 
Watson. 

Mr. Watson first served his firm in the 
legal department, but later transferred 
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less Belts with Extensible-Tip 
for your purchasing protection. 


You get « i | 


ELECTION 





»_MANHATTA 


{sewing how Flexlastics a forced into oo : 
thes ’ jet 
election against clmespheri conditions E N D L E S S B E L } S 


Manhattan is the only manufacturer that makes Endless Belts with a// of the Strength Member 
developments described below: 





WHIPCORD ENDLESS—Pioneered by Manhattan, featuring Strength Member of a singleg 
Flexlastics encased cord wound continuously around in the exact length of your drive. One con- 
tinuous cord wound to desired width in closely laid parallels with reinforcing cover folde 
completely around. Embodying no Strength Member splices, Whipcord Endless becomes the 
smoothest pulling, longest wearing belt—at slow or high speed—on ail types of pulleys—o 
long and short centers. Length is accurately controlled in manufacture. Practically no shrinkage 
or stretch. 


CONTINUOUS-WOUND DUCK PLY BELT — Another Manhattan development. One long 
strip of frictioned duck of specified width is wound ply over ply in exact length until desired 
number of plies is reached. The duck ends are then sealed with the Extensible-Tip. 


CONDOR-WELD— Developed by Manhattan belting engineers who are credited with being 
the first to successfully splice transmission belts endless on machines in the field where factory 
BNDOR. ELDED 18”, 8-ply Compensated Belt drivin made endless cannot be applied. The Extensible-Tip splice is an important feature of Condor-Wel 
= a, Gas of te cavty See comeee See illustration for typical record of one of Manhattan’s early field splices. 
wi 


transmi belts, this Man installation hes 
runni thout a stop 24 hours a day, 7 days a 











¢ ayy alee fi: Bag hy pw pe le og EXTENSIBLE-TIP — Applicable to Whipcord and Continuous Wound Duck Ply belts— 

p record equate chow! 30 years’ corvies! originated by Manhattan and protected by patent. Eliminates endless belt cover splice failures b 
a unique method of relieving outer-ply splice stress when passing over the pulley. The Exte 
sible-Tip flexes around pulleys without effort or fatigue, or tendency to separate. Used on a 
Manhattan Endless Belts, this development has added greatly to the outstanding success o 
Manhattan Endless Belts. 


The term FLEXLASTICS is an exclusive MANHATTAN trade mark. Only 
MANHATTAN may make FLEXLASTICS. 


MANHATTAN Belts will be made in the red color when again possible. 


gg: IKAYBESTOS-MANHATTAN, 1 





on new or old 


CHICAG 
means 2 holding. power 


Precision-made Chicago “Safety Plus” 
Products are the solution to many current 


production problems. 


Exacting inspection standards insure 
sharp, full threads, uniform pitch diameter 
and clean true sockets. “Safety Plus” 
Products are manufactured from the finest 
selected heats of electric furnace alloy 
steel which provides added strength, 
toughness— and EXTRA holding power. 


These outstanding features combine to 


make a truly fine product—ideally suited 


to modern production methods. 


These Gine Products are sold 
only thru Authorized Distributors 


THE GHicaGo Screw Co. 


STABLIS 


1026 SO. HOMAN AVENUE 





0 Safety Plus’ 








CHICAGO “Safety Piws” line 
includes: 


Socket Head Cap Screws 

Socket Set Screws 

Stripper Bolts 

—_— Head Dog Point Set 

rews 

Socket Pipe Plugs 

Keys for “Safety Plus” 
Products 


e 
Complete line includes: 


Hexagon Head Cap Screws 

uare Head Cup Point Set 
Tews 

Headless Set Screws 

Fillister Head Cap Screws 

Flat Head Cap Screws 

Taper Pins 

Milled Studs 

Semi-Finished Hexagon 

Nuts 


Semi-Finished Hexagon 
Castellated Nuts 








CHICAGO 24, ILL. 
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W. J. STANTON 


to the sales organization as manager in 
the Pittsburgh office, and then as vice- 
president in New York. 

Mr. Stanton, prior to joining the 
organization, spent 17 years with Gen- 
eral Electric Co., six years as New York 
manager of the Ohio Brass Co., and two 
years in Cuba in the manganese mining 
industry. 


Corning Glass Buys 
Site In West Virginia — 


The Parkersburg, W. Va., plant built 
by the Corning Glass Works, Corning. 
N. Y., for the Defense Plant Corp. in 
1942, has been purchased, subject to 
certain remaining conditions by the man- 
ufacturing company. Corning’s decision 
to act on the War Asset Administration’s 
offer was prompted by the loyalty and 
efficiency of its Parkersburg employees, 
and the relatively low-cost fuel situation. 


Rutledge Advanced 
By General Detroit 
Gail Rutledge has been made director 


of national accounts and coordinator of 
branch office activities, the General De- 
troit Corp., Detroit. The new position 
carries the title of assistant to the vice- 
president. Mr. Rutledge joined the fire 
fighting equipment concern in 1944 after 
having been connected with the Addresso- 
graph-Multigraph Agencies. 


Harold Geiger Heads 
Chicago Metal Society 


Harold L. Geiger has been elected 
chairman of the Chicago Chapter, Ameri- 
can Society of Metals for the year begin- 
ning September, 1946. He was vyice- 
chairman for the past year. Mr. Geiger 
is head of the Chicago technical section, 
development and research division, the 
International Nickel Co., Inc., New York. 














Filmer 
KABLE KORD 
NON-ENDLESS 


FLAT BELTING 


The popularity of Gilmer Kable Kord Non- 
endiess Flat Belting is due to several factors, 
chief of them being its “‘two-belts-in-one” 
principle— both contactor and power. For 
hard pull, tight grip, and long wear, Kable 
Kord stands in a class by itself. And being 
well suited for power drives of practically 
every kind, the number of its applications 


is almost without limit. 

Gilmer Kable Kord Non- 

endless Belting is supplied 
in running lengths and in rolls of 250 or 500 
feet, in widths from 1” to 18”, and in various 
weights up to 12 ply. Each is constructed 
to provide a firm base for any standard 
connector or rawhide lacing. 


It will pay you in increased sales to stock 
Gilmer Kable Kord Non-endless Belting. 
Write for catalog. 


GILMER SALES POLICY 


Gilmer provides complete territorial protection . . 

strong advertising, both publication ond direct mail, 
to belting buyers . . . direct sales help from widely 
experienced branch office personnel . . . valuable 
engineering assistance when needed . . . adequate 
stocks in conveniently located Branch Worehouses. 


GILMER CATALOGS 


Gilmer distributors are provided with the Gilmer 
Guide, the Kable Kord Data Book, the Gilmer Coto- 
log of Special Purpose Belts, and the Gilmer Catalog 
of Belts for the Textile Industry. These make ordering 
easy. Engineering information is given completely in 
simplified form. 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 


Division of 
United States Rubber Co. 
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eee THEY CONTINUE IN THE 


BIG SALES CLASS 


% Even though manufactured articles change in character — 
even though new selling approaches are demanded with the gradual 
swing to more varied manufacture—BLUE DEVIL screw products 
continue to be good sellers. BLUE DEVIL products set a stemdard 
in war production and this same standard of perfection is adhered 
to in setting the pace for future industrial progress. BLUE DEVIL 
Socket Screws are the choice of particular manufacturers .. . 
the complete line is: Socket Set Screws, Socket Head Cap Screws, 
Socket Head Stripper Bolts, Socket Screws—Dardelet Thread, Socket 
Screw Keys, Socket Pipe Plugs. 


CTY NOCH Y MOCW OITIPHITT 


4445 N. KNOX AVE. - CHICAGO 30, ILL. 
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| An experienced user of electric welding 


equipment, J. P. Mercer (right) demon- 
strates for G. S. Lowther (left) and J. G. 
McGarr, Jr. The men are with the Co- 


| lumbus Iron Works, Columbus, Ga. 





Bethlehem Supply 
Promotes Two 

J. G. Floyd and R. E. Williams have 
been advanced to new positions by the 
Bethlehem Supply Co., Tulsa. Mr. Floyd, 
who returned to Bethlehem after service 
in the Army has been made district man- 


| ager of the Ark-La-Tex district. Mr. 
Williams, a supply man for 22 years, is 


now district manager of the Panhandle 
territory. 


|McCarty Heads Branch 
For Howe Scale 


J. G. McCarty has been made manager 


| of the Pittsburgh branch, Howe Scale Co., 
| Rutland, Vt., succeeding H. J. Steidley, 
| retired. He was last affiliated with the 
| Streeter-Amet Co., Chicago, and, prior 
| to that was engineering inspector of 
| scales, United States Bureau of Stand- 
| ards covering the 48 states. 





John N. Vance, salesman, Terre Haute 


Heavy Hardware, Inc., Terre Haute, 
Ind., stops at the parcel post counter to 
check on deliveries to his customers. 
Behind the counter are Delores Lemaire, 
John Sawyer, who has been with the 
firm for 44 years, and Mac Dugger, a 
veteran of 15 years. 





—Key to Progress in Many American (hdustries 





INCE 1880, Thermoid has contributed to the 
progress of American Industry. In many fields of 
business Thermoid Products play an indispensable 
part. For instance, the George Haiss Manufacturing 
Company, manufacturers of portable conveying equip- 
ment, chose Thermoid Conveyor Belting for the port- 
able brick conveyor shown above. 


The Thermoid Line* is the result of 65 years of 
research and experience that not only has kept pace 
with the demands of industry, but in many cases 
anticipated industry's needs. 


With the Thermoid Line* of belting and hose for 
materials handling and power transmission, you can 
offer your customers real improvements in their proc- 
esses and reduction in their costs.—"It’s Good 
Business to Do Business With Thermoid.” 


*THE THERMOID LINE INCLUDES: Transmission Belting 
° F.H.P. and Multiple V-Belts and Drives * Conveyor 
Belting * Elevator Belting * Wrapped and Molded Hose 
* Sheet Packings * Industrial Brake Linings and Friction 
Products * Molded Hard Rubber and Plastic Products. 





Tita 
Rubber 


Contributor lo’ Industrial Advancement Since 1880 
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CGOISTEREO WS. Pat OFFICE 


A.C. ARC WELDERS 


Welding on light gauge sheet metal is smoother and faster because 
it's so easy to strike and hold the arc. On heavy Welding jobs, the 
Automatic Voltage Control reduces spatter. 

Model 262 C has built-in Capacitor for High Power Factor. Gen- 
erous use of aluminum alloys increase transformer efficiency. Telnic 
Bronze plugs and sockets double current carrying capacity. Mo- 
dels: 262 C and 262, 20-275 amps.; 261 C and 261, 20-200 amps. 


SELL MARQUETTE WELDING EQUIPMENT FOR THESE JOBS 


Season: Sadia idaeih tedlvess plclp eset “geod 
pu and hig are quickly made "good 
as new" with Marquette Hardsurfacing Electrodes. 
New tools and dies can be built from low cost, low 
carbon steel by hardsurfacing the working edges. 
HIGH SPEED PRODUCTION . . . Welding eliminates 
unnecessary flanges and excess metal, tapping, drilling 
and riveting. Welding makes possible a lighter, stronger 
finished product at a lower cost. 

PLANT MAINTENANCE . .. Makes quick, dependable 
repairs on vital production machinery without disman- 
tling. Versatile A.C. Arc Welders are invaluable for 
building low cost trucks, racks, bins, guards, fixtures, 
jigs and hundreds of other items. 


Sell the Best . . . Sell Marquette 


REGISTERED U.S PAT. OFFICE 


EQUIPMENT 
AC ARC WELDERS - ELECTRODES 
GAS WELDING Ana CUTTING EQUIPMENT 
aeloheh det Sh eaten ACETYLENE GENERATORS - ACCESSORIES 
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Executives of the National Motor 
Bearing Co., Redwood City, Calif., 
believe in getting around fast. 
Standing beside the firm’s 8-place 
transport are, left to right, D. O. 
Johnson, vice-president, Ken 
Brooks, in charge of production, 
L. A. Johnson, president, Mar- 
shall George, pilot and engineer, 
and Milton Bulkeley, treasurer. 





Rockford Office 
For Cutler-Hammer 


In recognition of the established posi- 
tion of Rockford, Ill, as a metal and 
woodworking machine tool manufactur- 
ing center, Cutler-Hammer, Inc., Mil- 
waukee, has opened an office at 1404 
North Main Street. The office will be in 
charge of G. I. Wolff, who has handled 
the territory for 19, years. R. E. Ford 
will be resident sales engineer. 


Hecht Leaves Willey’s, 
Starts Engineering Firm 


Irving A. Hecht, who was recently ap- 
pointed general sales manager, Willey’s 
Carbide Tool Co., Detroit, has quit the 
manufacturing company to form Irving 
A. Hecht & Associates, Chicago. The 
company will specialize in the cutting 
tool engineering field as consultants and 
manufacturers’ representatives, with of- 
fices at 30 North LaSalle Street. 


Davenport Plant 
For Aluminum Co. 


A new plant, costing more than thirty 


| million dollars, will be constructed in 
| Davenport, Iowa, by the Aluminum Co. 


of America. It will have the capacity 
to produce more than ten million lbs. of 


| sheet and plate per month when placed 
| in operation, and will employ approxi- 
_ mately 2,000 workmen when operations 


get under way. The buildings will en- 


| close 43 acres of floor space. 





That’s what your assemblers do; and the closer you 
‘can come to giving them uniform screws the closer 
they’ll come to giving you top production. 
Culls and duds will slow down the best assembly 
line because they annoy and upset the operators. 
One sure way to improve production is to make 
sure that the screws you furnish are as near uniform 
as humanly possible. And since CORBIN Screws are 
noted for their uniform quality, why not join the 
thousands of successful manufacturers who stick to 
CORBIN? 


‘it’s a thoroughbred — 
it’s a CORBIN. 





Your Industrial Buyers 


Are always on the lookout for ways to increase 
output without cutting quality. They are reading 
this advertisement in leading trade papers. You 
can profit by featuring Corbin Screws to this 
interested audience, 





| ‘ 
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Hein-Werner Hydraulic Jacks 


are loaded with POMER 


There’s super-strength packed into every inch of H-W Hy- 
draulic Jacks, from heavy base to the top of the lift. They're 
loaded with easy-operating power that’s tailor-made for a 
wide variety of labor saving, time-cutting jobs in your plant. 


For lifting, moving, pressing or bending, use a Hein- 
Werner Hydraulic Jack and see how quickly, easily and 
safely one man can handle the job. 


Made in models of 3, 5, 8, 12, 20, 30, and 50 tons capacity. 
Write us for details 


HEIN-WERNER MOTOR PARTS CORP., Waukesha, Wis. 
Hein-Werner Jacks are Built Right-Priced Right 
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s iar» Ae. 
William H. Kaufmann, president, Read- 
ing Machine & Tool Co., Reading, Pa., 
hands a small, but important cutting 
tool to a customer. 





Rockwell A Director 
Of United Engineering 


Col. W. F. Rockwell, board chairman 
and president of the Rockwell Mfg. Co., 
Pittsburgh, has been elected to the board 
of directors of the United Engineering 
& Foundry Co., Pittsburgh. United En- 
gineering manufactures heavy duty ma- 
chinery used in the steel industry. 


Rowan and Koubek 
Join Victor Belting 


Everett S. Rowan and J. R. Koubek 
have joined the sales force of the Victor 
Belting & Rubber Co., Los Angeles dis- 
tributing firm. Mr. Rowan, formerly a 
captain in the Army, was with Victor 
before the war and is now covering 
Orange County and the harbor territory. 
Mr. Koubek, formerly with U. S. Rubber, 


is an inside salesman. 


os 





Keeper of the exchequer at the C. W. 
Farmer Co., Macon, Ga., is Jack Leigh, 
treasurer, who has just glanced at recent 
business and gives his reactions. 








For PRODUCTION EQUIPMENT 
.--or the PRODUCT ITSELF 





: + «SELL AMERICAN - - : 
the COMPLETE Chain Line 


American Chain makes practically every type and size of chain 
used in industry. There is often an advantage in having a 
single responsible source for all of your chain requirements. 
And you can always depend upon the high quality of American 
Chain products—electric welded and fire welded chain—weldless 
chain made of formed wire or stamped links—chain fittings, 
attachments and assemblies—repair links—cotter pins. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Every Year There Is An Increasing Demand 
for WEINBERG & McKEE Compiled Catalogs 


SAMUEL HARRIS 
Chicago, Illinois 

R. C. DUNCAN CO. 
Minneapolis, Minnesota 

HOUSH INDUSTRIAL SUPPLY CO. 
Evansville, Indiana 

STANDARD EQUIPMENT & SUPPLY CO. 
Hammond, Indiana 

PHILLIP & EASTON SUPPLY CO. 
Wichita, Kansas 

IOWA MACHINERY SUPPLY CO. 
Des Moines, Iowa 

PULVER MACHINISTS SUPPLY CO. 
Chicago, Illinois 

NEAL & BRINKER CoO. 
New York City, New York 

CLEVELAND TOOL & SUPPLY CO. 
Cleveland, Ohio 

IDUSTRIAL SUPPLY CO. 
Salt Lake City, Utah 

BARRETT HARDWARE (0. 
Joliet, Illinois 

CENTRAL RUBBER SUPPLY CO. 
Indianapolis, Indiana 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

BALDWIN SUPPLY CO. 
Indianapolis, Indiana 

KASPER & KOETZLE, INC. 
Brooklyn, New York 

HARRIS PUMP & SUPPLY CO. 
Pittsburgh, Pennsylvania 

GALIGHER Co. 
Salt Lake City, Utah 

HARRIS IRON & SUPPLY CO. 
Memphis, Tennessee 

LINDQUIST HARDWARE CO. 
Bridgeport, Connecticcut 

HARPER FOUNDRY & MACHINE CO. 
Jackson, Mississippi 

LEWIS SUPPLY CO. 
Memphis, Tennessee 

PERTH AMBOY HARDWARE CO. 
Perth Amboy, New Jersey 

R. C. NEAL CO., INC, 
Buffalo, New York 

MACHINISTS TOOL & SUPPLY CO. 
Los Angeles, California 

McCONKEY-DOCKER & CO. 
Phoenix, Arizona 

HART INDUSTRIAL SUPPLY CO. 
Oklahoma City, Oklahoma 

PRODUCTION TOOL & SUPPLY CO. 
St. Louis, Missouri 

JONES & AUERBACHER, INC. 
Newark, New Jersey 

WALTER A. CARR CO. 
San Francisco, California 

FUCHS MACHINERY & SUPPLY CO. 
Omaha, Nebraska 

GLOBE MACHINERY & SUPPLY CO. 
Des Moines, Iowa 

BARRETT-CHRISTIE CO. 
Chicago, Illinois 

COGGINS & OWENS CO. 
Baltimore, Maryland 

METROPOLITAN SUPPLY CORP. 
Los Angeles, California 

MACHINERY SALES & SUPPLY CO. 
Dallas, Texas 

A. V. WIGGINS CO. 
Syracuse, New York 

THE BALBACH CO. 
Omaha, Nebraska 

MECHANICAL SUPPLIES CO. 
Cincinnati, Ohio 

WM. H. TAYLOR CO. 
Allentown, Pennsylvania 


RAILEY MILAN, 
Miami, Florida 


STACY SUPPLY CO. 
Springfield, Massachusetts 


RAMER HARDWARE CO. 
North Tonawanda, New York 
HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 
M. D. LARKIN CO. 
Dayton, Ohio 
HARTFIELD-HEALY CO. 
Buffalo, New York 
CROSBIE CO. 
Washington, D. C. 
MIZE SUPPLY CO. 
Waynesboro, Virginia 
INDUSTRIAL SUPPLY CO. 
Richmond, Virginia 
CLARK HARDWARE CO. 
Jamestown, New York 
PEDERSEN BROS. CO, 
Chicago, Hlinois 
PATRON TRANSMISSION CO. 
New York City, New York 
McCRACKEN, R. 8. & SONS 
Philadelphia, Pennsylvania 
WARNER HARDWARE CO. 
Minneapolis, Minnesota 
TOOL HARDWARE & SPORTING GOODS CO. 
Detroit, Michigan 
MORRIS ABRAMS, INC. 
New York City, New York 
OLIVER ABRASIVE & TOOL CO. 
Buffalo, New York 
ABRASIVE MACHINE & SUPPLY CO. 
Newark, New Jersey 
J. T. WING & CO. 
Detroit, Michigan 
YARROW INDUSTRIAL SUPPLY CO. 
Philadelphia, Pennsylvania 
STAR MACHINERY CO. 
Seattle, Washimeton 
AIRCRAFT STEEL SUPPLY CO. 
Wichita, Kansas 
W. T. WEAVER & SONS 
Washington, D. C. 
PACIFIC TOOL & SUPPLY CO. 
Oakland & San Francisco, California 
MID-STATES INDUSTRIAL CORPORATION 
Rockford, Illinois 
STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 
THE F. HALLOCK COMPANY 
Derby, Connecticut 
THE WARREN COMPANY 
Troy, New York 
THE FAETH COMPANY 
Kansas City, Missouri 
BARRON MILL SUPPLY CO. 
Cedar Rapids, Iowa 
STANDARD BATTERY SUPPLY CO. 
Waterloo, Iowa 
TRANTER MFG. COMPANY 
Pittsburgh, Pennsylvania 
ELLFELDT MACHINERY & SUPPLY CO. 
Kansas City, Missouri 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 
CAMM BLADES MACHINERY CO. 
Milwaukee, Wisconsin 
ALBERT GUNTHER INC. 
Baltimore, Maryland 
STANDARD SUPPLY & EQUIPMENT CO. 
Baltimore, Maryland 
MARSHALL-NEWELL SUPPLY CO. 
San Francisco, California 


® Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MCKEE, Ine. 


610 W. VAN BUREN ST. 
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New Supply Firm 
In Dallas 


The Dallas Screw Products Co., Ltd., 
was opened recently with W. E. Norris, 
partner, serving as manager. Sharing in 
the partnership are A. R. Eckert and 
A. C. Fair, owners of the Eckert Fair 
Construction Co., Dallas. 

Mr. Norris was formerly connected 
with the Dixie Mill Supply Co., New Or- 
leans, and has had 18 years of service in 
the oil field and industrial supply bus- 
iness. 


Thomas Leaves Metal Hose, 
Joins Homestead Valve 


William E. Thomas has been made di- 
visional sales manager in charge of valve 
sales, southeastern states territory, Home- 
stead Valve Mfg. Co., Coraopolis, Pa. 
Mr. Thomas was formerly southeastern 
division manager for the Chicago Metal 
Hose Co., Chicago, and has nearly 10 
years of industrial engineering sales ex- 
perience. He will make his headquarters 
in Alanta. 


Hajek And Anderson 
Advanced By Ceco 


George Hajek and John W. Anderson 
have been advanced to the managerships 
of the Dallas and Oklahoma City sales 
districts of the Ceco Steel Products Corp., 
Chicago. Mr. Hajek, who replaces J. C.. 
Boyce in Dallas, joined Ceco in 1926 as 
a draftsman and spent the last 12 years 
as a sales engineer in Chicago. Mr. An- 
derson, until recently assistant manager 
of the Birmingham office, jeined the or- 
ganization in 1938. 


New Packaging For 
Yale & Towne Products 


The locks, door closers and builders’ 
hardware of the Yale & Towne Mfg. Co., 
Stamford, will next appear in gay, color- 
ful boxes as a result of a new and ex- 
tensive packaging program that will 
bring vivid colors to the staid shelves of 
hardware stores. The new program was 
developed by Meade Johnson, marketing 
manager, who devoted two years to in- 
tensive study of packaging practices. 
color, designs, and the uses of boxes in 
other industries. The result is a series of 
bright red boxes with the “Yale” trade 
name, picture of the product, and ad- 
vertising texts variously presented in 
| blue, yellow, silver, black and white. 








»Y DICK OFFERS 
3 KEYS 


TO SERVICE IN POWER 
TRANSMISSION EQUIPMENT 


Barry Steel Split Pulleys . . . V-Belt Drives 
... Balata Belting . . . as described in fur- 
ther detail below . . . provide the means of 
meeting power transmission requirements 
in a way which will satisfy your customers’ 
needs economically and advantageously. 
This equipment which constitutes the Dick 
Line meets distributors needs also . . . for 
volume and service. For here, from a single 
source of supply and with small, stock-car- 
rying requirements, you can offer exclusive 
features in design and construction which 
are definitely sales features and yet provide 
your customers with equipment which, 
standardized as to sizes, can be installed 
without the necessity of costly changes to 
new or existing power transmission drives. 


(1) Barry Steel Split Pulleys (2) Dick V-Belt Drives (3) Dick’s Balata Belting 


These specially designed and constructed pulleys 
are light in weight, strong, highly efficient, ac- 
curate and easy to install. They are of welded 
construction throughout, and carefully balanced 
for smooth performance. 


Accurately machined and carefully balanced, Dick 
Cast Iron Sheaves can be depended on for vibra- 
tion—free performance with a minimum of belt 
wear. Dick V-Belts are designed for great 
strength, high power transmission efficiency, long 
life and minimum stretch. They meet the most 
rigid requirements for dependability and econ- 
omy. 


This strong, durable belting, of uniform construc- 
tion throughout, provides a highly efficient means 
of transmitting power for equipment drives, ele- 
vators and for conveyor applications. It can be 
depended on for durability, as well as for a 
minimum of either stretch or shrinkage, Its im- 
munity to water and steam recommend its use 
for a wide range of applications. 


R. & J. DICK COMPANY, INC. 


PASSAIC, NEW JERSEY + San Francisco, Cal. + Chicago, Ill. + Seattle, Wash. 
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IN YOUR HANDS 
2 Laughlin Sales Clinchers 


Customers quickly get the idea when you show how the action of Laughlin 
“Fist-Grip” Safety Clips on wire rope is like the natural closing of your 
fist — how the identical saddles and flat sides hold the rope firmly with 
even pressure everywhere, in contrast to the uneven, crushing grip of 
ordinary U-bolts. And when you explain that Laughlin ‘‘Fist-Grip” Clips 
go on faster, can’t be put on backwards and that 3 of them do the work of 
4 U-bolts — you’ve got unbeatable sales arguments. 


Your hand, too, can give a graphic picture of how Laughlin Safety Hooks 
operate. Your thumb is the safety feature — the easy-action stainless steel 
spring latch that allows a 25%-40% wider throat opening, and Jocks the 
load. The latch also acts as a warning signal: if it doesn’t snap back it 
means overcrowding; if it opens outside the hook it means the overloaded 
hook has started to spread. Greatly reduced risk is an unequalled sales- 
getter, and to this you can add Laughlin’s rugged, drop-forged, heat- 
treated-steel construction. 


Exclusive features like these give you the edge aver competition. You'll 
find plenty of them in the whole fast-moving Laughlin line. The Thomas 
Laughlin Company, Portland 6, Maine. 


Laughlin Protects the Distributor 


[AUGHLIN §6@ 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Herbert M. Holway has been made sales 
manager of the Chamberlain Co., Los 
Angeles distributing firm. He was for- 


| merly with the Machinery Sales Co., 


Los Angeles. 





| Three Join 


Universal Valve 
A. Bundy Jones and Arthur J. Drescher 


have joined the outside sales ferce of the 
Universal Valve & Fitting Co., Cleveland 
distributing firm. Mr. Jones, formerly 
assistant purchasing agent, Pfaulder Co., 


| Elyria, O., has been assigned to the ter- 


ritory east of Cleveland. Mr. Drescher 


| is handling sales to contractors in Cleve- 


land proper. 


William H. Meikle, who first joined the 
organization in 1936, has returned to the 
Universal Valve & Fittings after several 
years in the armed forces. Recently ap- 
pointed sales representative to cover the 
eastern section of Cleveland, Mr. Meikle 
has learned the business in many depart- 
ments of the company. 


Esser Now Buying For 


| Westinghouse Lamp 


Frederick C. Esser, formerly purchas- 
ing agent of the Bryant Electric Co., 
Bridgeport subsidiary of the Westing- 


| house Electric Corp., has returned to 


Bloomfield, N. J., as purchasing agent of 


| the Westinghouse Lamp division. He will 


be assisted by T. Addison Clohosey, as 
purchasing consultant, and Harry D. 
Henafus as assistant purchasing agent. 


A CORRECTION 


Edward C. Hoeflich, Thermoid Rubber 
division, Thermoid Co., Trenton, is in- 


| dustrial sales promotion manager of the 
| concern, not industrial sales manager as 


stated in the July news columns. 
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WHAT IS KEYSTONE CONDENSED OIL? 


It is a liquid grease—a combination of the 
highest grade paraffin base petroleum oils and 
selected grease film materials. It has high heat A POPULAR MEMBER OF 
resistance and a low cold test, assuring mini- THE LARGE FAMILY OF 
mum change in density over a wide temperature 

range. It reduces friction to the lowest point 

and is a quick cure for hot bearings. 


Recommended for ring oiling bearings of elec- 

tric motors, generators, fans, blowers... in 

fact its high efficiency makes it most economical 

for general purpose use. 

There is a Keystone distributor near you who SPECIALIZED 
will be glad to cooperate with you to make | yppy CANTS 
Keystone Specialized Lubricants available to 

your customers. 


KEYSTONE LUBRICATING COMPANY - Est. 1884 - 21st, Clearfield & Lippincott Sts., Phila. 32, Pa. 
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Catalog 8 is the fifth consecutive Donnelley-compiled catalog issued by this 
well-known New England house. 


MANY-SIDED SALES AID 
FOR COMPETITIVE SELLING 


A carefully-compiled new general catalog will— 


% Help your salesmen do a more informative job of selling 


% Keep your hundreds of present-day products before the 
buyers “round the clock.” 


% Reach into the larger plants to influence the men who 
originate the requisitions for tools and supplies. 


%* Give you an economical means of soliciting the smaller 
shops on whom your salesmen call infrequently. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET CHICAGO, 16, ILLINOIS 
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Haaga Returns 
To Orgill Bros. 


Hubert Haaga has returned from serv- 
ice with the Navy and is now a salesman 
in the appliance division of Orgill Bros. 
& Co., Memphis distributing firm. Mr. 
Haaga was with the company for four 
years before going into the Navy, having 
been a salesman in the industrial hard- 
ware division. 


Veteran Employees 
Honored By Manhattan 


The second annual dinner for veteran 
employees of the Manhattan Rubber divi- 
sion, Raybestos-Manhattan, Inc., Passaic, 
N. J., found the company honoring three 
50-year Pioneers, fourteen 25-year em- 
ployees, and presenting gold service pins 
to almost 300 Manhattan Pioneers. 
Charles T. Young, former factory man- 
ager, Andrew J. Gibson and John Dotter- 
weich, plant employees, were the 50-year 
veterans honored. 


Pendleton At 
Roxas Inauguration 


Morris B. Pendleton, president of the 
Plomb Tool Co., Los Angeles, and re- 
cently elected lst vicespresident of the 
Los Angeles Chamber of Commerce, 
spent a month in the Phillipines at the 
invitation of Gil J. Puyat, president of 
the Phillipine Chamber of Commerce. 
While on the islands, he attended the in- 
auguration of Manuel Roxas, first presi- 
dent of the Phillipine Republic. He also 
delivered the main address to a Congress 
of American and Phillipino business men. 





Laurence D. Seis, senior vice president 
of Mills & Lupton Supply Co., Chattan- 
ooga, Tenn., sees something to smile 
about in orders which he is looking 
over. 





You can see for yourself what unprecedented 
conditions have done to us. The picture has 
changed a lot since 1941, when Parker-Kalon was 
famous for prompt shipment of every order. To- 
day, Parker-Kalon has the same desire to give you 
fast service. But, we are hampered by shortages of 
raw materials so serious that we too often find our- 
selves practically “down to the last strand”. 

Our entire industry is in the same fix and 
Parker-Kalon is no exception, as every buyer of 
screws knows too well. Shortages of raw material, 
coupled with a huge and ever increasing backlog 


PARKER-KALON 





1946 — Down to the last strand 


of orders, frequently makes it impossible to sched- 
ule advance deliveries. 


We are using all our resources to serve our trade 
to the best of our ability and look forward to the 
day when we can again say - “We will ship imme- 
diately.” Until that time comes, we must ask your 
continued patience on Parker-Kalon Self-tapping 
Screw deliveries. 


BRIGHT spot: Orders for alloy steel Socket Screws 
can be shipped without delay. Parker -Kalon 
Corporation, 200 Varick Street, New York 14. 


FASTENING DEVICES 


TWASUUUW Wo AWW’ 


MARRS 


AND 


PLASTIC: BSSEmMBbBtL yY 
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Work fighters! 


With people clamoring for auto- 
mobiles, trucks, washing ma- 
chines, tractors, plows, bathtubs, 
refrigerators, and thousands of 
other articles needed in this post- 
war period, you'll find many 
places where ‘Budgit’ Electric 
Hoists would help the manufac- 
turer increase production. 
They’re work fighters that make 
for lower operating costs. They 
increase the worker’s efficiency 
by lifting the heavy tools, ma- 
chine parts, or machines with 
which he works. They protect 
him from sprained back, from 
strained muscles and rupture. 


Add repair and service shops 
to your list. They need ‘Budgit’ 
Hoists to lift their loads. So do 
laundries, boat yards, boat liv- 
eries, moving-picture theaters, 
and a host of other small indus- 
tries who couldn’t buy ‘Budgit’ 
Hoists during the war, due to 
priorities. 

These are the businesses that 
wrote us during the war. These 
businesses make up new markets 
for you. They are your source of 
sales and profits! 


Carry a supply of Bulle- 
tin Ne. 371 with you and 
give a copy te the man 
who needs a ‘Budgit’ Elec- 
trie Hoist to do his lifting. 


i BUDGIT 
Hotsts 


MANNING, & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of “Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoitts and other lifting specialties. 
Makers of Ashcroft Ge . Hancock Valves. 
Consolidated Safety and Relief Valves and 
*‘Americen’ industrial instruments. 
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H. H. Kuhn, right, president of the Hardware & Supply Co., Akron, presents a 
handsome watch to T. L. Hamlin, a 51-year employee of the distributing firm. A 
group of 30 other 25-years-or-more employees received gold wrist watches. 


Akron Distributor 
Honors Veterans 


The Hardware & Supply Co., Akron, 
honored its veterans on the occasion of 
the firm’s annual] picnic at Happy Day 
Camp near Akron on June 22. Of the 41 
men and women who entered the armed 
services, 34 have returned and resumed 
their duties with the company. One was 
lost in action, another was injured in a 
submarine engagement and could not 
perform indoor tasks, two have moved to 
another state, and three are still in serv- 
ice. In addition to these, 17 new employ- 
ees have joined Hardware & Supply since 
receiving their discharges. To all vet- 
erans, the company presented leather 
folders in which to keep military records, 
service ribbons, papers, etc. 

The company also took the occasion to 
recognize 31 employees who had been 
employed for 25 years or more. The eight 
women and 23 men making up this group 
received gold wrist watches, with the 
exception of T. L. Hamlin, a 51-year vet- 
eran, who received a fine pocket watch 
from the hands of H. H. Kuhn, president 
of the concern. 

Hardware & Supply now has 236 em- 
ployees. ~ 
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Norton Engineers 
In Territory Change 


R. W. Price, who has represented the 
Norton Co., Worcester, in the Connecticut 
area for many years, has been appointed 
Connecticut district manager for the 
Abrasive Division. O. A. Nierendorf, 
well known in the same area, has been 
granted an indefinite leave of absence be- 
cause of ill health. C. B, Price, Jr., re- 
cently returned from service with the 
Navy, has been made abrasive engineer 
and will largely take over R. W. Price’s 
former territory. 


Batt Honored 
By British Crown 


William L. Batt, president of SKF In- 
dustries, Inc., Philadelphia, has been 
made an honorary companion of the 
Order of St. Michael and St. George by 
King George VI in recognition of his 
wartime work as a member of the Com- 
bined Production & Resources Board, 
Composed of representatives of the 
United States, Canada and Great Brit- 
ain. Mr. Batt was the only American on 
the King’s Dominion Day honors list. 
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Here's anothet ood reason why there's 4 higher sperfection-percentaBe in 
every order for American Phillips Screws and Bolts. .- Jeast 144 perfect 
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steel, brass, i stainless stee monel, everdut (silicon 
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AMERICAN scREW COMPANY, RHODE ISLAND 
Chicago 589 &. Winols 5t- Detroit 2: $02 Strephense” Bidg- 
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LINCOLN ENGINEERING CO 


SAYS ADVERTISING IN FAC(> TOR Y 


“HAS MUCH T 
O 
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OF LIN 
COLN LUBRICATING EQUIPMENT 
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The lubricating equipment requirements of industtys 
to keep its mactinery opereting efficiently» represen a very fertile 
market for our products 
ible for the operation and main- 
7 tion nackinety gubscribe to ; 
and Maintenences at is only notural thet, #e should 
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Factory ydnagenent ant yeintenance hs6 been on our 
advertising ecredules for yeers- fe consider its > coverage of 
all types of industries very essential in our sellina efforts and re- 
sults have been most favorable. ¥e believe that ee can safely eay 
that it has Zo vith the favorerle acceptance of Lincoln 
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qubricating gquipsent by industriel users. 


wery truly yours, 


LI ENGINEERDY COMPANY 


Foster Holmes 
vice-president in Charg® of Sales 


mans OE 
ern ccs VS 





Mr. Foster Holmes, vice-president in charge of sales for tiie Lincoln Engineering Company, put 
his finger on the reason for the unusually strong buying influence FACTORY exerts, when he wrote 
‘the men responsible for the operating and maintaining of industry's 
vast amount of production machinery subscribe to FACTORY .. .” 
These are the men who must search for, and put into effect, the labor-saving, cost-cutting devices 
which assure profitable manufacture. They are YOUR best prospects and customers. 
Each month more of them PAY to read FACTORY than any other industrial publication . .. because 
FACTORY provides more and better editorial information on problems of practical plant opera- 
tion. And each month over 300 manufacturers advertise in FACTORY to capitalize this intensity 


of readership and translate it into sales for themselves and for their distributors. 


If you would like to examine the current issue of FACTORY, we'll be glad to send you a compli- 


mentary copy. 





FACTORY 

SHOWS HOW 

TO MANAGE MEN 
AND MACHINES 
TO SAVE TIME 
AND MATERIAL 











liger Grip 


IN WORK GLOVES IN THE 
PAST TWENTY YEARS! 


Entirely different from any 
glove intended for the same 
purpose! Oxtwears several 
pairs of ordinary woven fabric 
gloves. Made of specially 
knitted material with hun- 
dreds of “loops” in every 
square inch, to cushion and 
protect the hand. Can be 
washed without excessive 
shrinkage—and hold their 
shape! Treated with John- 
son’s “DRAX” to make them 
water repellent! Tested in 
laboratories and under 
actual working conditions. 


Send For New 
CATALOG 


Big, new catalog 
lists full line of 
ADVANCE work 
loves including 
eather palm 
gloves, flannel 
gloves, wire 
stitched gloves, 
welder’s gloves, 
etc., as well as a 
complete line of 
safety and protec- 
tive clothing for 
every industry. 


“A Better Work Glove For Every Purpose” 


DVANCE 


GLOVE MANUFACTURING CO 


DEPT. MS-I, 901 W. LAFAYETTE BLYD. 
DETROIT 26, MICH. 
»me,Ga 
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James 8. May, president of the 
May Supply Co., Anderson, Ind., 
believes that displays, even of 
the most commonplace items, are 
a sure stimulant to sales. 





Di Toro Returns 
To Weldon Roberts 


Frank Di Toro is again a sales and 
service representative of the Weldon Rob- 
erts Rubber Co., Newark, after 38 months 
of service in the armed forces. Since 
his return, Mr. Di Toro has made a study 
of his firm’s rubber-cushioned abrasives 
in applications developed during his ab- 
sence. He will cover the middle Atlantic 
district, from New Jersey to Virginia. 


Kent-Owens Names 
Hawley Tool Head 


W. J. Hawley, sales engineer, will 
head the machine tool sales and direct 
departmental policies of the Kent-Owens 
Machine Co., Toledo, Ohio. Associated 
with him will be W. J. Donkel, Jr., vice- 
president. Kent-Owens manufactures a 
line of milling machines and also builds 
special machinery for industry. 








W. S&S. Reichenbach, manager of 
the mill supply department, W. 


S. Reichenbach & Son, Allen- 
town, Pa., has a word with Gerald 
Dreisbach, truck driver, before 
the days’ delivery trip begins. 
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Use the American Marker that is 
expertly suited to the job, and you'll 
—_ errors—save valuable time and 
effort. 

Send for the FREE Industrial Crayon 
Guide—the answer to all your marking 
problems. This folder describes the 
full line of American Marking Crayons 
that have been designed by crayon ex- 
perts to especially fit your need. These 
superior marking crayons are the 
product of extensive research, and 111 
years of manufacturing experience. 

There’s an American Marker for 
every purpose—for every surface. 


Send for the FREE 
Industrial Crayon Guide 


The American Crayon Company 
Dept. ML-12 Sandusky, Ohio 


Please send me the Industrial Crayon Guide. 








| 





CHARLES I. KRAUS 





Kraus and Treffeisen 
Advanced By Alemite 


Charles I. Kraus has been made sales 
manager of the Alemite distribution divi- 
sion, Stewart-Warner Corp., Chicago, and 
. Gustave Treffeisen has been appointed 
assistant sales manager. Mr. Kraus, as- 
sociated with the concern since 1923, will 
direct the factory field force of sales 
engineers responsible for distributor and 
jobber contact. Mr. Treffeisen is a re- 
cent member of Stewart-Warner’s Quar- 
ter Century Club. 























HIT IT? 


you cant hurt it 


with 


ae ers 


ANCO 


TOOLS 


DANCO Mallets and Hammers with impact 
faces of coiled, resilient, selected rawhide, 
pack a wallop yet will not mar the finest 
finish. Rawhide is tough — will not rebound 
— is fire resistant — does not chip. Danco 
rawhide is the best obtainable. Always 
specify DANCO Rawhide Tools. 








More DANCOS used by Army & Na 
than any other = p 





DANIELSON MFG. CO 
DANIELSON, CONN 













PROOF that Industry 


prefers Backstands 


Proof of lower cost, full quality production—con- 
vincingly demonstrated by an original trial unit—is 
the strongest incentive for multiple installations of 
any tool or method. 


The conversion of grinding and polishing methods to 
factory-coated abrasive belts and idler backstands 
clearly demonstrates such lower cost, higher quality 
performance. Thus, multiple installations have 
marked the introduction of backstands in practically 
every plant whose production volume has been ade- 
quate to utilize their increased productivity. 
















If you find yourself asking, “Can backstands boost 
our production, too?”, we havea new booklet based 
on seven field engineers’ case studies that permits 
you to make this appraisal quickly by direct com- 
parison. Write for your copy of “Production Talks 
Backstands.” 
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you know the pull of the name, Jas. 
P. Marsh, on steam heating special- 
ties — the reputation for quality and 
dependability that distinguishes Marsh 
valves, traps and venting devices. 
Now you have hot water heating 
specialties bearing the same name — 
made to the same high standards — 
destined to have the same acceptance 
by discriminative users. 


Know the new Marsh line 
of hot water heating 
specialties ... 


The new Marsh line for hot water 
heating includes circulators, control 
valves, air eliminators, supply tees for 
one-pipe systems, relief and regulating 
valves, indirect water heaters, and 
tankless domestic water heaters. Com- 
plete facts about this equipment is con- 
tained in a new condensed catalog. Ask 
for this useful selling tool that greatly 
broadens your distribution of Marsh 
products. 


MARSH HEATING 
EQUIPMENT COMPANY 
Division of Jas. P. Marsh Corp. 
2079 Southport Avenue 
Chicago 14, Illinois 


The 
2 Se 


DOES what others claim to do! 


No matter what tales of woe your customers tell 
you about other Air Separators, you can sell them 
the Dexter with confidence'that it will do the job. 

We're so sure of this fact that we will refund 
the cost within 30 days of purchase if a user is not 
satisfied after a reasonable trial. 

The Dexter Automatic Air Separator uses no 
filters, moving parts or manually operated drains — 
yet it positively and continuously eliminates oil, water 
and dirt from compressed air lines. 

Everyone who needs clean, dry air is a logical 
prospect for a Dexter Separator, now available for 
immediate delivery in popular sizes at prices greatly 
reduced below prewar levels. 


Write for our jobbers’ offer today. 


THE LEAVITT MACHINE CO. 
170 East River Street, Orange, Mass. 


exten AUTOMATIC SEPARATORS 


ALSO MAKERS OF DEXTER VALVE RESEATING MACHINES, 
ATHOL PLUMBING SUPPLIES AND DEXTER LATHE CHUCKS 








tHand power cutting tools for 
bolts, rods, chain, wire, rope, etc. 
The name Porter on the handle. 
The kind you have always sold 
with confidence and satisfaction. 


nt, 


huow 


“PORTE 





I 


H. K: PORTER, INC., 
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BOSTON 49, MASS. 


| 





R. C. Williams E. H. Biemuller, Jr. 


Biemuller, Williams 
In Field For Disston 


E. H. Biemuller, Jr., and R. C. Wil- 
liams have joined the salesforce, Henry 
Disston & Sons, Inc., Philadelphia, as in- 
dustrial sales representatives. 

Mr. Biemuller, associated with Disston 
before putting in five years with the 
armed forces, will cover Indiana and 
Michigan. Mr. Williams, who has been 
with the organization for several years 
will handle industrial accounts in Vir- 
ginia and central Pennsylvania. 


Lohn Advanced 
By Ducommun 


Albert W. Lohn has been promoted to 
vice-president of the Ducommun Metals 
& Supply Co., Los Angeles. He will con- 
tinue to serve as general manager, a posi- 
tion he has held for the past seven years. 
Mr. Lohn, who has been with the supply 
company for 35 years, has been succes- 
sively packer, checker, city buyer, sales- 
man, assistant credit manager, credit 
manager and general manager. He 
speaks Spanish fluently. 


New Location 
For Hutton Wheel 


The Hutton Wheel Corp., St. Louis 
manufacturer of industrial wheels and 
trucks, has moved its plant and offices to 
2110 Walnut Street. W. L. Hutton, pres- 
ident, advises that the new plant is 
nearly five times the size of the older 
building, and that he hopes to increase 
production to give prompt and more effi- 
cient service to his distributors. 


Millard Pryor Returns 
To Barnes Manufacturing 


Millard H. Pryor, who has been serving 
in the Navy as a commander, has returned 
to civilian life and to his position as pres- 
ident of the Barnes Mfg. Co., Mansfield, 
O., manufacturers of centrifugal pumps. 





DARNELL 
CASTERS 


All Darnell Swivel Casters 
feature a DOUBLE BALL- 
BEARING SWIVEL HEAD 
—assuring the easiest 
handling of the heaviest 
loads on any type floor. 


Proc DARNELL MANUAL 


DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 
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60 WALKER ST.. NEW YORK 13, NY 
36 N CLINTON, CHICAGO 6. ILI 





STOCK... 
yte1-Seal- 


HOSE CLAMPS 


FOR GREATER 
PROFITS... 


® EASY TO INSTALL 
@ UNIFORM PRESSURE 
e LONGER HOSE LIFE 
e NO LOOSE PARTS 


© CAN BE RE-USED 
MANY TIMES 


Cia | ire 


i 


ree 


AIRCRAFT STANDARD PARTS CO., INC. 
1777 MIMETEENTH AVE, ROCKFORD, ILL 








214 


J. H. Holder, right, sales manager of 
the Evansville Supply Co., Evansville, 
Ind., poses with new salesmen, D. A. 
Shrode, left, and J. E. Burris, after in- 
specting warehouse stocks. 





Brown Buys Plant 
Previously Leased 


The Brown Instrument Co., Phila- 
delphia, has made outright purchase of a 
5-story and basement structure originally 
leased in the summer of 1945. Though 
leased to provide room for war orders, 
the firm has found that post war business 
demands the use of the 57,000 sq.ft. of 
floor space in the building. Brown offi- 
cials, in fact, believe that more space will 
be required in the future. 


Haas Leaves Yates, 
Joins American Well 


Alvin Haas, formerly general manager 
of the Yates American Machinery Corp., 
Beloit, Wis., has been made vice-presi- 
dent and general manager of the Amer- 
ican Well Works, Aurora, Ill. I. G. Gra- 
woig, president of the firm, announced 
the move as part of an expansion and 
development program for the manufac- 
turers of pumping, sewage treatment and 
water purification equipment. 





Part of the sales staff, Farquhar Ma- 
chine Co., Jacksonville, Fla., is com- 
prised of, left to right: R. R. Davis, 
inside sales; J. G. Vaughan, assistant 
sales manager; and Robert Sisson, in- 
side sales. 
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COMBINATION 
OUTSIDE AND INSIDE 
TUBE DEBURRING FILES 


From 3/16" te 2%” 
O D in (6 sizes, 


High speed steel ground from the solid 
after hardening. akes 45° chamfer out- 
side, 30° inside. 

Adjustable to increase or decrease rela- 
tive chamfer between inside and outside 
wall of tubing. Speed ranges from 50 to 
250 r.p.m. according to size. Also sold in 
sets in special w box. Write for 
technical details. 


Our national advertising 
refers inquiries to you. 


GROBET FILE CO. 
of AMERICA 


421 Canal St. New York 13, N. Y. 











LOAD BINDERS 


MIDGET 

(1 swivel) 34” chain 
(1 swivel) 34” chain 
(2 swivels) 14” chain 


MALLEABLE IRON 
LOAD BINDER 
Heet Treated 


LONE STAR No. 1—141 
(2 swivels )14” and re 
LONE STAR No. 2— 1634 \bs. 
(2 swivels) 14” and 54” chain 


DROP FORGED 
LOAD BINDER 
Heat Treated 


No. 1 —10Ibs. 

(2 swivels) 34” and 14” chain 
No. 2—174 lbs. 

{2 swivels) 14” and 5%” chain 


STEEL CONSTRUCTION 

WIRE STRETCHERS 

jo. 3—3 Pulleys, plain rope 
. 33-3 Pulleys, roller rope 
- 4am ae plain rope 


le » roller rope 
. 88—4 Pulleys, roller rope 


DURBIN-DURCO 


Manufacturers of Certified 
Drop and iron 
6611 OLIVE ST. ROAD — ST. LOUIS 5, MO. 





New York PTC 
Elects Officers 


The new officers of the New York chap- 
ter, Power Transmission Council are: 
president, H. R. Hansen, Victor Balata 
& Textile Belting Co.; vice-president, wing 
Charles G. Esterle, D. R. Grossman & seas 
Co.; secretary, A. B. Stern, Frank Tracy, ne ie rasa 
Inc., N. Y.; and treasurer, J. H. Jewett, personnel and equip- 
R. & J. Dick Co. ment for producing Put- 

Among members recently appointed to nam Hi-Speed End Mills. 

head committees are John S. Young, 
Quaker Rubber Corp, and Al Shaw, j 
Frank Tracy, Inc., respectively chairmen 
of the program and attendance commit- 
tees. 


Thompson Manages Sales 
For Detroit Ball Bearing 


Wilbur C. Thompson has been ap- 
pointed general sales manager for the 
Detroit Ball Bearing Co. of Michigan and 
the Detroit Ball Bearing Co. of Ohio. 
In this capacity, he will have charge of 
the sales efforts in the company’s home 
cities of Detroit and Toledo, and branches 
in Grand Rapids, Saginaw and Kalama- 
zoo. 

Mr. Thompson was graduated from 
the University of Detroit in 1936 with a 
degree in mechanical engineering, and 
has spent the intervening years in the 
anti-friction bearing field. After joining 
the Navy in 1944 he continued to apply 
his knowledge of bearings to his technical 
duties. 

Mr. Thompson joined Detroit Ball 
Bearing before the war and was instru- 


wctutntcornaaicsmrced| "WF we PRODUCE 
CUopEND MILLS 











PUTNAM'S primary interest has always been the manufacture of 
end mills. Every plant expansion . . . every addition to personnel 
... and every installation of new equipment has principally been 
for the purpose of producing better end mills in more widely 
varied types and sizes. Today, it is an accepted fact that Putnam 
has unexcelled facilities and the experienced organization re- 
quired to produce the finest end mills. 


Mill Supply Distributors now handling the Putnam line are 
reaping the benefits of a long and ever-growing trade preference 
for these better end mills—reflected in constantly increasing vol- 
ume of sales and substantial profits. For full information on 
Putnam End Mills—the country’s largest and most complete line 
—write us today! 


Two reasons why customers at 
Richmond Industrial Supply Co., 
Richmond, Ind., always look up: 
Peering down from the mezza- 
nine are Lois Toschlog (left), who 
keeps up the perpetual inventory, 
and Nancy Duning, who handles 
invoicing and billing. 
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DASCO Tools are made of the finest steel obtainable. 
Electrically tempered — and Diamond Point Tested 
for hardness. DASCO Tools are beautifully fin- 
ished and numbered separately for easy reference 
in re-ordering. DASCO supplies a complete line in a 
wide variety of dealer displays — these sales making 
displays are furnished without charge. 


DAMASCUS STEEL PRODUCTS CORP. 


ROCKFORD, ILLINOIS 


jo 
TESTED 





LAMINATED SHIM COMPANY 


216, 


inst 


Sl ¥ acheges —_ 


58 Union Street ° Glenbrook,.Conn 
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See this crane ? 


When you’re asked by a plant or 
shop owner how he can get a top- 
running geared-type, hand-operated 
crane and put it to work in “noth- 
ing flat,” get out your Bulletin No. 
|374 and show him ‘Budgit’ Crane 
Assembly—Nos. 42 and 44. 





| Tell him how this economical 
crane can be ‘built and put to work 
_ the day he receives it! That there’s 
, ho machining, no drilling to do! The 
(crane comes complete—except for 
_the I-Beam and shaft, which he 
buys locally to save transportation 


cost. 
| 


Tell him that one man—not ne- 
| cessarily a skilled mechanic—can 
build the crane in one hour using no 
| other tool than a wrench. All he 
_ need do is follow the easy-to-under- 
| stand directions enclosed with the 
| crane. 


| 
| 
| 
| 


| You should tell him, too, about 
| ‘Budgit’ Swinging Bracket Jib 
| Cranes—how they serve localized 

areas to lift and move machine parts 
land tools. How a ‘Budgit’ Top- 
/Running Push-type Bridge Crane 
| serves ice plants, heat-treat depart- 
| ments, machine and moulding bays 
in shops and foundries. How easily 
_a ‘Budgit’ Underhung Bridge Crane 
operates on an I-Beam overhead to 
| serve a wide area in shop or plant. 


Write for copies of Bulletin No. 374 and 
give one to the man who needs a crane 
in @ hurry. 


| > 
gy BUDGIT 


| MANNING,MAXWELL & MOORE,INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft aw ary Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





Baden Honored For 
20 Years With May 


J. Oden Baden, 20-year veteran on the 
sales force, May Hardware Co., Wash- 
ington, D. C., recently became the new- 
est member of the distributing company’s 
20 Year Club at a banquet attended by 
all employees. Arthur May, president, 
extended felicitations to Mr. Baden, and 
J. Dilmon Moreland, a fellow salesman, 
presented a biographical sketch. Andrew 
G. Headley, a member of the 20 Year 
Club for several months, gave the mem- 
bership pin to Mr. Baden. 


Alers And Ormsby Take 
Worthington Posts 


P. A. Alers has been appointed mana- 
ger of the El Paso, Texas, office of the 
Worthington Pump & Machinery Corp., 
Harrison, N. J. He is a graduate of the 
School of Mining Engineering, University 
of Wyoming, and has been connected with 
Worthington since 1933. 

Andrew S. Ormsby, formerly in charge 
of industrial relations, Bendix Aviation 
Co., has been made director of industrial 
relations for Worthington. 


Four Men Added To 
lig Electric Force 


G. K. Wood, A. B. Davis, Carl E. 
Brock, Jr., and Frank Taylor have joined 


the sales engineering staffs of various | 
branch offices of the Ilg Electric Ventilat- 


ing Co., Chicago. Mr. Wood has been 
made manager of the branch in Colum- 
bus, Mr. Davis has joined the staff in 


Charleston, W. Va., Mr. Brock is in | 


Pittsburgh and Mr. Taylor has been as- 
signed to New Orleans. 


SAVINGS BONDS 











SURE, I’LL 
TAKE “K's” 
SO SEND 
‘EM OVER 





> 








—=_ J 





With a record building program getting under way, 
mill supply houses and their outlets cannot be too 
careful when judging the merit of the materials they 
stock or use on their installations. 

“K” cast fittings will stand the closest scrutiny 
for “K” fittings are precision-cast, precision-ma- 
chined and painstakingly inspected at each progres- 
sive stage of operation. 


@ Standard and extra heavy cast iron 
screwed fittings. 


@ Standard flanged fittings. 


@ Standard and extra heavy com- 
panion flanges. 


@ Drainage fittings. 


KUHNS BROS. CO. 


DAYTON 1, OHIO 














‘*K’’ CATALOG ON REQUEST. 


“K"’ stocks at Malleable Iron Fittings Co., Branford, 
Conn., to draw upon in the East. M.I.F. Malleables 
at Kuhns’ for Mid-western and Western buyers. 
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You'll Find Lots | 
of SPECIAL JOBS 


for "Dynamite"! 


when you want Speed- 
when you want power- 


. . in your job of grinding, polishing, buffing, 
sanding, drilling, reaming, screw-driving or 
nut-setting, you want a Strand Flexible Shaft 
machine, because a Strand will do it faster, 
better, and stand up to it longer. 


Strand Flexible Shaft machines provide 
constant speeds with greater operator con- 
venience. Hundreds of attachments easily 
interchanged — 125 types and sizes — models 
include vertical and horizontal type machines 
from ¥% to 3 h.p. Distributors in all principal 
cities. 


Send today for catalog showing complete line 


STYLE 801 


“Dynamite” is the name of a special Mul- 
conroy hose that size-for-size goes far be- 
yond the ordinary steam hose constructions 
in strength and durability. Designed for 
high-pressure steam service where the best 
of conventional rubber hose wears, cracks, 
bursts or burns out too quickly. 


TUBE—Heat-resisting compound, reinforced 
with continuous spiral of steel wire, and in- 
sulated by woven asbestos lining. Can- 
not buckle or collapse. 


CARCASS—Extra strong rubber-and-duck 


construction. 


rFeemn eo &-CO. 


WOLCOTT AVE. CHICAGO 


j Strand S * 


5014 N 40, ILk 
"ret Artec SE —* F 








COVER—Two layers of braided wire lac- 
ing, surrounded by a spiralled half-round 
galvanized steel wire. Sizes: '/2" to 3". 


FOR 


INDUSTRY 
O,iginality 


‘NEEDS 
HARRIS 
PRODUCTS 





XCELITE tools lend 
themselves to fast, 
sure sales! Like the 
XCELITE nut driver 
left, they're all pre- 
cision - made, well 
balanced, packed 
with attractive sell- 


STYLE 800 


"Super-Dynamite"—same as above, except 
for additional layer of asbestos insulation 
between carcass and braided wire cover. 
** * 
Write for folder completely describing 
"Dynamite" and "Super- Dynamite" Hose 
. two important items in the Mulconroy 
line of hose specialties. Desirable terri- 
tories now available. 


“Mulconroy Slots 
Where Others § tora!” 
MULCONROY COMPANY 


5329 JEFFERSON ST., PHILA. 31,PA 








ing features. Demand 
for XCELITE has 
been ahead of pro- 
duction ... but we're 
catching up fast. 
Keep an eye on 
XCELITE! 


PARK METALWARE CO., 
INC. 


IEE Dept. F, Orchard Park, New York 


Qual ly Tools 


PREFERRED BY EXPERTS 








@ American industry has been ae 
Ranni S$ Products for more 
=. - « and is still buying Ly & 
he demand is greater today than for- 
merly because of the new im 
a yy of we Dis- 


assured good sales 

volume telling we ors line. Our 

engineers service for 
consettation. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, III 
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Haggarty Retires, Waddle 
Succeeds For Atkins 


Charles S. Haggarty, manager of the 
New Orleans branch, E. C. Atkins & 
_ Co., Indianapolis, since 1912, has re- 
signed from the saw manufacturing con- 
cern. He is retaining his office space 
and is available to his many friends. 

Howell (Pete) Waddle, formerly as- 
sistant manager, succeeds Mr. Haggarty. 
He has been connected with the company 
since 1906, and went to New Orleans 
originally in 1913. He returned to In- 
dianapolis, receiving further training in 
sales and credits, and went back as as- 
sistant to Mr. Haggarty in 1919. 





Trade 
Literature 


(Continued from page 130) 





20 CHUCK, STEP—An 8-page booklet 

lists the features of special step chucks 
and closer combinations for lathe work. The 
thick, unhardened heads can be bored with 
a series of steps to fit any work to be held 
until the entire head-thickness capacity is 
exhausted.—Gilbert-Baker-Midlam Co., Day- 
ton 2. 


21 COMPOUND, DIAMOND—A folder 

describes a newly developed diamond 
compound for use in the metal working in- 
dustries generally, and having special appli- 
cations in the production of plastic molds. 
The compound, which is applied with a 
syringe, is used in fine grinding, lapping 
and polishing.—Engis Equipment Co., Chi- 
cago 5. 


22 RECEIVERS, AIR—A 4-page bulletin 

is devoted to horizontal and vertical 
air receivers for air compressor service. De- 
tails of construction and other necessary 
specifications are listed.—Scaife Co., Oak- 
mont, Pa. 


HEATING, HOT WATER—Hot water 

heating specialties are illustrated and 
described in an 8-page bulletin. Vertical, 
horizontal and indirect drive circulators and 
valves, air eliminators, tees and tanks are 
listed with specifications. Both industrial 
and domestic heating are treated.—Marsh 
Heating Equipment Co., Chicago 14. 


24 GAGES, INSTRUMENTS—A 40-page, 

full-color catalog features industrial 
instruments and gages. Complete descrip- 
tions and applications of pressure, vacuum, 





for every need! 


Your chain needs may never include a tie-out chain to keep 
Bossy where she belongs! But this is only one of the many 
types of chain made by International. We make chain for 
every need: industrial, marine, farm, automotive. What's 
more, our manufacturing and service facilities are complete 
in every detail, and our engineers are ready to help solve 


any unusual chain problem. 


INTERNATIONAL CHAIN & MFG. CO. 
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PUSH Etter émsick 


gad DRILLING .«o TAPPING 
MILLED STUDS PRODUCTION BOOSTERS 


COUPLING BOLTS 
SCREW MACHINE PRODUCTS 









CAP SCREWS 
SET SCREWS 
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KEYLESS DRILL CHUCKS 
The line with which to nee wt Sy eee 

up drilling, saves energy, 
render a complete and 


makes chucks ideal for 
profitable service.... 


women operators. Also ends 

B slipping and retightening. 
Demand for high quality and precision in Highest quality precision 
milled screw machine products has always construction assures long, 
found Ottemiller a dependable source of hard service. 5 sizes for No. 
supply, because Ottemiller has always spe- 0 " drills. Al il 
cialized in producing to rigid specifications to 9" drills. sO avall- 
for strength and accuracy. é Boceure every } able for portable drills. 
item in the complete Ottemiller line is made 
to highest standards and of carefully selected For full details 


materials, users who insist on high quality can 
standardize on Ottemiller for all their require- ask for BULLETIN No. 6 
T ments. All this means volume and profits for 
AIRBLAS Ottemiller distributors. 


NOZZLES TAP CHUCKS 


Grip is visible, assuring 
proper insertion of taps 
every time. 5 sizes, for No. 
0 to I" taps. 

















WM. H. (DtomiWon co. 





There are attractive profits for alert YORK, PENNA. 
jobbers who are willing to “push” For full details 
American Airblast Nozzles. ask for BULLETIN No. 6 


Menno Kieth rnoelne BUFFALO |) spo arracunents 
life; elimination of frequent produc- Cc A 5 T E R § 


tion stoppages because of long inter- 
vals between replacement; rock- 
bottom hourly service cost; faster 
production and lower cleaning costs, 
because the intensity of the blast 
stream is uniform and constantly 
maintained. 














Make a high-speed, sensi- 
tive tapper of any drill 
press. Quickly mounted 
without altering press. 7 
sizes for No. 0 to I" taps. 
QUILL CLAMPS available 
to assure absolute rigidity. 


For full details 
ask for BULLETIN No. 2 


FOOT-OPERATED 
TAPPING MACHINE 


Has hair-trigger sensi- 
tive central friction 
clutch, automatic re- 
verse and sensitively 
counterbalanced foot 
pedal. All the operator 
has to do is feed the 
work and step on the 








With mounting labor costs seri- 
ously affecting profits you can ren- 
der your customers a real service by 
pointing out the money-saving ad- 
vantages of these nozzles . . . and 
they will be glad to listen! 


j 


“4 


Paving the way for you is a strong 
program of direct mail and trade 








paper advertising that is reaching ° lh nae — pedal. Unskilled opera- 
® Doubie Ball Race tors can maintain pro- 

the prospects you contact every day. e Non Binding Type duction a up to 

Why not be the first in your territory 12,000 holes per hour. 

to get this profitable business com- High pressure lubricating fittings in 

=e PS ni wheels and hangers. Grease retaining For full details 

ing your way? Write us for complete chambers. Large bell in upper, outer ask for BULLETIN No. 4 

details. races take load as well as side thrust 
a _ races tg ee — WRITE FOR BULLETINS AND 
ust and water by overlapping lips. 
This is one of several casters of im- DETAILS OF DEALER SET-UP 








proved design manufactured by Buffalo 


American at i iis ETTCO TOOL CO. 


FOUNDRY EQUIPMENT CQ. » 
100 $ BYRKIT ST MISHAWAKA. IND 182-6 Breckenridge St., Buffalo, N. Y. 


600 Johnson-Ave., Brooklyn 6,N.Y. 
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retard, compound, recording, sprinkler sys- 
tem and other gages are given, plus informa- 
iion on special thermometers and _ instru- 
ments.—Electric Auto-Lite Co., Toledo 1. 


25 STRIPPERS, WIRE——Hand, motor and 

foot operated wire strippers are de- 
scribed in a bulletin recently released. One 
model, a hand tool, strips No. 10 to No. 22 
wire, either stranded or solid.—Excel In- 
dustries, Sycamore, III. 





It Pays 
To Analyze 


(Continued from page 91) 





the prime ingredient in good selling.” 

In other directions, too, constant vigi- 
lence is required, Mr. Hirschfield said. 
In these changing times, it is a difficult 
but necessary thing to keep abreast from 
day to day of business developments. 

“I read four papers every day,” he said, 
“noting changes in locations of individ- 
uals or plants, new names, notices of ex- 
pansions and the like. In addition, of 
course, there is a good deal of informa- 
tion to be gleaned in daily business con- 
tacts, from manufacturers representa- 
tives, from my own salesmen and others. 
Such information, where it indicated a 
sales possibility, is immediately acted on. 


“From these same sources, but more” 


importantly from additional sources, 
such as Mill Supplies, comes a constant 
flow of information concerning new prod- 
ucts, new sales possibilities. 

“This information, added to that con- 
cerning new prospects plus our cumula- 
tive knowledge of just where we stand 
with respect to the main lines which con- 
stitute our major source of sales, forms 
an immeasurably valuable guide for mak- 
ing managerial decisions,” he said. - 





Selling With 
Your Head 


(Continued from page 90) 





is up to you to make sure that each 
thought you want to convey is rounded- 
out, and as full of details as possible. 
When you have evolved the best method 
for presenting the first thought, go on to 





More Planes in service, more flights, more space available for all kinds of traffic! 
Bigger planes, swifter planes, faster air schedules on many runs! 


Every way you figure, Air Express service is stepped up to an all-time high at an 


all-time low in cost to the shipper. 


Reduced Rates (see table) include special 
pick-up and delivery between airport towns 
and cities. Rapid air-rail schedules to and from 
23,000 other communities in this country. 


Foreign Service direct by air to and from 
scores of foreign countries — the world’s best 
service, in the world’s best planes. 


Write Today for the Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help you solve many a shipping problem. 















































RATES CUT 22% SINCE 1943 (U.S. A.) 
AiR Over 40 ibs. 
MILES 2 ths. | 5 tbs. | 25 Ibs. | 40 Ibs. Conts per tb, 
149 | $1.00 | $1.00] $1.00) $1.23 3.07¢ 
349 1.02] 1.18] 2.30) 3.68 9.2le 
549 1.07 | 1.42] 3.64) 6.14 15.35¢ 
1049 1.17] 1.96) 7.468) 12.28 30.70 
2349 1.45 | 3.53) 17.65) 26.24 70.6l¢ 
Over 
2330 1.47 | 3.68) 18.42 | 29.47 73.68 
INTERNATIONAL RATES ALSO REDUCED 








Air Express Division, Railway Express Agency, 230 Park Avenue, New York 17. 
Or ask for it at any Airline or Railway Express office. 


Me 











Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 





Representing the AIRLINES of the United States 
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Your CATALOG is a 
“Guide to Buying”. . . 





To Show ’em is to Sell ’em—and your catalog in the 
hands of buyers is a sure way of their buying from 
you. But will your catalog do the job? 


Let the Cuneo Catalog Department answer that 

question—based on years of experience in com- 
piling catalogs for distributors of supplies all over 
the country. 


Your catalog must have sales punch—accuracy— 
quality—appearance. 


We have the “cover to cover know-how” —backed 
by the printing facilities of the largest printing 
and binding establishment in the world. 


If you’re planning a new catalog, consult with the 


Cuneo Catalog Department— Now! 





Cermak Road at Canal © Chicago 16, Illinois 
MILWAUKEE @ PHILADELPHIA « NEW YORK ¢ SAN FRANCISCO 
ARIE SES lee eRe oes oes RNR MRSS 
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the second and treat it in like manner. 
Thus, you become lucid in your presenta- 
tion, and you can go out as a trained spe- 
cialist to speak plainly to those buyers 
who refuse to “think” while you are talk- 
ing to them, but must be led by the hand 
through a selling presentation. 

Selling by demonstration never fails— 
go out, put some of the newer devices 
in your customers’ hands and let them 
use them. There is nothing quite like the 
feel and look of an item to sell it to an 
individual in a field where it can be used. 

The happy memories and associations 
I have developed with and among mill 
supply salesmen during the last 25 years 
led me to write the foregoing sales hints 
for their magazine. More than fifteen 
years ago, I was fortunate in becoming 
associated with the mill supply division 
of Manning, Maxwell & Moore under the 
guidance of J. Robert Kelley, now execu- 
tive vice-president in charge of all divi- 
sional operations. I look upon him as 
one of the greatest merchandisers in the 
country. 

In those depression days, we knew all 
about “skimming off cream”, price cut- 
ting and tough competition. But, instead 
of laying off the field men, more were 
employed. Meetings were held with 
manufacturers’ men every Monday night. 
To each man was assigned one major 
line in which he specialized, and to whom 
the other men could come for informa- 
tion and help in closing orders. As a 
group, we had confidence that no poten- 
tial buyer could say “Yes, I understand,” 
when all the time he thought we didn’t 
know what we were talking about. Con- 
fidence of that kind is the most valuable 
thing an industrial supply salesman can 
possess. 





Topic Of 
The Month 


(Continued from page 140) 





work actually being done, a trainee could 
pick up the rudimentary knowledge in 
his working hours. 

The examination consists of one gen- 
eral question for each lecture, a question 
designed to show whether the student 
grasped the principles and policies in- 
volved. 

Of course, there will be post graduate 
training, too, especially for the salesmen. 
Such training will include visits to man- 














PEDESTAL 


INDICATORS, 
MICROMETERS 
Handy, Accurate, Practical 
Measuring Instruments 


anship and st prod: 
wide variety pA, machining and 
operations. 


leading trade journals. 


Advertised in 





MODEL “AD” PEDESTAL INDICA- 
TOR shown in use as a fast, handy, 
adjustable inspection gage. On ma- 
chine set-ups it can be clamped to a 
spindle for quickly lining up the 
work. Adjustable height range to 3 
inches. The swiveling indicator per- 
mits the point to be presented in any 
direction. Other models to fit a wide 
range of needs. 

TU-MI-CO PEDESTAL MICRO- 
METERS with micrometer instead of 
dial indicator—for setting boring 
bars and other uses. The base of ped- 
estal has both flat and vee faces for 
use on plane or cylindrical surfaces. 

Precision is a TU-MI-CO tradition 
WRITE FOR BULLETIN MS 

TUBULAR MICROMETER CO. 


ST. JAMES, MINNESOTA, U. S. A. 
Milwaukee Branch + Plankinten Bidg. 














Routine in the order filling depart- 
ment is learned by doing it by Stu- 
dents C. T. Maack, Ivan L. Rider, F. 
A. Skidmore and R. D. Christman. 


ufacturers’ schools, work in the field with 
manufacturers’ representatives, and of 
course, similar work with seasoned Tie- 
mann salesmen. 

In conclusion, Mr. Gardner and his as- 
sistant, Mr. Head, said that they con- 
sider it of “first rate importance that 
the veterans should have jobs and an 
opportunity to make up for time lost while 
in the services. Selfishly, looking at the 
matter from the other side of the fence.” 
they said, “there is still a manpower 
shortage when trying to hire worthwhile 
men. And veterans are a select group to 
employ. Subsidiary income from the gov- 
ernment insures the veterans of more than 
living wages and most should be satis- 
fied during apprenticeship. We are in- 
deed proud of the results of this entire 
effort.” 





Know 
The Answers 


to quiz on page 112 





ANSWERS: 


1. Viscosity is defined as the internal 
frictional resistance offered by a fluid 
to change of shape or relative motion of 
its parts. 

2. (a)—to overcome friction. 


3. The lubricant attaches itself to the 
rubbing surfaces and forms a film be- 
tween them which, despite the rigors of 
speed, pressure and temperature pre- 
vailing, is not squeezed out, but keeps 
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I get my 4 in One 
DUPLEX FOUR 
WAY RIM WRENCH 


Choice of four 
standard sizes 
in two reversible 
sockets. For all 

passenger cars 


Removable 
sockets can 
/ be snapped on 
( and reversed 


in a jiffy 


No. 1454 


Length 
over all 











should 
be in 
every 
garage 






Taek. 
Husky Brace Handle 
red enameled 
Sockets chrome alloy 

Steel. 


DUPLEX 
TRUCK RIM WRENCH 
No. 1455 


Extra Heavy. will stand every 
wear and strain. 
4 socket sizes 


Send for WwW. ALD E N 


Four in one 
WRENCHES Sq 


STEVENS WALDEN, INC. 


SHREWSBURY STREE 


468 
WORCESTER, MASSACHUSETTS 
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gasket replacement! 


Operating with a minimum of 
effort — vital in tight, cramped 
quarters —— FLANGE JACKS exert 
tremendous pressure smoothly and 
evenly. There is no shock along 
the pipe line, bolt holes are main- 
tained in perfect alignment, and 
flange faces cannot be damaged. 
FLANGE JACKS eliminate 
long costly shut-downs. 


FRACTION OF 
THE USUAL TIME! 


Detoil lusi tool will be 
ae on’ request. wane ey N. of contact your 
meorest distributor. 


T. G. PERSSON COMPARY | 


224 GLENWOOD AVE, BLOOMFIELD, NEW JERSEY 











"PIONEER" 
STEEL SHAFT HANGERS 


MILLIONS SOLD 


+ the weight 


Unbreakable 
Reduces millwrighting costs! 


“Pioneer” Steel Shaft Hangers built for superior 
strength, rigidity and wunbreakability, nevertheless, 
weigh but one-third of the old-style cast iron hangers 
size for size. And because of = htness in weight, 
expenses of handling, haulin wrighting are so 
greatly reduced that the aer which costs no 
more than any other type hanger, is decidedly the least 
expensive f.o.b. ceiling. Write today for information 
on the money-saving possibilities of “Pioneer” Steel 
Shaft Hangers. 

“Unbrako" and “Hallowell” products 

are sold entirely through distributors. 


Over 43 Years in Business 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. BOX 519 
—BRANCHES— 
Boston - Chicago - Detroit - indianapolis - San Francisco - St. Louis 
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Simplex No. S0HJ 
Hydraulic Jack, 
capacity 50 tons. 
Low height 12°* 
hydraulic lift ” 
No. 30HJ, same 
double pump de- 
sign, gg . 
tons. Also 3, 8, 
12 and 20-ton yy! 
draulic Jacks. 


There are many reasons why 30 
and 50-ton Simplex Hydraulic 
Jacks are replacing Jacks of other 
types for heavy duty lifting. 


Jobs involving the lifting of heavy 
loads have been taken out of the 
manhour-consuming class by Sim- 
plex Hydraulic Jacks. Smooth, 
speedy, leakproof operation is in- 
built. Well balanced, with con- 
venient carrying handle that pro- 
vides for easy placement. They 
feature double pumps for speedy 
operation in close quarters. 


Safety is enhanced by non-deteri- 
orating pressure seals, shielded 
release valve and a tested over- 
load safety factor of 50%. 


For heavy lifting, sell Simplex 

Hydraulic Jacks. 

Templeton, Kenly & Co. 
Chicago 44, Il. 





the frictional surfaces apart. 

4. High local temperature may cause 
chemical decomposition or volatilization 
of the lubricant; low temperature may 
so increase its viscosity that it retards, 
rather than facilitates, relative motion 
between moving parts. 

5. a. Fluid:—castor oil, cottonseed oil, 
linseed oil, rape oil 

b. Semi-fluids:— fiber grease, cold-neck 
grease, animal fat, white grease 

c. Solids:—graphite, talc, mica, white 
lead 

6. a. Viscosity must suit mechanical con- 
ditions, speed, pressure, and temperature. 
b. Lubricant must suit the lubricating 
system. 

ec. Lubricant must he of such nature 
that it will not produce deposits when 
exposed to air, gas, water, or impurities 
with which it may come in contact. 

7. (b)—gives off sufficient vapors to 
ignite momentarily when exposed to a 
flame or spark. 


8. Petroleum; vegetable oils and fats; 
animal oils and fats; minerals. 

9. Hand oiling; drop-feed oiling; wick- 
feed oiling; ring, chain, and collar oil- 
ing; splash oiling; centralized oiling; 
circulating oiling. 

10. Bearings, cams, chains, gears, and 
slides. 


11. A window aperture in the oil drop- 
feed line, between the source and the 
exit of flow, which permits observation 
of the rate of flow. 


12. For horizontal bearings on _line- 
shafts, electric motors and generators, 
small steam turbines, centrifugal pumps, 
air compressors, etc. 


13. It is not satisfactory for lubricating 
at low or extremely high speeds. At very 
low speeds the ring does not rotate fast 
enough to deliver the required amount 
of oil; at very high speeds ring slippage 
may be excessive, or else the oil is 
thrown off the ring by centrifugal force. 
14. (d)—endless chain oiling. 


15. (b)—excessive churning and agita- 
tion result in heat and power loss. 


16. Hand; grease cup; grease packing; 
grease well; pressure. 


17. The finely divided lubricant par- 
ticles associate themselves with one or 
the other of the rubbing surfaces, filling 
in the pores and depressions and acting 
as a smoothing and polishing agent. 

18. (c)—on machine parts whose peri- 
odic lubrication might be neglected, and 
which operate at low pressure and speed. 


19. (d) prevent rusting and to keep 





IF YOU COMPARE THESE Fem 
WITH ANY OTHER HOIST IN TH 


FIELD, YOULL BUY THIS 


FORD TRIBE 


@ Listed below are a few of the 
many features of the FORD TRIBLOC 
shown in this cut-away view. 
Many other hoists have some of 
these same features, but no other 
hoist in ForD's price class has all 
of them. . 


Precision-made ball bearings run in 
alloy steel races. 


Ball-sealed oil ducts permit direct 
lubrication. 
Drop-forged, heat-treated hooks of 


special steel slowly open before 
critical overloading of hoist. 


Load-wheel pockets accurately 
pitched to chain. 


| 


Load-chain coupling drop-forged—easily detached. 


Oil-less bronze bushings support driving pinion. 


Load suspension members have safety factor of 5 to 1. 


Automatic load-brake prevents slipping. 


Fewer parts than any other hoist in its field. 


Hook assemblies allow both rocking and swiveling. 


Driving pinion is one-piece alloy-steel forging. 


Pawl is drop-forged with file-hard tip. 


Load-chain is high-carbon heat-treated steel. 
Load-chain guard operates in any position. 


Philadelphia, Chicago, Denver,Los Angeles, 
Portland, San Francisco, Bridgeport, Conn. 


FORD CHAIN BLOCK DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 


MILL SUPPLIES © AUGUST, 1946 








ean Recs 


MORGAN = VISES 


HELP 





MORGAN VISES are known throughout industry for 
keeping production flowing smoothly without a hitch. 
Year after year of constant severe service does not 
impair their original accuracy and precision. To the 
plant man who wants to prevent unnecessary shut- 
downs and delays this is important. Sell your customers 
these tools for good service and collect good returns. 








lets get / 
poo a 


This is the first time we have met 
in this publication. During the 


MORGAN VISE CO. icsinow serrensow sr. CHICAGO 6, ILL. 





But we also hope to meet, get to 
know, and be able to help many 
NEW friends. People who. like our 
friends of the past, need a valve 


Each month, more SpeedWay Drills 
come off the production line; are be- 
ing shipped each day. But, frankly, 
though we are beginning to cut into 
our mountainous pile of back orders, 
there's a deal of waiting still for a lot 
of people who are ordering SpeedWay 
Tools today. However, because they 
are worth waiting for, we suggest that 
you place your order now with your 
local SpeedWay dealer for earliest pos- 
sible delivery. 


SPEEDWAY MFG. CO. 
1832 S$. 52nd Ave., Chicago 50, Ill. 
ie. f 89 equipped with Snap-Release 





cASH-ACMEt products 
can best serve you. 


TUES VAVE EC COR 


WABASH and MORG 





89-5 with ye = 
Bn illustrated) $5.00 








DECATUR ILLINOIS 
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balls, rollers, and races clean and highly 
polished. (The total amount of friction 
within a ball or roller bearing remains 


very much the same whether the sur- (E \ | rip ("a } ] 0 N 
faces are lubricated or not.) = } / in Ls 1 — _ r\yh55 
20. (c)—animal oil. ; 
21. (a)—metallic base  saponifying S LI N G C bey Al | ty 

agent; (c) mineral oil; (d) saponifiable 

fat. 


22. Melting point, dropping point, con- b oO Fs | st se rv I Cc e rec Oo rd S 


sistency, flash point, color and odor, 

texture, elasticity, storage stability. as long rs be) your arm 
23. Cloud and pour points, color, flash 
and fire point, dilution, emulsification, 
evaporation, viscosity, gravity. 

24. (d)—high viscosity. 

25. In dirty atmosphere; for inaccess- 
ible bearings; where dripping and spat- 
tering are undesirable; where operating 
conditions are severe—high temperature, 
extreme pressure, low speed; where run- g 
ning clearances are excessive due to strength of 125,000 Ibs. per 
wear or rough machine work; where fre- sctor of 150%: compare 
quent lubrication attention cannot be 

given. 


executive or safety engineer 


ant 
YA al -1deee.Vileh ae) i iale mi Gtale lial: al: 


e reasons why that once 


CM Her 


>» your 
vice that heresis < 
| 


any method of f 


Cimtcelh an etails now from your mill 
Selling The pry cae 
Full Line 


(Continued from page 89) 


and applications plus a real interest in 
the customer than it is one of ‘pressur- 
ing’ the customer into taking something 
else. As a matter of fact, we won’t have 
a salesman, inside or out, who depends 
on fast talk. All we have to offer is 
service and it would be a disservice to 
load up a customer with something he 
did not need. And, as a matter of fact, 
it would be hard to do because most mill 
supply customers know pretty much 
when they are being ‘pressured’ and they 
resent it. However there’s more than 
one way of seeing to it that a customer 
buys what he needs without being made 
aware of ‘salesmanship.’ 

“I have in mind a counter salesman 
who was a master at building up the 


average sale. Nothing was too little for 

him and he would try hard to get the COLUMBUS2MchINNON 
sale up, even if only by a dime. For ex- : 

ample a fellow came in to buy a couple CHAIN CORPORATION 


cin Uke cae (Affiliated with Chishalm-Moore Hoist Corporation) 
of paper (bigger ar than he needed | GENERAL OFFICES AND FACTORIES: 120 Fremont Ave., TONAWANDA, N. Y. 


for the two cans of paint) and got them | SALES OFFICES: New York, Chicago and Cleveland 
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DOES NOT CONTAIN GRAPHITE 
Joseph DIXON Crucible Company 


Div. 7108 Jersey City 3, N. J. 





SEll ...10 every plant 
in your area. Wherever 


belting is used this Dixon 
Product goes over Big. Plant 


men know it. Show it, sell it 
and profit. Are you han- 
dling Dixon's Complete Line 
of 15 fast sellers? Write 
today for “Complete Line” 
folder. 








PALMGREN 





VISES AND MILLING ATTACHMENTS 
Profitable Items To Sell 

ANGLE VISES 

1¥2""-2Y2'*-4""-6""-8" Jaws 










angle job. Quick 
accurate angle 
set-ups, save time 
and loss. ideal 
for Drilling. Mil- 
ling, Grinding 
Fitting, Filling 
Etc. Accurately 
machined and 
graduated. Hard- 
ened steel jaws, 
plain or grooved. 


DRILL PRESS VISES 
1TYa""-2¥2""-4 Jaws 
Accurately machined. 


Best semi-steel cast - 
ings. Long bearing ad- 
wwe] screw. Jaws 

ardened steel — plain 


or grooved. 
MILLING ATTACHMENT 
MAKES MILLING OPERATIONS 





Bend, Atlas, Craftsman, 
Graduated vertical feed 


IMMEDIATE DELIVERY 
Write for Circular Ne. 350 


CHICAGO TOOL and ENGINEERING CO. 
Mfrs. of PALMGREN PRODUCTS for over 28 years 


8392 South Chicago Avenue, Chicago 17, Ill. 
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There's. SPEED 


IN THAT 
construction! 





Solve difficult | 


POSSIBLE ON LATHE. Fits South | 


and all other tathes. | 
screw and | 
| 


| 






There's 
POWER too! 


— and, there's more 
SALES for you! 








Users of Atlas Car Movers get “com- 
pound leverage" action — and that's why 


og ibetments." Mounts yest they like these Car Movers — they = 
gh i a rae — | speed, power, efficiency, dependability 
$18.75. No. 250 — i |_— and, there are Atlas types all with the 

1 a ein “Sti7e Ne. | same action to meet every possible de- 


mand. You'll move more Car Mover 
business your way with the Atlas just as 
| easily as the Atlas moves cars. Be sure 
| you have an Atlas stock. 


|” Appleton-Atlas Car Mover Corp. 


| 1533 No. -6th St., Milwaukee, Wis. 
(Formerty Appleton Car Mover Co., Appleton, Wis.) 


JSS SERIE SE SS RTS 
MILL SUPPLIES © AUGUST, 1946 





“Re Swme to 
Mention 
SMOOTH-ON 





. .. that's the advice given by a very 
successful Ohio mill supply salesman 
to the other men in his organization. 
For he had seen Smooth-On do all 
sorts of helpful jobs for engineers in 
repairing cracks, stopping leaks, and 
tightening loose parts of apparatus and 
structures. 


You are rendering genuine service 
every time you remind a customer to 
keep Smooth-On No. | Iron Repair Ce- 
ment always handy — for emergency 
repairs as well as routine maintenance 
jobs. Jt has been a repair standby for 
the past 50 years. 


. It pays to keep amply stocked with 
multi - purpose Smooth - On No. | as 
well as the other special - purpose 
Smooth-On Cements. It also pays to 
distribute the famous free 40-page 
Smooth-On Repair Handbooks to your 
trade. They are active salesmen in 
themselves. Over 1,000,000 already 
put into circulation. Write us if your 
supply of copies is low. 


SMOOTH-ON MFG. CO., Dept. 25 


570 Communipaw Ave. Jersey City 4, N. J. 


Say to Your Customers: 


Do it with 


SMOOTH-ON 











about half-way wrapped. Then he looked 
up: ‘Suppose you're all set on brushes?’ 
he asked smiling at the customer. 

“*By golly,’ the fellow said, ‘better 
give me one. I plumb forgot.’ 

“The paint was unwrapped, the brush 
put in and the process of wrapping 
started over again. The salesman looked 
up again, still wrapping, and said, “How 
are you fixed for sandpaper?’ Again, a 
sale was made and then the package 
was finally wrapped. No high pressure— 
just friendly helpful suggestions put in 
a disarming way. It is that kind of sales- 
manship that eats away at small order 
losses.” 

M. R. MeKinley, telephone salesman 
Langdon Supply Co., Kansas City: 
“The main thing in telephone sales work 
is to understand what a man needs and 


help him make an intelligent purchase,” 


Mr. McKinley said. “This presupposes 
a good working grasp of the catalog 
and of stocks. A phone salesman has to 
know the stocks; he must keep track of 
what is in and what is out. I check 
through the warehouse every now and 
then. 

“Even with a fair knowledge of lines 
and product applications, it is difficult at 
times to steer a customer into ordering 
what he really needs. For instance, a 
man may call up and inquire about a 
certain size tap which, for some reason— 
perhaps because of the size he mentions 
—sounds out of order. It would be dan- 
gerous to say that his inquiry sounds 


crazy, what you really need is thus and’ 


so. Rather the approach might be to 
say: 

““T wonder if you mean such-and-such 
a size, but of course you use the stuff 
and know much more about it.’ That 
usually will make them think and check 
up to make sure they are right or find 
out they were wrong. This kind of an 
approach is particularly necessary with 
some purchasing agents because some 
tool room superintendent may requisi- 
tion something and, because of his fa- 
miliarity with his tools, enter only the 
briefest kind of a description. The pur- 
chasing agent, in relaying the order, is 
handicapped. 

“There are numerous ways of building 
up the size of the sales ticket. For ex- 
ample, if a man buys a portable electric 
drill, it is logical to ask about drills. If 
a man gives me an order for drills, I’ll 
ask about taps. If a man buys grinding 
wheels, and conversation develops the 
fact that he is sharpening cutting tools, 
I'll ask him about tempering oil. s 

“The main thing is never to question 
him too much and never, never high 


THESE 


—_ A D\ICTOR BELTING 


moves shale 
in brick plants 


Business toward You 





Brick PLANTS are substantial belting buyers — good 
customers for you. But they are only one of dozens of markets that 
are yours to profit from when you sell the VICTOR Belting line. One 
of dozens because there's a type of belting in the VICTOR line that's 
preferred in almost every industry where efficient and economical 
conveying, elevating, or power transmission is a must. 

The more types of industry you can serve, the more business 
comes your way. So it pays to push the textile belting line that's 
recognized as America’s most complete. 

The business VICTOR brings you is repeat business, too .. . for 
VICTOR dependability has won a loyalty among VICTOR users that 
keeps them coming back for more. Write for full details on the 
profitable VICTOR Belting line today. 


Meat Packing + Grain & Feed + Bottling * Can- 
ning * Baking * Stone Products + Packaging 
Mining + Dairy Products * Confectionery » Ceramics 








VICTOR BALATA & TEXTILE BELTING CO. 
Manutacturers of 
Solid Woven, Canvas Stitched and Balata Belting. 
53 Park Pl., New York 7, N. Y. 
345 W. Hubbard $t., Chicago 10, Il. 
Factory: Easton, Po. 
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INDUSTRIES USE BELTING — SELL THEM VICTOR 
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This alone! 


ape: 


ie Bae 

There at re ch hi a ks. For 
fifty ye fs men " made and 
used then. But ‘ @ single radi- 
cal impe bvement m developed 
until th ‘Budgith bain Block 


f 
was designed. 




































The "Budgit’ f ‘aids alone. 
Considet¥portabiil4 Phe 2-ton 
capacity YB udgit’ y eighs only 81 
Ibs.—whith mean one man lifts 
and caries it i herever it is 


needed. ) his ismot true of any 
other chajn block) of similar type 





























absdi te minimum of 
meg lifts two tons. 
to gnti-friction bear- 
ings throughout ui nd the fact that 
all workir pai s—including the 
automatic We d rake—operate in 
grease in a¥g@aled housing. 


Whether men pay more or less 
for any other chain block they 
are penalizing themselves and 
their workmen every hour it is 
used. 


Tell this story wherever hand- 
lifting must be done and what 
can a competitor offer to stop 
your sale? Keep yourself well- 
supplied with Bulletin 367. 


‘BUDGIT™ 
Chain Blocks 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 

“Load Lifter’ Hoists = other lifting specialties. 

Mekers of Ashcroft co. Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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You Muke Frofila UzLA Faded 


JUSTRITE 


ws" ~.\ BECAUSE THEY GIVE 
COMPLETE SATISFACTION, 
| JUSTRITE PRODUCTS 

LIKE THIS SAFETY- 
APPROVED FLASHLIGHT 
MAKE PERMANENT FRIENDS FOR YOU 


Sell Justrite products such as this handy service flashlight 
and you're building repeat business. Because Justrite 
products are known for their reliability and long service 
—they’ve been first with industry for years. 

Justrite Flashlight No. 17-S, for example, is the favorite 
among hand flashlights. Its sturdy plastic case is guaran- 
teed against breakage. Gives penetrating 1800 candle- 
power beam from 3-cells. Flashlight fits in palm of hand, 
stands on base, or attaches to belt with clip. For wider 
spread beam it can be used with the new Justrite Honey- 
comb Lens, which throws a circle of clear even light 3 ft. 
in diameter at 8-ft. distance. And remember—this Justrite 
Flashlight is approved for safety by Underwriters’ Lab- 
oratories, Inc., and U. S. Bureau of Mines. 


List prices: Model No. 17-S . . 









Model No. 17-S 





Honeycomb Lens 


. $3.85; with Honeycomb Lens . . . $4.00. Check your stock today! 


JUSTRITE MANUFACTURING COMPANY 


2063 N. Southport Ave., Dept. A-1, Chicago 14, Illinois 

















CUTS SHOVELING 


costs 2 WAYS ell 
MOVE MORE MATERIAL PER DAY: of the 
Because of its special construction with BURGESS 


tapered blade thickness and tubular shank, 
RAZOR-BACK gives you a perfectly bal- 
anced shovel of full 13 gauge strength 
but only 15 gauge weight. Speeds the 
aandling of material. 


REPLACE FEWER SHOVELS PER 

YEAR: In addition to its fong 
center “backbone” of 13 gauge steel, 
which reinforces cutting edge, frog 
and socket, every RAZOR-BACK 
is “Surface Peened" after heat 
treatment, actually tests 2'/, to 
5 times tougher than fine 
shovels merely heat treated. 
Send for Catalog. 


Forged in One 
Piece, with 
tI" Long 
Socket. 












dies, jigs, raw materials. 


THE UNION FORK AND HOE CO. 
680 Hocking St., Columbus 15, Ohio 


RAZOR-BACK 


Only Shovel with’ a Backbone 
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Portable . . . useful for inspectors, 
foremen, tool crib workers. Tool com- 
plete with engraving needle $7.50 

V3 needle necessary for engraving on 
steel and other hard materials $2.00 

Diamond Point for continuous glass 
work, jewelry engraving, etc. $5.95 
Write for dealer proposition today. 


SE BBS GS 
HANDICRAFT DIVISION 


BURGESS BATTERY COMPANY 
198 * ow AVE., CHICAGO 1, ILLINOIS 











The versatile Vibro-Tool writes a 
on steel; engraves on glass, 
plastics, wood, stone; puts per- 
manent identification on tools, 











pressure him; mild suggestions which 
are well thought out and really point to 
a legitimate need produce the best re- 
sults.” 

R. G. Botham, sales manager Wiscon- 
sin Foundry & Machine Co., Madison: 
“One thing that we impress on all of our 
salesmen, and with excellent results, is 
that a real service is performed for a 
customer when you aid him in buying the 
things he needs,” Mr. Botham explained. 
“Ofttimes expensive delays, or at least 
nuisance back trips, are avoided by sim- 
ple, logical sales suggestions from sales- 
men. One that comes to mind is a dairy 
operator who drove several miles to buy 
some belting. When lacing was sug- 
gested, he said no, he didn’t need any. 
But the salesman persisted in a joking 
way, stating that it was a long way back 
and he always could use the lacing. The 
man took some. Later, when he came in 
for some other purchase, he told the 
salesman it was a good thing he took the 


lacing for he used it within two weeks — 


of the purchase.” 

W. E. Keyes, counter salesman Langdon 
Supply Co., Kansas City: “If the field 
salesmen and the counter and telephone 
salesmen work as a team—you have an 
unbeatable combination,” Mr. Keyes said. 
“Often the field men will start a line of 
thought going through a _ customer's 
mind which may not be translated into 
action for weeks. If we inside men know 
the score and the customer comes in or 
phones, then, when the man is in a buy- 
ing mood, the sale often may be accom- 
plished. 

“Experience is the only thing I know 
that makes for selling the full line. Ex- 
perience must include product and appli- 
cation knowledge plus a thorough under- 
standing of the catalog. After a while, 
if you work at it, an order for one item 
automatically suggests a whole chain of 
related items. For example, if a man 
calls in for a %-in. portable electric 
drill, the most logical thing in the 
world is to inquire what kind of a job 
he’s going to use it on; the speed and 
other information. It is probable that 
the electric drill customer will need 
drills. And there usually is a good 
chance of selling him a reel which will 
carry the drill out of the way when not 
in use. 

“Selling the reel is a little different 
proposition than selling the drills to go 
with the tool. The man knows he must 
have drills. But the reel is in the nature 
of an accessory. It probably would be 
among the last things I’d mention and 
then I’d state that here’s a new item: 
It takes the drill out of the way when 


Sell the 
Right dresser 
every time! 


YOU'VE GOT a solid selling 
advantage when you stock 
Desmond dressers and cutters: 
Desmond makes the only com- 
plete line of grinding wheel 
dressing and truing tools. That 
means selling the right tool for 
the job—for every job. This fact 
—plus Desmond’s long-standing 
jobber distribution policy—is 


your best assurance of profitable 
repeat business, year after year. 


Desmond unvarying standards 
of quality have made another 
name famous: Simplex steel slide 
vises, furnished for a wide range 
of requirements. 


Sell Desmond — and sell the 
right tool for the job. 


THE DESMOND-STEPHAN MFG. COMPANY, URBANA, OHIO 











™ 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 





& — 2 wm OP 


s*pnessens curren TY" 108 | DAESSERS 
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JAMOND HAND TOOLS 
AND NIBS ORESSERS 


— TYPE SIMPLEX 
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STEEL-SLIDE VISES 





PRECISION 
BUILT! 





Ges, CHALLENGE 
WORK BENCHES 
are Precision Built... 


They are not of the 
Hammer-and-Saw Variety 


A ___l—",. Ua 


Accurate work requires an always 
smooth, level, unyielding Work 
Bench. A Challenge Bench gives 
you all this and more too. 


@ The rugged, two inch, cast iron 
top is carefully machined on top 
and on all four edges at right 
angles. You can depend on their 
accuracy. 


@ The top is supported on sturdy 
steel channel legs welded into a 
rigid framework by cross angles. 
The long channel supports are 
provided with 4ock leveling screws 
by which the top can be kept 
perfectly level at all times. The 
lower braces are high enough 
above floor to permit moving by 
standard lift truck. 





@Tool box shelf at one corner 
gives added capacity as do the 
steel drawer and full length shelf 
below top. Drawer has pilfer- 
proof lock. 


@ Built in four standard sizes 28 
inches wide and 48, 60, 72 and 
84 inches long in three styles (1) 
complete as illustrated, (2) with 
tool box shelf and without drawer, 
or (3) without tool box shelf or 
drawer. 





Write for complete 
Catalog of ‘eci- 
ion Equipment — 
including Layout 
Surface, Bench and 
Steight Edges, V- 
‘ t es ‘- 
Blocks, Parallels, 
a Angle Irons 
and Angle Plates. 











EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Taper Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough. Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 
Standard tools for all drilling, reaming, 
and tapping needs and special tools to 


order. Eoesdiets attention to regular or 
special requirements. 


THE COLLIS COMPANY 


CLINTON, IOWA 




















The Challenge Machinery Co. 


GRAND HAVEN, MICHIGAN 
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LANTERN 
© 9% on every JOB 
[0a Stormproos / 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 
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Here are the quality couplings for 
every air hose service . . . durable, 
practical, economical. See Catalog 
241-X for complete descriptions. 


"G J-BOSS" 
AIR HAMMER COUPLING 


Ground Joint, washerless construc- 
tion. For heavy duty and hard wear. 
Compact and heavy types. Furnished 
with strong "Boss" Interlocking Clamp. 
For washer style specify "Boss" Air 
Hammer Couplings. 5 


"DIXON" 
AIR HAMMER COUPLING 


Washer style. Efficient, durable, in- 
expensive. Compact and heavy types. 
Also available in ground joint design 


as "G J-Dixon". 


“AIR KING" 
Quick-Acting, Universal Type 


HOSE COUPLING 


For indoor and outdoor service. Plain 
design, rugged construction. Hose 
ends; male and female pipe ends. 
Made with patented safety locking 
arrangement, 


<a 


“"DIX-LOCK" 
AIR HOSE COUPLING 


Streamlined design—no projecting 
parts. Snap-lock action — quarter- 
turn against spring tension. Reverse 
quarter turn to unlock. Hose ends; 
male and female |.P.T. ends. Has re- 
newable sleeve and spring. 


Sold in Accordance With Our 
Established Distributor Policy 


De > @ez.' 


VALVE &, COUPLING CO 


2ERS »F 


He A adadeg 
ING AIR KING DIX-LOCK 
NGS. NIPPLES, MENDERS, CLAMPS 


, PHILADELPHIA 22, PA 
. ANGE ‘ ~ 


BIRMINGHAM 














not in use, removes it from the fieJd of 
possible damage and keeps the work 
bench from being cluttered up. Then if 
the man is at all interested, I'd suggest 
having a field man drop around and dem- 
onstrate the reel. 

“Substitutions may not be as common 
in the future as they have been, but still 
it is important to know what else can do 
a gives job and also to know what is 
new. Both lead to selling a broader rep- 
resentation of the line. 

“For instance, a customer called in 
about a conveyor. He wanted chain and 
sprocket. I told him that kind of stuff 
is hard to get, but that I believed we 
could fix him up if he could use a 
troughed belt. After he’d thought it over, 


we made the sale, including pulleys, } 


bearings, shafting, drives and belting.” 

Like other good salesmen, Mr. Keyes 
was emphatic in his warning against 
“high pressuring.” He said “don’t crowd 
them, plant the idea and if it does not 
take hold immediately, leave the man 


alone for a while but follow up on the |: 


first good opportunity. Sometimes, where 
an item has been discussed, all it takes 
to clinch a sale is a demonstration. I 
always try to get an invitation to send 
something out.” 

A. A. Beaufils, sales manager, H. Chan- 
non Division, Hibbard, Spencer, Bart- 
lett & Co., Chicago: “The salesman who 
succeeds is the one who knows his lines 
and their applications,” Mr. Beaufils de- 
clared. “He is the man who instantly 
associates related items with any sale he 
makes. Our salesmen are trained to do 
this and the results are excellent. After 
all, there is nothing more natural than 
an inquiry about file handles following 
the sale of files. 

“In many cases all that is necessary on 
the part of the salesman is to thumb 
through the cataloz to see what goes 
with what. For instance, if a customer 
buys electric hoists. it should be merely 
routine for the salesman to inquire 
about related items such as trolleys, 
chain containers, cord reels, a gantry 
A-frame and even water-proof covers, if 
out-door use is indicated. Of course it 
would be rare that all such items could 
be sold, but it doesn’t take much in the 
way of additional sales to add 50 per- 
cent or more to total represented by the 
sale of the hoist alone.” 

P. C. Glynn, counter salesman English 
Bros. Machinery Co., Kansas City: 
“The main thing,” according to Mr. 
Glynn who has been a counter salesman 
for over five years, “is to know your 
catalog and to study the customer. Al- 
ways try to get him talking and sooner 








HARRINGTON 








have delighted custom- 
ers throughout the years 
by giving unfailing, low 
cost materials handling 


service. 


ALL STEEL 
PEERLESS-HOISTS 


are profitable sellers and the demand never fails 


LINE UP WITH HARRINGTON 


Request complete catalog and franches details 


THE HARRINGTON COMPANY 


I7th & Callowhill Dh at aekeh oe 


PHILADELPHIA 30,PA 
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ALLIGATO 


For conveyor belts FLEXCO &-& © Fasteners and Rip Plates 


) 





@ Men who have charge of conveyor belt 
maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
tt joint with long life. The recessed 

embed in the 


\ Steel Belt Lacing for transmission belts 


DRILL HOLES within 


@ Quick Centering 


@ Drill thin 
material 


@ Easy Counter- 
boring 


@ Accurate Center 
Punch 





MASTER OPTICAL 
CENTER - LOCATOR 


Machinists who use the Center-Locator 
claim that it is the simplest, speediest, 
most accurate method of locating centers 
and drilling holes on the market. It 
actually makes a drill press do the work 
of a jig boring machine. Drill jigs, 
piercing dies, molds, templates, metal 
patterns and machine parts demand an 
accurate relationship between a series 
of holes—as well as close tolerances be- 
tween these holes and other points. 
Carry a set in your pocket and watch 
your customers’ reaction. It’s a money- 
making time saver. 


Literoture on Request 


MASTER SPECIALTY COMPANY 


















3008 E. Lake St. Minneapolis 6, Minn. iv 













of years. Proven 





1716 DIXIE HIGHWAY 


CLAYTON & 


at every 


point J 


TORCHES 


BUILT RIGHT FOR HALF A CENTURY 


That's why. . . C&L Blow Torches give better performance over a period 
experience — plus more than half a cen 
service has earned top position for C & L Blow Torches and Fire Pots. 


At leading jobbers everywhere. 
LAMBERT 


of satisfactory 






MFG. CO. 
° LOUISVILLE 10, KY. 
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Saves time and money in the plant, 
warehouse or on the job. 
Roll-A-Reel is the ideal way to 
reel or unreel wire, cable, or rope 
and does an easier, better job in 
every way. 

In two sizes... 2000 ibs. capac- 
ity —$37.50 and 4000 Ibs. capac- 
ity — $75.00 F.0.B. Cincinnatl. 


Send for descriptive pomphliet. 




















IX 








or later he will be telling you about his 
job. However, even those who don’t 
warm up can be sold something else if 
you know your lines and relate other 
lines to the one sold. 

“For instance, if a man comes in for 
grinding wheels, it is a pretty safe bet 
that he has a definite job in mind. It 
usually does not take much conversation 
to find out what the job is for. That is 2 
legitimate question and, unless the man 
asks for a certain type wheel, it is a neces- 
sary question. Should the job be sharp- 
ening milling cutters, say for grinding 
valve seatings, the next logical step would 
be to suggest a packing. It really is not 
so much salesmanship as it is being of 
service—just as if you were on your 
customer’s payroll.” 

Mr. Glynn cited a couple of instances 
where product knowledge played the 
leading role in making additional sales. 

“One man,” he said, “had a snagging 
job. He complained about the grinding 
wheels getting out of balance. We gave 
him a lighter wheel, but it was not wheel 
enough for the job. We talked the en- 
tire job over and found that he did not 
have a grinder powerful enough for the 
work he was doing. So we sold him a 
two-horsepower grinder which took the 
heavier wheel satisfactorily. 

“In another instance, a couple of young 
fellows in a valve refacing and reseating 
business were having trouble boring 
valves out to 114-in. The machine they 
thought they needed cost over $500 
which, considering the fact they needed 
several, was too much money for them. 
After discussing the pros and cons of 
their application, we decided that they 
could get by very well with an inexpen- 
sive counter borer using their own spe- 
cial pilot. We sold one. A few days 
later they came back and bought six 
more.” 

Mr. Glynn made it plain that eager- 
ness to be of service was only part of the 
story. “You have to have the know-how, 
too,” he said, adding that he had gone to 
a manufacturer’s school and was able to 
sell abrasives much easier as a resuh— 
and, just as important, he now tinds him- 
self selling many additional lines which 
fit in with tool grinding work. When 
English Bros. customers found out he 
had attended the school, which was evi- 
dent in his wider knowledge of grind- 
ing wheel applications, they had more 
confidence in Mr. Glynn and, in fact, 
sought him out for advice. Since then, 
for example, his sales of dressing tools, 
flexible shafts and other related items 
have curved upward along with sales of 
wheels. 





















Y, 
FOR YOUR FREE COPY OF THIS 


NEW GUIDE TO 


MORE EFFICIENT, COST-SAVING 






















































OUR customers who use or plan to use compressed 

air will want to know factual answers to these ques- 
tions about this efficient industrial air system. (1) What 
is Kellogg-American “On-the-Spot” Air? (2) How does 
every department get adequate air volume at the right 
pressure whether one department, two, or the whole 
plant is operating? (3) How are pipeline air losses 
eliminated? (4) How are plant shutdowns due to air 
compressor failure prevented? Be prepared to sell with 
facts about these and many other problems of efficient, 
economical utilization of compressed air power. Write 
for your copy of this new, helpful folder today. American 
Brake Shoe Company, Kellogg Division, Department MS-1, 
Rochester 9, N. Y. 


a. Sika: moe EAI OREN aS. 


$ 
Brake Shoe | 


KELLOGG DIVISION 
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*PRECISION BRAND 


SHIM STOCK 


CONVENIENT TO USE 


4 IN 1 ASSORTMENT 

BRASS or STEEL -> 
Contains on assortment in most 
popular sizes of Precision Brand 
Shim Stock. 4 separate thick- 
nesses 6x50” each. Total 1200 
squore inches. Put up in easel 
type display dispensers cello- 
phone wrapped. 


yr 
ae TIME 

° WASTE 

¢ BOTHER 













¢ SHIM PACKETS 
BRASS or STEEL 


Flat Stock—Total 6 Pieces. Each 33/47%x6” 
—120 sq. in. 2 pieces each .001, .002, 


SINGLE ROLLS 
BRASS or STEEL 


-003. 48 packets to the box. ° Single rolls 6”x100” > 
each. 600 sq. in. to  <ittuee 
the carton. All popu- ? 
lor thicknesses. 

Cellophone wrapped— 
moisture-proof. 
, <_ 
SHIM STEEL 


HEAVY SIZES 


6”x100” and 12”x120” in 200 Ib. 
fest corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 


CONSULT YOUR JOBBER 
PACKAGE GOODS DIVISION - 
PRECISION STEEL WAREHOUSE, 


NEST KINZIE §S 


INCORPORATED 


CHICAGO 24. ILLINOIS 












OF EXTRA BUSINESS PRODUCED 
BY FLOOD OF INQUIRIES FOR 


RUST-OLEUM | 


the Modern, Positive Rust Preventive 






ae sae 

Requests for facts are pouring in—many 
from your own territory. Industrial buyers are 
keenly alert to the greater need for rust pro- 
tection. Give your men this fast-selling item. 


Appi 
—- Vjdireetly Over rust. No 


Factories, contractors, public works and jeguired «.. Just b woh tonnnting | 
utilities need it urgently. RUST-OLEUM offers * ema sg and dirt.” 

a selective dealer policy. Discounts are attrac- proteci®—spreads an unbroket 
tive—better than on the average industrial @Easy to pea = surface 

item. RUST-OLEUM is a real premium-profit colort Inseeingagftll Penge’ si 
line. For faster turnover and bigger profits sell eT nd twice the area ot 





RUST-OLEUM. Write today for full details. 
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Industry On 
The Move 


(Continued from page 85) 





rolling plant construction. 

This reflects a natural aftermath of 
wartime conditions. It is to be expected 
that within the next few years the major 
share of new plant construction will be 
concentrated in those industries whose 
plant facilities suffered the most severe 
enforced neglect and obsolescence dur- 
ing the war emergency. Conversely, fa- 
cilities of industries nurtured by wartime 
restrictions, such as aircraft, need no new 
plant to meet peace time demand’ for 
their products. 


Evaluating the Future 


An accurate measure of the immediate 
future of industrial construction is the 
vast backlog of proposed projects for 
which no contracts have yet been 
awarded. As of the end of May 1946, this 
backlog amounted to $1,744,161,000, and 
it is steadily growing, at an increasing 
rate. The full significance of this “con- 
struction ahead” may be grasped when 
it is realized that it very nearly equals 
the total volume of contracts awarded for 
private industrial construction in the en- 
tire eight-year period from 1932 through 
1939. 

Current reports from Engineering 
News-Record disclose that private in- 
dustrial contracts awarded since the be- 
ginning of the year have averaged slightly 
over $20,000,000 per week and indicate 
that this average will climb as the year 
progresses. This presages at least a 65 
percent increase in 1946 over 1945 con- 
struction contract awards. 

Furthermore, it must be remembered 
that private industrial construction is 
only one phase of the whole construction 
industry. The backlog for proposed com- 
mercial and public building, housing, 
and construction of highways, bridges, 
tunnels, reservoirs, dams, airports, and 
other unclassified stood at more than 
$29 billion as of the end of May 1946. 


Industrial Distributors’ Role 


These compelling facts constitute a 
challenge to industrial distributors, and 
their opportunity to serve is two-fold. 
They can furnish machinery and tools 
to the construction industry in general, 


| and also develop new customers for man- 
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nance supplies from among the manu- 
facturers who will occupy the new plants. 

Items regularly handled by distribu- 
tors and used by both the construction 
industry and industrial plants include 
bolts and nuts, chain, hand tools, hose, 
jacks, ladders, lubricants, nails and 
screws, paint, power transmission equip- 
ment, power tools, safety clothing, valves 
and fittings, welding apparatus and rod, 
wire rope, and a host of other allied prod- 
ucts. Heavy machinery and equipment, 
which some distributors are set up to han- 
dle through their construction depart- 
ments, include cranes, compressors, 
hoists, mixers, motors, power shovels and 
tractors. 

Proposed construction is not confined 
tv any one section of the country. De- 
spite the increasing rate of certain types 
of construction in particular areas, proj- 
ects will be well dispersed geographi- 
cally, and an active and continuing 
market is assured for products sold by 
industrial distributors from coast to 
coast. 

The industrial distributor can best 
learn the needs of this major market by 
working in close cooperation with de- 
signers, engineers and contractors, and 
by keeping well informed on new con- 
struction projects within his territory. 





New 
Products 


(Continued from page 93) 












RE YOU prepared to fill whatever need a customer may have for maxi- 
mum building protection against the effects of wear and weather? 


The Sonneborn line of “Building Savers” gives you—from a single source 
of supply—a wide variety of products for building construction and main- 
tenance (see chart)—each one a profit-maker in itself and a strong recom- 
mendation for sales of the others—for every type of building. 


Sonneborn ‘Building Savers’’ are regularly specified by architects and 
used extensively by builders in every type of construction, and are recog- 
nized for outstanding performance in building maintenance. 


Cash in on this ready-made market for profitable sales in your territory. 
For details of the Sonneborn “Building Savers’ franchise, write Dept. M7. 





BUSINESS-FINDER CHART 


























The Product Is You Sell ft For 

LAPIDOLITH Hardening proofing and dustproofing new or old 
concrete and terrazzo floors, other concrete surfaces. 

LIGNOPHOL Preserving and finishing wood floors, trim, doors, panel- 
ing—in one application. 

CEMCOAT Filler Protecting and decorating cement and wood floors, 

and Dustproefer porches, decks. Colors and transparent. 

TRIMIX Improving quality and kability of ete and mor- 
tar mixes. 

STORMTIGHT Protecting and preserving, pat bi g and iring roofs 


(Liquid and Plastic) 





1 - 


of all types, new or old. 





$. 8. P. 
* Rust Prevention’) 


Protecting iron, steel and other metal surfaces, inside 
and out, against rust and corrosion. 








the chain of anti-friction bearing evolu- 
tion, and say that its development ter- 
minates a 10-year research program. 
Some applications of the new bearings 
are as thrust blocks on marine propeller 
shafts, on roll necks in steel and alumi- 
num rolling mills, and as thrust mount- 
ings for railroad turntables, water tur- 
bines, water wheels, oil well swivels, 
dredge pumps, extrusion machinery for 
plastics and rubber, and other types of 
gear drives——SKF Industries, Inc., Phil- 
adelphia.—Mir. Suppuies, August 1946. 


Pump 
Small, Light Weight 


A PADDLE PUMP small enough to hold in 
one hand is now on the market. Despite 
its small size, the unit operates up to 


SONOLASTIC Aluminum 
Paint (Ready-Mixed) 


Protecting and brightening interior and exterior surfaces 
—metal, wood, masonry, wallboard, etc. 





SONNEBORN'S 
Caulking Compound 


Caulking, pointing up, sealing, glazing, etc. Knife and 
gun grades. 





SONOMEND 


Patching and resurfacing concrete or wood floors. 





FLOORLIFE CLEANER 


Cleaning and waxing wood floors and linoleum in one 
application. 








HYDROCIDE Colorless 





SONNEBORN 


. 1S 
FLOOR TREATMEN 


« ( 
COATINGS 


ONCRETE ANY 


Protecting exterior masonry walls against disintegration 
due to ive water absorpti 





“BUILDING SAVERS” 


) vt 
PAINTS ANIL PROTES 


WAXES KT 
ORTAR ADMIx 


URES 
M 


DAMPPROOF NG 


AND 


" ING nal. 
¥ prpoot COATING 
WATER 


, AULKING 





ROOF 


OMPOUND® 


BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


MILL SUPPLIES * AUGUST, 1946 


88 Lexington Avenue, New York 16, N. Y. 
In the Southwest: Sonnebern Bres., Dallas 1, Texas 











Tae NEW 
METRO 


CATALOG 


1S here: 


SEND TODAY 
FOR YOUR COPY 
covering this 
COMPLETE LINE 
of 
SAFETY EQUIPMENT 
and 
WELDING and 
CUTTING APPARATUS 





Make METRO your 
dependable source of supply 


METRO 


MANUFACTURING CO., 
Long Island City 1,N. Y 
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TAKE THE GUESS 
OUT OF OILING 


with ... 






OILERS! 


Here's a really fast selling line! Industry is rapidly switch- 
ing to TRICO visible automatic lubrication for all types 
of bearing surfaces. !t replaces the waste, guesswork, 
on a 9 zards, etc., of the ‘“‘trust-to-luck” oil can 
m , 


Show your customers and prospects how TRICO visible 
automatic OILERS provide ‘ 


@ Carefree, positive lubrication. @ Protection against fire hazards. 

@ Visible oil supply. @ Modemized appearance. 

e@ Complete bearing protection. @ Dividend payments on investment. 
@ Reduced repair costs. @ Easy, low-cost installation. 


Your customers are sure to be interested in TRICO OILERS if you point out these 
features to them. Decide, NOW, to talk TRICO OILERS on every call. 


WRITE NOW 


for Catalog! MILWAUKEE 12, WISCONSIN 


TRICO FUSE MFG. CO. 

















Now 1 the time to call on 






To Help You 
With Your 
Pumping Problem 


tn spite of the fact that pump deliveries are still in the 
future, it is a wise policy to plan now for their inclu- 
sion later. It is time to discuss with your customers 
requirements for expansions, replacements and new 
designs. Check carefully their installation problems. 


If they have a question concerning the type of 
pump needed and how best to install it for greatest 
efficiency, now is the time to work out these details. 





The Viking organization is ready to lend a helping 
hand. Write today for free folder 46SMM. It shows 
the latest in Viking Rotary Pumps. Your problems are 
our problems. 


VIKING PUMP COMPANY 


CEDAR FALLS, lIOWA 
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1750 rpm. can be used at pressures up 
to 30 lbs. including a 20-ft. suction. Its 
size makes it ideal for machine coolants, 
as well as for circulating and transferring 
liquids. The unit, according to the 
manufacturer, will handle any chemical 
except those few that react on tire tread 
rubber, bronze or stainless steel. Its only 
moving part is an elastic impeller, which 
usually outlasts the bronze pump case.— 
Jerome Simer Co., Minneapolis 13.— 
Mitt Suppuies, August 1946. 


Fuse Puller 
Plastic 


A PLASTIC COMBINATION fuse puller and 
fuse tester has been developed. The ma- 
terial with which it is made affords in- 
sulation against shock and permits han- 
dling without the use of bulky gloves. 
Inside one of the handles is a small neon 
light, the glow of which is visible through 
the plastic when a proper connection 
is tested. The plastic used is Tenite 
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Bossins of strong “yarn” from the spindles are placed 
on machines which twist a required number of them into strong 
“strands.” Although varying in size and appearance, according to 
the yarns they are to combine, all strand making machines operate 
on the same general principles. Mechanical governors control speed 
and tension. Yet here as at other steps in rope making, human skill 
and not machinery determines the quality of the product. H & A 
craftsmanship guards the uniformity and strength of all strands, 
whether destined for the famous H & A “Blue Heart” Manila Rope, 
or for any other of the popular H & A brands. 


Dealers and jobbers are invited 
to write direct for trade infor- 
mation on the complete H & A 
line of Rope, Twine, Packing, 
Oakum, ete. 





THE HooveEN & ALLISON COMPANY 


Tha AH108 


XENIA.OHIO 
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Of the Hoot Velivenies / 


TRINDL anc weber 


ON ARC WELDING 


17 EAST 23°95 STREET 
CHICAGO 476. ALL. 








GENERAL PURPOSE 
TUNGSTEN CARBIDE TOOLS 


machining cost iron, tough hard rub- 
ber, fibre, bakelite and tough alloy 
steels. They cre low in price, and give 
increased production with lower costs 
Prompt deliveries on these standard tools 


New, Willey's 710 


This new, steel cutting grade of Carbide, just Write for 


announced for cutting tough 
used to tip ony of the fools shone ty ame, WILLEY’S NEW 
Catelog — or for making ley's CATALOG 29 


specifications. — te your 


WILLEY'S MASONRY DRILLS 


Needed by every maintenance man. Drill concrete, brick, slate, 
marble, tile, asphalf, carbon, asbestos, plaster, wall board 
nearly twice as fast. Quiet, efficient, stay sharp many times 
longer. Used with any portable drill. Goes for weeks 
without resharpening. Sizes from 3/16"' to 2"' diameters. Get 
@ set from your supply house today. 


MILL SUPPLY HOUSES 


Some territories still open for Willeys standard and special cutting 
ees — sn, and diamond tools. Write for full 
nformation and new Catalog No. 28, and special circula i 

tools by the package. ot Peek apy 





Buy Willey’s Standard Tools 
the box from your Mili 
poly Houses. 


s','2 8 & Dae CARBIDE TOOL CO. 


i j ] 
y 


ve re vay Detroit Mi 
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which will not shatter if dropped and 
which provides ample protection for the 
enclosed working parts.—Star Fuse Co., 
York.—Miu.. Suppiies, August 
































New 
1946. 


Wrench Sets 
Adjustable Spanners 








~~ 


CONSISTING OF A HANDLE, 
screw, a key arm and three pin arms 
in graduated sizes, three spanner wrench 
-ets are now on the market. They come 
‘n sizes to fit the following range of diam- 
eters: 34-in. to 2-in., 134-in. to 4-in., and 
31%-in. to 6-in. All sets are of forged 
steel, heat-treated and cadmium plated. 
The manufacturer says that the spanner 
wrenches fit the range of diameters speci- 
fied with any standard mechanic’s han- 
dle—JO Mfg. Co., South Gate, Calif.— 
Mixt Suppuies, August 1946: 


Flashlight 
Flexible 


removable 





CLAIMED TO BE the only basic improve- 
ment in flashlights in years, a new light 
with a long flexible bulb retainer is 
now being marketed. The flexible bulb 











le 


st 








holder can be inserted into small open- 
ings to send a strong beam of light into 
otherwise inaccessible places. The man- 
ufaeturers designed the item with elec- 
tricians, plumbers, repairmen and house- 
holders in mind, and it is small enough 
to carry in a toolbox or automobile glove 
compartment.—Aero-Motive Mfg. Co., 
Kalamazoo.—Mi.t Suppwies, August 
1946. 


Resin Glue 


Cold-Run 


A COLD-RUN, fast-setting resin wood glue 
has been developed for joint assembly 
operations, It is said to be the only resin 
glue that can be handled and machined 
after 20 to 30 minutes’ setting time, in- 
stead of the usual six to eight hours. 
It has no odor, needs no heating, never 
embrittles or forms a hard abrasive film 
to dull saws and knives, and is said to 
provide a durable bond for every type of 
wood.—National Adhesives, New York 
16.—Mi.t Suppuies, August 1946. 


Riveter 
Plierlike 


AN INEXPENSIVE, light-duty blind rivet 
“gun” has been added to the Cherry line 
of blind riveting tools. A one-hand, plier- 
like tool that installs the rivet with a sim- 
ple “pull”, it was designed for the smal! 
fastening jobs arising constantly in any 
shop. It installs a new #-in. diameter 
blind rivet, provided in three grip lengths. 
The rivet is the tight-clinching, pull- 
through hollow type having generous 
shank expansion.—Cherry Rivet Co., Los 
Angeles 13.—Mitt Suppties, August 
1946. 


Clutch Attachment 
Variable Speed 





A CLUTCH ATTACHMENT enabling a drill 
press operator to increase or decrease 









Darts 


Don’t Deviate 



































TWO BRONZE SEATS 
ALWAYS MEET IN A 
TRUE BALL JOINT 





Because their two bronze seats are ground 
to form a true ball joint, Darts may be 
closed to a leak-proof connection with the 
greatest of ease—and may be uncoupled just as easily if 
needed for other services. Body and unit are made of 
high-test air-refined malleable iron—practically indestruct- 
ible. That's why far-sighted buyers prefer Darts. They 


last longer—cost least in the long run. 


Are you familiar with Dart's 
Jobber Policy? We'll be glad to 
send you a copy. 






Wy, 


lll) 


E. M. DART MANUFACTURING CO. 
PROVIDENCE, R. 1. 








MILL SUPPLIES © AUGUST, 1946 





Each Forsberg Blade that carries the 
famous WHALE BRAND mark of quality 
is scientifically heat treated to add the 
toughness that gives these Blades their fine 
performance. They’re gauged and checked 
throughout every step of their manufacture 
and given a stiff bending pounds test be- 
fore you get them for sale. The popular 
HY-FLEX Blade, shown above, meets to- 
day’s demand for a medium priced blade 
which is extremely flexible, yet has the guts 
for solid service. 























Here’s a Whale of a Blade of a special 
analysis molybdenum, high speed steel, that 
gives unusual cutting service. Can be 
used at the same cutting speeds as tungsten 
and deliver practically equal performance. 
If you want to promise outstanding results 
on stubborn cutting jobs, offer Whale 
Brand HY-FLEX and MO-HY Blades and 
you'll deliver it. 


’ 


orsber 





| MASTER COST-SAVING EQUIPMENT—FOR IMMEDIATE DELIVERY 








General 
Purpose 
Floodlights 





Portable Gas-Electric 
Generator Plants. 


Sizes 500 to 17000 Watts 
(Catalog Number 594) 
**Power-Biow'’ Electric 
Hammer and Spade 
(Catalog Number 688) 


(Catalog Number 683) 
Gas or Electric Grinding Machines ond Power Tools 


BIG-3 for Generation, 
Tool Operation and 
Concrete Vibration 

(Catalog Number 687) 


g ¢ 
> 


BIG-3 and Grinding 
Machines (Cat. No. 687) 





S88 BB CLIP THIS ADVERTISEMENT—CHECK CATALOGS WANTED SS 88 8 


Send for illustrated catalog on any item to 


MASTER VIBRATOR COMPANY 


DAYTON 1, OHIO 


SSBB BS GANVM SOOCTVIVD NO3HD— INIWSSILUIAGY SIHL dI1ID Bae SB 
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SPECIFY 


FOR. STRENGTH 
APPEARANCE 
ECONOMY 


a 


~~ 4 


lac-its offer 
a . 
of heat-treateg, nite line 


STRONG. CARLISLE @ HAMMOND COMPANY 
C " MPANY 


. PART 
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speed ratios between the drill press mo- 
tor and the drive by a single hand lever 
control ‘is now being merchandised. 
Speed variations are obtained during the 
operation and may be gradual or stepped 
up or down in fixed intervals as required. 
The manufacturer states that the unit 
needs no maintenance other than an oc- 
casional drop of oil on the disc shaft. 
Designed primarily for V-belt driven 
drill presses, it can be adapted, with 
slight modification, for most types of 
machine shop equipment.—Weaver Sales 
Division, San Diego 1.—Mi.t Supp ties, 
August 1946. 


Electric Hoist 
Two-Ton Model 


THE YALE LINE now includes a two-ton 
model, thus expanding the Midget King 
models formerly available only in 1%, 
1%4-, ¥- and one-ton. The hoist is powered 
by a one h.p. motor, and strong light 
weight alloy steel roller chain carries 
the load. The shaft and all gears are 
alloy steel, forged and hardened for max- 
imum strength. Precision bearings are 
used throughout and oil bath lubrication 
protects all frictional parts. The new 
model is available hook for sta- 
tionary use and with permanently at- 
tached trolley for use on an overhead 
track.—Yale & Towne Mfg., Co., Phila- 
delphia 24—-Miu.t Suppwits, August 
1946. 


with 


Gravity Conveyor 
Light Duty 


SAID TO CONTAIN several innovations giv- 
ing greater range in use and adaptation, 
a new light duty gravity conveyor is now 
on the market. The manufacturer places 
special stress on the bearings used in 
the rollers, claiming great efficiency and 












PURENE IS EASY TO SELL 


because it’s a reliable product 


N Ny ae 1 Yc 
SERINE i 


on fire protection, factory-safety and quick return to production has heightened 
customer Interest in protection of specific fire risks—the right type extinguisher 
for each hazard. 














Pyrene has had no small part In creating and developing this awareness. Over 
40 years of research, testing and manufacture of fire equipment has given us 
the necessary background and experience; Pyrene Is an outstanding name in 
fire protection. This year we are using the most extensive advertising and sales 
promotion campaign in our history—to help you sell Pyrene . . . advertising 
that supports the jobber. 


CARRY A COMPLETE LINE 









Pyrene Vaporizing 
Liquid extinguishers 
for electric or motor- 
driven equipment, 
flammable liquids 
and all fires In 
Incipiency. 


Pyrene Soda-Acid, 
Pump Tank or Water- 
Type for ordinary 
combustibles — 
wood, paper and 
textiles. 























Pyrene Foam extin- 
gulshers and Foam 
Playpipes for gaso- 
line, oll, solvent, 
paint and naphtha 
fires. 


Pyrene G-1 Powder 
for extinguishing 
dangerous, hard-to- 
kill magnesium fires 
—developed by 
Pyrene for specific 
protection of metal- 
lic fire risks. 









Urge your customers to Standardize on Pyrene 


{ rene Hlanufacturing Company 


NEW JERSEY Ll 


j NEWARK 8 


Affiliated with the C-O-Two Fire Equipment Co 
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APRONS for all 
INDUSTRIAL USES 











Hodgman aprons are designed for 
specific uses and occupations to 
stand up under the most severe 
service conditions. All fabrics, 
coated in our own plant, meet 
the most rigid government specifi- 
cations. Hodgman aprons remain 
soft under extreme temperature 


changes; they don't stick, crack, |. 


shrink or peel. Available in many 
styles and coatings depending on 
the service required. 


of Aprons é 
Industrial 


Clothing 


HODGMAN. RUBBER CO. 


Cooke Street, Framingham. Mass. 


Ch 2 
173 W. Madison 


San Francisco 5 


New York 16 
261 Fifth Ave. 121 Second St. 











SALES 
ENDLESS 
with 
ENDLESS 
BELTS... 


but be sure they are 


GLOBE WOVEN 
BELTS 


For instance: Globe endless woven 
belts are just that—endless! No 
joint or lap to cause vibration. And 
Globe's special treatment prevents 
slippage. 

As for endless sales—the records 
of Globe distributors are definite 
proof that there is a continual re- 
peat on orders for Globe Endless 
Woven Belts! 


And that goes 
Globe Belt Line: 
Kanry-Tex Belting 
Solid Woven Cotton Belting 
Cellulose Coated Belting 
Waterproof Treated Belting 
Webbing 
WRITE FOR OUR CATALOG 
it will be sent freely and promptly 


for the entire 


WOVEN BELTING CO. 
GL 1400 CLINTON ST. 
BUFFALO 6,°N. Y. 


WILL GET YOU 
2 TRIAL CANS 


Ribyfluid 


Paste & Liquid Soldering Flux 


25c in coin or stamps will get you 
2 large, trial offer cans—one paste 
and one liquid. Send for yours today. 


Rubyfluid Flux gives you perfect 
soldering every time—easy and eco- 
nomical to use—wets out freely— 
no harmful or objectionable fumes. 


Ruby also makes c special Stain- 
less Steel Flux. 


Ruby 


Chemical Co. 
70 S. McDowell 
Columbus 8, Ohio 


Rubyflutd 
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Many a Welding Job 
is Waiting for 


This Very Welder 


F.0.B. 
FACTORY 


A practical, versatile, de- 

pendable welding, brazing 

and soldering tool that is completely 
portable—the Magic Wand Welder— 
“The Welder in the Carrying Case.” 
The welder that goes to the job—not 
the job to the welder! 


Plant men accustomed to the large, more 
unwielding industrial type welders, find the 
Magic Wand Welder a very handy piece 
of auxiliary equipment, doing difficult work 
in close quarters. Does regular electric 
flame and metallic arc welding, also brazing 
and soldering. Handles any metals—iron, 
steel, bronze, brass, aluminum, etc. 


Consists of heavy-duty transformer, with 
six stages of welding heat, double-duty 
electrode holders and special 15-amp, 
polarized outlet plug, built into a service- 
able, shock-proof carrying case. Weighs 
less than 30 Ibs. complete with kit of sup- 
plies, including welding, brazing and sol- 
dering rods and fluxes, spare carbon elec- 
trodes, welding helmet and valuable In- 
struction Manual. 


Distributor Inquiries Invited 


Write for our distributor proposition and 
full information about the Magic Wand Welder— 
—— territory, discounts, selling aids, etc. 

ress : 


JOHN H. GRAHAM & CO. INC. 


General Sales Agent 
Dept. L, 105 Duane St., New York 8, N. Y. 


Magic Wand 
WELDER 


MA PA NT A ~ Niw Y ge WN Y 








easy rolling for them. The equipment 
is available with two types of quickly 
adjustable leg supports, single and dou- 
ble post. The units are supplied in vari- 
ous lengths, capable of being quickly 
coupled into continuous units.—/sland 
Equipment Corp., New York 17.—Muy 
Suppuies, August 1946. 


Broach 
Rotary Action 


Saw TO PRODUCE holes of remarkable ac- 
curacy, a new type of rotary broach has 
been introduced. The tool is made with 
high spiral or helical cutting edges, and 
when end pressure is applied, the edges 
remove metal in a shearing manner. The 
manufacturer states that the tool has a 
cutting edge life five to ten times longer 
than ordinary tools, and that it finishes 
holes without the need for further ma- 
chining. Marketed with straight shanks 
only, it is made in sizes from 14-in. to 
l-in. by Ys-in. and from 1%-in. to 11/-in. 
by %-in. Fearless Tool Co., Los An- 
geles 6.—Mitt Suppuies, August 1946. 


Calculator 
Cutting Speed 


A NEW SLIDE-RULE cutting speed calcula- 
tor has been developed which is said to 
insure proper spindle speed, thus saving 
many burned and broken tools. The 
calculator has three diameter scales 
graduated in inches, millimeters and 
number and letter drill sizes. The scales 





We hand you every advantage 
in the sphere of 


FLUSH 





ALLEN FLAT HEAD 


CAP SCREWS for 


EVERY SALES AD- 
VANTAGE IN YOUR 
FIELD APPROACH 


These features strongly advertised in leading industrial publications inform- 
ing your customers; intensively demonstrated by Allen field men as well: 


(1) Flush top surface with no gap between screw head and surrounding metal. 


(2) Extreme rigidity of grip, because angle of head helps lock |screw in place by 
drawing down on a conical surface. 


(3) Firmer hold on thin plates of metal, by more binding surface under the head 

than in fillister or cheese-head screws. 

(4) Shallower countersink — less weakening of metal — when used for fastening a 

relatively thin plate. 

(5) Positive engagement of hex key transmits 

power for tightest of set-ups without slipping, 

reaming or side play. 

(6) Maximum strength of screw itself assured by 

"* pressur-forming’’ of special-analysis ALLENOY 

steel. Threaded to a high Class 3 fit. 

(7) Speed in assembly provided for by use of Allen 
hand drivers and key blades for 
power drivers. 

Your KEYS to the flush fastening business. 


Sitti 


‘ 
é 


THE ALLEN MANUFACTURING COMPANY 
HARTFORD 1 . CONNECTICUT, U.S.A 
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REPLACE DANGER 





Wits my. ies 
ell DIETZ LANTERNS 


When your customers place DIETZ 
LANTERNS on guard for regular 
emergency use, they faithfully guide 
the way, night after night, without 
failure or diminishment of light. 


DIETZ LANTERNS will not fail or 
- falter as long as a drop of kerosene 
remains to burn. 


Many models will give uninterrupted 
light and safety for an entire weekend 
with plenty of oil to spare. 


A DIETZ LANTERN can be set for 
maximum candlepower or for a pin- 
point of light. 


Now supplied in terne coated steel, gray 
enamel! finish. 


Dia 4 


LANTERNS 









Mm RE. DIETZ COMPANY 


i840 1946, 


Output Distributed Through the 
Jobbing Trade Exclusively 











LEADING 
MANUFACTURING 
PLANTS 


Are Equipping 
Their Plants with 


LYNN (ockinc 
TOOL POST TURRETS 


T Bolt or Bolt 
Circle Mounting 
T B—i (5%," 







They Want 
Accuracy 


L 

2. Speed in 
Production 

3, Eese in 
Tooling Up 

Tee Bolt Mounting i 4. of 

furnished in magimum 


sige that is easily ma- 
— to fit any tee or 


We build a complete line of tool posts for every 
lathe t i 


n 
and inctudi . ie Si a 
posts are aclaned for tn heaviest possibie 
werk. Mundreds of jobbe re 
LYNN Tool Posts because they know it means 
catiotacton for their custemers an 

siness. 


PROMPT SHIPMENT 





If you are not selling LYNN Double 
Lecking Toool write and get 
the complete information today! 


LYNN MANUFACTURING CO. 
1121 So. 7th St., Minneapolis 4, Minn. 





























SODERING.- BRAZING 
WELDING 


ALIEN 


Jor SAFER-— 
SURER JOBS 





© We can help. your customers to 
lick those tough fluxing problems. We 
have more than 50 years of experi- 
ence which is at your service to help 
them get safer, surer jobs , . . for 
production, repairs, or maintenance. 
Our Technical Staff is ready to ad- 
vise and consult with you on difficult 
and intricate fluxing problems. We 
have Metel Charts which show melt- 
ing point of all Soders and which are 
yours for the asking. Industry needs 
ALLEN Products—be ready to serve. 


L. B. ALLEN CO. Inc. 


6731 BRYN MAWR AYE. 
ob 1. er-UC Ome bin & 





MILL SUPPLIES © AUGUST, 1946 











Get the Facts about 


CABLEMASTER 


THE NEW LIGHT HOIST 














ESPECIALLY DESIGNED 
IN 3 CAPACITIES 


@ The new CABLEMASTER hoist is 
available in 250, 500 and 1,000 Ib. 
capacities. Each size hoist is indi- 
vidually designed and built for its 
specific rating . . . not a geared up 
or geared down make-shift. This spe- 
cial design results in minimum weight 
and maximum performance. Available 
for hook mounting, as shown, or rail. 


Phone, write or wire for details 


THE MASTER 
ELECTRIC CO. 


INDUSTRIAL EQUIPMENT DIV 
DAYTON, OHIO 


e Drives @® Electric Hoists 


tric Hammers ® Engine Driven 
r Plants © Portable Grind 
© Big 3 (Power, Tool Operation 





ncrete Vibration Units © Tampers 














enable instant readings without reference 
to tables or handbooks. The rule handles 
cutting speeds from 15 to 8,000 f.p.m., 
diameters from No. 80 drill to 8-in., and 
spindle speeds from 7 to 100,000 r.p.m. 
The manufacturer advises that it is sim- 
ple to operate—Lawrence Engineering 
Service, Peru, Ind.—Muu Suppuiss, Au- 
gust 1946. 


Arbor 


Broad Usefulness 





UseD FOR MANY YEARS on Bearcat power 
saws, thé manufacturer is now offering 
a heavy duty arbor as an item for gen- 
eral application. The arbor may be 
mounted for grinding, polishing, buffing, 
sanding or abrasive discs, wood turning, 
nonferrous metal cutting or for power 
transmission or idler pulley use. The 
shaft is 144-in. between bearings, pre- 
cision built and balanced to eliminate 
spring and vibration. Ball bearings are 
fully enclosed in dust-proof grey iron 
housings. Belt pulley is keyed to shaft 
with a set screw lock.—Paxson Co., 
Dowagiac, Mich—Mit Suppuies, Au- 
gust 1946. 


Converter 
Drill Press 


Any size or make of drill press can now 
be instantly converted to perform filing, 
cutting, sawing and slotting operations 
at a fraction of the usual cost, according 
to the manufacturer of a new drill press 

























Here’s a suggestion that can 






help your trade and step up your 
sales and profits at the same time. . 


Just tell pipe users about the advantages of using Naylor light- 
weight pipe on applications normally requiring heavy-wall pipe. 
Twice the footage from the same tonnage of steel. Savings on instal- 
lation up to 50%. Reduced trucking expense. High salvage value. 


Though light in weight, Naylor Pipe has the .exclusive Lockseam 
Spiralweld Structure that provides greater strength, leaktightness 
and safety than any other light-weight pipe. 


The facts are worth looking into. Write for a registered copy of 
the new Naylor Cata 
log today. There’s no 
obligation. 






NAYLOR PIPE COMPANY 


Generel Office 








1253 EAST 92MD STREET + CHICAGO , MLLImOls 
Mew York Off 

MAYLOR LOCKSEAM 350 Medisen Avenue + ew tet UV.ayT 

SPIRALWELD PIPE 
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How long 
is “always”? 


That’s the catch question some 
manufacturer, his foreman or 
purchasing agent may ask you, 
one of these days, when you're 
telling him about the trouble-free 
service he'll always get when a 
‘Load-Lifter’ Electric Hoist lifts 
his loads. 


Explain that “always” means 
he’ll never find a time when a 
‘Load-Lifter’ isn’t ready to lift 
any load within its capacities. 
He’ll find that “always” means a 
‘Load-Lifter’ will lift capacity 
loads day after day with the 
minimum amount of attention. 


Explain the superior features 
of ‘Load-Lifter’ Hoists: 


.. one-point lubrication 
..two-gear reduction drive 
. interchangeable suspension 
. . fool-proof upper sto 
.. self-contained, Say A 
motor 
.improved mechanical load 
brakes 


which make ‘Load-Lifter’ Hoists 
so economical and practical to 
use, make possible their depend- 
able performance. 


Add the fact that ‘Load-Lifter’ 
Hoists come in a wide variety of 
combinations and speeds to meet 
every industrial requirement. 

Keep supplied with Cata- 


leg No. 215 to help 
you in selling. 


LOAD LIFTER 


Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


your 
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MAGNOLIA makes two bearing met- 
als for shock loads: 





ADAMANT for extreme conditions and 
where the application justifies the use 
of tin—which is still in short supply. 





DEFENDER for normal shock loads. 


Look for the 
Flower Bran 








MAGNOLIA METAL COMPANY 


Experienced maintenance men in mine and mill know 
MAGNOLIA Metal as a reliable bearing metal when 
properly applied. Not all of them fully realize that 
there is a specific type available for the major varia- 
tions in load characteristics. You can help your 
customers to get better bearing service by helping 
them to specify the correct brand for each application. 


Here’s the Story we tell maintenance men 


How often in the last six months have you had to re- 
pour a bearing that had cracked under shock loads? 
What was the cause? Was the bearing metal properly 
selected for the particular operating walkie 


When next you have to repour such a bearing, it 
will pay you to have a supply of ADAMANT or 
DEFENDER Bearing Metal on hand. Both are 
specially a ed to provide lasting service 
under repeated and severe shock loads. The combi- 
nation of malleability, strength and toughness in- 
herent in both these metals enables them to withstand 
hammer-blow stresses without cracking or chipping. 


18 WEST JERSEY STREET 
ELIZABETH 4, N. J. 
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2424 BELLE 


EASY — 
HIGH PROFIT-— 


VOLUME SALES 
wtth 


4, VINCENT-HUNTINGTON 


) GRINDING WHEEL 
DRESSERS AND CUTTERS 


Special steel, exact hardness and controlled heat-treat eliminates tooth 
breakage or mushing over. An exclusive heat-treating process used by 
VINCENT assures long life, clean dressings and absolute satisfaction to your 
customers on every hand dressing operation. 


The name, VINCENT, has been widely known for over 36 years. . 


. known 


for high quality, reliable products. It continues to be brought to the atten- 
tion of your customers and prospects through monthly trade journal adver- 
tising. 

Send for complete information today! 
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converter. 


parts. Mounted between two preloaded 
ball bearings is a solid steel cam which 
converts rotary action to a vertical re- 


It can be attached in three | 
minutes and there are only three moving | 





ciprocating action and, it is said, in- | 


creases the drill press power output by 
approximately 300 percent. The main 
housing is a high grade casting with 
bronze sleeve insert for bearing surface. 
The cam roller is hardened tool steel. 
The attachment is available in 1-in. and 
134-in. stroke models.—Leo G. Brown 
Engineering Co., Los Angeles.—Miu 
Suppuies, August 1946, 


Hand Gun Loader 


Easy, Economical 





A new method has been developed for 
the filling of hand grease guns which 
eliminates disassembly, precludes danger 
of lubricant contamination or waste, and 
permits gun loading in a few seconds. A 
new loader-fitting which is mounted on 
the head of a hand gun and permits 
grease to flow into the reservoir is the 
key innovation of the system. A loader 
valve mounted on a bucket pump or 
loaded pump, functioning in the same 












Quality and 
Dependability 
for 70 years... 
Maintained 







Effective service of JACKSON 
products is the result of providing 
maximum strength and stamina in 
construction and the use of mate- 
rials best adapted for the pur- 
poses involved. 

















Jackson draws on seventy years’ 
experience in building these prod- 
acts—assurance that its reputation 
for this class of equipment will be 
maintained in the future as in 
the past. Furthermore, distributors 
can be confident that the name 
"JACKSON" will continue to 
stand for a dependable source of 


supply. 













JACKSON MFG. CO. 
HARRISBURG, PA. 
Est. 1876 
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manner that a coupler does when applied 
to a fitting, is the companion item to the 
loader-fitting on the hand gun.—Alemite 
division, Stewart-Warner Corp., Chicago. 
—Muiut Supp .ies, August 1946. 


we're recommending 


Truck Load 
PlasJex BELTING Fl conn 
for all food 
conveying jobs 


DISTRIBUTORS REAPING PROFITS “AND 
GOODWILL ON PlasTex EVERYWHERE 


How about you. Mr. Distributor! Your customers will 
appreciate knowing about this wonderful plastic 
coated belting that is impervious to oils, greases. 
acids, alkalis and moisture. Proof of this statement is 
the fact that nearly four hundred leading food proc- 
essors are already enjoying the benefits of this 
remarkable product. Why not join with other leading 
distributors and start getting your share of the profits 
and goodwill PlasTex can bring you right in your own 
territory. Write Dept B. today, for the whole story! 





A COMPACT, LIGHT WEIGHT fork truck de- 
signed to lift, carry, stack and tier unit 


BUFFALO WEAVING & BELTING COMPANY package loads, and to operate within nar- 


+ ae ee Neaiitell row limits, is now on the market. The 


‘ 











manufacturers say it is specially adapted 
for fast, low cost loading and unloading 
of highway trucks and trailers, where its 

turning radius of 57-in. and light weight 
= . ‘ THE B ELT HOOKS are used to advantage. It will handle 
S re ie ra wv WITH THE palletized loads up to half a ton, and is 
an said to save more than 75 percent of man- 
hours required for loading and unload- 
ing highway trucks and trailers.—Clark 
Equipment Co., Battle Creek, Mich.— 
Mitt Suppties, August 1946. 


End Mill 


rie alla, nm ™ Three-Flute 
paealmal a4 wT wir 





i 
' 
i 
| 
; 


‘ 


There is no substitute for Safety 

Belt-Lacing because the patented 

Safety binder bars not only hold 

each hook in perfect alignment 

(both before and after applica- 

tion) but also cover and pro- 

tect belt ends, prevent fraying 

eh ia y assure long life. It's ' 

Perfect Alignment not all purpose belt-lacing too. It 

nee Sp a eee. can be applied in factories and 

shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. , 

SAID TO BE THE FIRST really successful 


Write for Catalog Sheets end mill capable of plunging into solid 


SAFETY BELT-LACER CO. metal, a new three-fluted Carboloy-tipped 
5388 N. Menard Ave., Chicego 30, U. S. A. end mill has been developed. The de- 


| sign provides more chip room and thus 
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obtains freer and cooler milling, thus 
decreasing the chance of work overheat- 
ing and twisting. According to the man- 
ufacturer, exhaustive tests reveal out- 
standing performances for the tool. In 
the milling of a keyway, the three-flute 
end mill finished the job much smoother 
and in one-sixth the time consumed with 
a high-speed steel tool. The fiew end 
mill is manufactured for use on all types 
of alloy steel, cast iron, brass, bronze 
and plastic material—Nelco Tool Co., 
Inc., Brooklyn 31.—Miu. Surpuies, Au- 
gust 1946. 


White Fluorescents 
4500 Range 


THE COMPLETE LINE of GE fluorescent 
lamps is now available in the new 4500- 
white color. The color is described as 
being sufficiently near daylight to meet 
ordinary needs for color discrimination, 
and is at the same time warm enough to 
be pleasing for indoor illumination uses. 
All lamps are available in the 4500-white, 
from 6-watt to 100-watt sizes. The new 
color is also available in all four sizes 
of Slimline fluorescents.—Lamp Depart- 
ment, General Electric Co., Cleveland.— 
Mitt Suppuies, August 1946. 


Rotary Pumps 
Easily Adapted 


SAID TO BE IDEAL for diesel fuel transfer 
work, hydraulic service and service on 
industrial and large domestic oil furnaces, 
a new 34, 14, and 3 g.p.m. rotary pump 
is now being merchandised. Easily adapt- 
able, varied mounting arrangements have 
been provided. The pump can be hub, 
flange or foot mounted, and complete 
units are available with bed plate and 
motor, or fitted to receive motor. The 
units feature new built-in relief valves 
and a mechanical seal giving positive 
sealing action—Geo. D. Roper Corp., 
Rockford, Ill—Mm. Suppuies, August 
1946. 
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COFFING 
HOISTS 


They handle 
"A thousand 


and one” 








different jobs 
saree” EFFICIENTLY 


RATCHET 
LEVER 


HotsT "QUICK-LIFT" 


ELECTRIC 
HOIST 


Your customers for 
COFFING HOISTS are 
in mines, machine shops, 
steel and aircraft plants, 
shipyards, transportation 
and wrecking outfits . . . in fact wher- 
ever there is a construction, mainte- 
nance, or production job to do. 


COFFING HOISTS are adaptable to 
a great variety of applications for lift- 
ing, pulling and moving. They are easy 
to operate, safe to handle, and give 





dependable, economical service. Stock 
COFFING HOISTS and you can SELL 
all requirements with good, steady 


profits. 











COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 
LOAD BINDERS. - DIFFERENTIAL HOISTS - TROLLEYS 


DANVILLE, ILLINOIS 
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No. 10 Jointer 
No. C-6 Rip 
No. C-5 Cut-Off 


PRODUCT OF MASTER SAW MAKERS 


Out of three generations of saw making experience—almost a 
century of service—Ohlen-Bishop craftsmen have attained an 
enviable reputation for correctness of design, style of tooth, 
true shaping and grinding. All contribute to the speed, 
accuracy and efficiency for which Ohlen-Bishop saws are known. 

Stock and sell Ohlen-Bishop circulars—they assure customer 
satisfaction. 


OHLEN-BISHOP 
MFG. COMPANY 


902 Ingleside Ave. 


Columbus, Ohio 

















, 

, 
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THE EDWIN H. FITLER CO. 
Manufacturers of Quality Rope Since 1804 


MAIN OFFICE, PHILADELPHIA 24, PA. 
New York e Chicago @ Los Angeles © Portiand 
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A complete line from a single 
source... easier to sell ...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart’s outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
1946 Medart market for youl 


No. 56-V 
V-belts and 
V-sheaves 


No. 66 

All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 





INDEX TO ADVERTISERS 


This advertisers’ index is included os a 
convenience and is in no way a part of the 
advertising contract. Although every care has 
been token to index accurately, some errors 
may have occurred and no allowance will be 
made for them. 


ase Alloy Steel coup CHISELS 





Advance Glove Mfg. Co 

Ahiberg Bearing Company 

Aircraft Standard Parts Co 

Alr Express Division of Railway Express 
Agency 22 

ER i's ita atv id ak 65h oem de edhe 185 


Alemite Corporation Division of Stewart- 
Warner 117 


Alleghany Ludium Steel Corporation 
Allen Co., Inc., L. B 

Allen Manufacturing Co. 
Allis-Chalmers Manufacturing Co 
Alluminum Industries, Inc 


American Chain & Cable Co., Inc. 199, 175, 225 
Back Cover 


American Chain Division of 
American Chain & Cable Company, Inc... 


American Crayon Company, The 
American Foundry Equipment Co. 
American Hoist & Derrick Co 
American Saw & Mfg. Co 
American Screw Company 
Ampco Twist Drill Co 
Anti-Corrosive Metal Products, Inc 
Appleton-Atlas Car Mover Co 
Armstrong-Blum Mfg. Co 
Armstrong-Bray & Co 
Armstrong Bros. Tool Co 

Aro Equipment Corporation, The 


Asbestos Textile & Packing Division of 
Raybestos-Manhattan, Inc. 


Atkins & Company, E. C 


B.M.C. Manufacturing Coroporation...... 
Barnes Mfg. Co 


Beaver Pipe Tools 

Behr-Manning Corporation 

Black Manufacturing Co 

Black & Decker Mfg. Co., The 

Blackhawk Manufacturing Co 

Bonney Forge & Tool Works 

Boston Woven Hose & Rubber Co i - 

Bristol Company, The Yes, they’re tough—with the kind of forged, hardened, 

Bi & Sh Mfg. Co ° ° 

nian seiaiauatnn Co tempered toughness that you like to put at the service 

Buda Company ° ° 

Setiale te Gienpene of your industrial customers. 
! h ° ° 

aus dha ichaien is These popular chisels—No. 74 “Straight Cut”—are 


Bunting Brass & Bronze Co., The : : . . 
Sisenty Gethest: Gheniane, Waniduiont 04. made in a full range of sizes for a host of operations in 
- -” metal, welding, electrical, automotive and aviation work. 


vision 


isi eis Sate Stanley Cold Chisels are forged from silicon-mangan- 


Carboloy Company, Inc ese steel, correct\y hardened and tempered. Bits are 
Carborundum Company, The 


Cash Valve Mfg. Corp., A. W hammer drawn and toughened. Black forge finish with 


is eae vhs polished bits and heads. Stock and recommend these 


Ch jon La Work: ¢ ; i 
Guanes Sinties seiibaten chisels for sales and satisfaction. Stanley Tools, 146 Elm 


Chicago Screw Co St., New Britain, Connecticut. 
Chicago Tool & Engineering Co 
Chicago Wheel & Mfg. Co 
Clark Equipment Company 
Clayton & Lambert Mfg, Co 


Clemson Bros., Inc by 
Cleveland Twist Drill Co., The 
Clover Manufacturing Co 


Coffing Hoist Co 

Collis Company, The 
Columbian Rope Company 
Columbian Vise Mfg. Company 














Trade Mark 
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“Retool with Reltool!” 


Feature this Growing Line of 
FINE METAL CUTTING TOOLS 


@ Center Drills 

@ Small End Mills 

@ Center Reamers 

@ Tool Bits 

@ Driving Collars 

@ Circular Saws 

@ Slitting Saws 

@ Screw Slotting Cutters 

@ Formed Tooth Saws 

@ Side Chip Clearance Saws 

@ Jewelers’ Saws 

@ Rotary Shears and Special 
Saws made to User's Specifications 


COMBINATION DISTRIBUTORSHIPS AVAILABLE 


CENTER DRILLS Qualified Industrial Distributors who can provide adequate 
sales representation are invited to consider the Reltool Fran- 
chise. A number of choice territories are still available. 


STANDARD AND 
**SHOCKLESS" 


CORPORATION 
RELIABLE METAL CUTTING TOOLS 


710 WEST MICHIGAN STREET 


MILWAUKEE 3, WISCONSIN 





Here's an Item in 
a Class by Itself 


Distributors selling 

“BELT-SAVER” Pul- 

leys know by act- 

ual experience that 

they are rendering 

and outstanding ser- 
vice to their customers. By replacing ordinary pulleys with 
“BELT-SAVER” on conveyors and bucket elevators carrying 
hard or abrasive materials, conveyor belt life has been 
tremendously increased. Case after case is on record and 
open to complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
repeat orders from distributors proves that “BELT-SAVERS” 
is in a class by itself. Full details on request. 


SPROUT WALDRON & CO. 
MUNCY, PA 


Manufacturing Engineers Since 1866 








PULLEYS 


ON 


eee lad . 


BEARINGS 


CONVEYORS 
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by catia the complete 
CLOVER LINE 


& ’ 
v7 


CLOVER COATED ABRASIVES, —inali grains, 


grades, backings, coatings, sizes and shapes. 


fae a | ee a a a lll a a 


CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 


CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. co., Norwalk, Conn. 


CLOVER 


Hb ititd. 





a0 000 A000 
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Columbus-McKinnon Chain Corp 
Commercial Credit Company.,........... 157 
Continental Tool Works Division of Ex-Cel- 
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Cooper Alloy Foundry Company 
Corbin Screw Division 

Cerning Glass Works 

Cuneo Press, Inc., The 
Cushman Chuck Company 


Dahistrom Mfg. Co. 
Damascus Stee! Products Corp 
Danielson Mfg. Co. 
Darnell Corp., Ltd 


Dixon Valve & Coupling Co 
Dodge Manufacturing Corporation 
Donnelly & Sons Co. R. R................. 204 


Elastic Stop Nut Corporation of America 135 
Electric Soldering Iron Co., Inc 

Electroline Company 

Embury Mfg, Company 

Ettco Tool Company 

Ex-Cello Corporation 


Factory Management & Maintenance. . 208-209 
Ferry Cap & Set Screw Co., The 75 
Fiske, Bros. Refining Co., Lubriplate Div. 179 
Flexible Stee! Lacing Co 


Ford Chain Block Div. of American Chain 
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Ford Mfg. Co., 
Forsberg Mfg. Company 


Garrett Co., George K 

Gates Rubber Company, The 
General Die & Stamping Company 
General Electric Company 
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States Rubber Co 193 


Globe Woven Belfing Co 
Goodyear Tire & Rubber Co 
Gorham Tool Company 
Gray Company, Inc. 
Greene, Tweed & Company 
Greenfield Tap & Die Corp 
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Harnischfeger Corporation 
Harper Co., The H. H 
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Harris Company, Arthur 


Hazard Wire Rope Div. of American Chain 
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Hein-Werner Motor Parts Corp 
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Holo-Krome Screw Corp., The 
Hooven & Allison Company, The 
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Imperial Brass Mfg. Co., The 
Indianapolis Brush & Broom Mfg. Co 
international Chain & Mfg. Co 








CAR MOVERS 


Low-cost “TOOLS” that 
pay good dividends: - > 


Light, heavy, or medium jobs . . . BADGER has 
a type suited to that particular job. BADGER 
Car Movers are known for their ease of handling, 
low first cost, and sturdy construction—little or 
no maintenance required after many years of 
hard service. Your customers who have sidings 
should know all about BADGER Car Movers. We 
always urge our users to buy thru our Dis- 
tributors . . . have your stocks ready to supply 


them. 





ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 











BALL 
BEARING 











VALLEY 











HEAVY-DUTY 


GRINDERS 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of qual- 
ity. This means complete satisfaction in service which 
builds a profitable market for these efficient, low-cost tools. 





Valley Electric Corp. 


4221 FOREST PARK BLVD. © ST. LOUIS 8, MO. 
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COMPLETE 


CATALOG 
GENUINE 


STRONG 


STEAM TRAPS 








Get the facts on STRONG’S 
complete line... including: 


@ HI-CAP IMPROVEMENTS 

@ SELECTOR CHARTS 

@ CAPACITIES 

@ INSTALLATION DATA 

®@ SPECIFICATIONS AND DIMENSIONS 

@ PRICES 
Here is all the information you need on 
all STRONG quality steam traps. In- 
cluded is full information on open and in- 
verted bucket traps, including the famous 
70 Series traps with HI-CAP orifices. 

As always, STRONG engineering ser- 
vice enables you to take full advantage of 
this complete line by helping you select 
the correct trap for your customers” par- 
ticular needs. Send for Catalog 67 today! 


STRONG, CARLISLE & HAMMOND 
COMPANY 
CLEVELAND 13, OHIO 


STRONG 


STEAM SPECIALTIES 














No. 2 PUNCH 


—WHITNEY— 
LEVER PUNCHES 





ADAPTABLE 
TO MANY 
APPLICATIONS 


@ There are many types and sizes 
of WHITNEY Punches. Individual 
characteristics make these differ- 
ent types adaptable for certain 
work. This wide variety of types 
and sizes give distributors broad 
sales coverage. All WHITNEY 
Punches, both hand and bench, are 
built for service far above rated 
capacities. The men who use them 
like them and they are always 
good money makers. 


W. A. WHITNEY MFG. CO. 


ROCKFORD, ILL. 





VISE 


WITH SWIVEL BASE 
FOR BENCH AND MACHINE 


Removed from its swivel 
base, a “Yankee” Vise can 
be used in practically any 
position. Suppose you have 
a job in the vise and you 
want to transfer that work 
to the drill press or milling 
machine. Simply detach the 
vise from its base, do the 
other operations, bring the 





vise back to the bench, put 





New 1947 model! 


New Sales Opportunities ! 


Neu Profits! 


The MONARCH 
One Man 
Car Door Opener 


sells on sight 
wherever freight 
cars are loaded or 
unloaded! 


HERE'S WHY 
@Every Box Car User 
o Prospect 
@ Reasonable Price 
@ Saves Time — Labor 





One man instead of © gang cun open the most bind- 
Opener 


ing box cor door with a Monarch Car Door 


Write — Wire — Phone Today for 
details of attractive proposition 


THE MINING SAFETY DEVICE CO. 
BOWERSTON, OHIO 


DEPT. MS-8 
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it back on its swivel. You 
have maintained correct 
alignment from start to fin- 
ish without disturbing the 
work, You have avoided 
time-consuming set-ups for 
each operation. 


“Yankee” Vises with swivel 
bases are made in four sizes, 
with a jaw opening from 
14” to 4”. Each comes 
equipped with a _ grooved 
V-block for holding round 
or irregular work. The time- 
and labor-saving feature of 
these vises is typical of all 
“Yankee” tools—screw driv- 
ers, braces, and drills. 

“YANKEE” fine Mechanics’ 
Tools are standard for quality 
with Industrial Supply Dis- 
tributors the country over. 


NORTH BROS. MFG. CO. 
Phila. 33, U. S. A. 
Established 1880 


Division of The Stanley Works 
Send for the ‘‘Yankee’’ Tool Book 


~YANKEE™ 


a eS 
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GENERAL DIE AND STAMPING COMPANY 


a] LLET DIV., 268 Mott Street, New York 12 
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MR. DISTRIBUTOR 


‘Gumcemen Write 
TODAY 





for discounts 
and complete 
information 


Remember, 

the fast mov- 
ing nation- 
ally adver. 
tised line of 
PRECISION 

collets and 
lathe attach- 
ments is sold 
only through 
the industria! 
distributor. 


It spells 
PROFITS 


for you! 
Re aati ocalk 














CAPITAL 


INDUSTRIAL 


BRUSHES and BROOMS 

















HIGH QUALITY 
FOR GOOD SERVICE 


Whether in service or in sales, 
CAPITAL Brushes and Brooms 
always give a good account of 
themselves. They are specified 
over and over again by plant 
managers who know just what to 
expect in the way of wearing quali- 
ties. Here are all season sellers 


because maintenance has no sea- 
son—it's a full time job in plants 
everywhere. This modern, prac- 
tical line of industrial maintenance 
equipment saves time and expense 
for your customers and will build 
nice income for you. 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 


CORNER BRUSH and BROOM STS. 


Est. 1890 


INDIANAPOLIS 7, IND. 
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MANUFACTURED SOLELY BY 


= Electrotine lompany 


412) SOUTH LA SALLE STREET 
CHICAGO 9, ILLINOIS 
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“DIE-LESS” J 
DUPLICATING 


is a widely used modern industrial production tech- 
nique of great versatility. It was made possible by 
the adaptability and ease of operation of DI-ACRO 
Shears, Brakes, Benders,—precision machines which 
make parts just as accurately as dies to a tolerance 
of .001” in all duplicated work. 


The merit of the DI-ACRO System of METAL 
DUPLICATING WITHOUT DIES plus our 
consistent advertising to industrial plants has created 
a constantly broadening market 
and a remarkable interest in “DIE- 
LESS DUPLICATING”. Send 
for catalog and complete dealer 
information. 






















Write for Catalog 


Prounced 
**DIE-ACK-RO" 













312 EIGHTH AVE. SO. - MINNEAPOLIS 15, MINN. 
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Square, Straight Tapping | |e The NEW 


in HALF THE TIME DEX-TRUSS 


STOCK STAND 


with bail bearing feed roller 
ACCOMMODATES 


























THREE ALL TYPES OF SAWS! 
STANDARD ° 
HEIGHTS 
oe ao 
ACTION 
* 
9¥2"" RUGGED 
copra Construction 
te all steel 
28%" electrically 
welded. 
(B) 22" . 
« 2 Convenient 
The Dahlstrom Tap Guide prac- . 3-WAY 
tically eliminates tap breakage, and tC) 31%" HANDLE! 
turns out uniform work. Just fasten a “ 


it to a post or bench, slip a Tap 
Adaptor into the spindle, and turn 
the handle. Equipped with seven 
Adaptors from 8/32 to 14” (taps 
not furnished). Table 6” x 101%”, 
7” opening. Literature on request. 


Advertised in Leading Machine Shop Magazines 


DAHLSTROM MANUFACTURING CO. 
424 South Sixth St. . Minneapolis 15, Minn. 


Dahl howl TAP 6 U 0 F 
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Easily movable 
under heavy loads! 
- 
AVAILABLE 
FOR 
IMMEDIATE 
SHIPMENT 


ORDER TODAY 
DISTRIBUTORS WANTED 
Write for descriptive literature 


ILLINOIS IRON WORKS 
115 East 75th St. _ Chicago 19, ill. 
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THE Hews "TIMBERHOG” GASOLINE SAWS 


Pent-up demand for the NEW Model tions, construction, railroad and plant 
No. 1 Reed-Prentice one and two man maintenance work. Provides maximum cut- 
gasoline engine Timberhog portable chain ting power at minimum handling weight. 
saw, insures minimum sales effort! 

Tremendous sales potential guaran- 

The Timberhog’s low cost, light tees oo profits ps a Se 
weight and dependable, built-in power tors. Investigate this easy-to-sell line — 
a means ready acceptance for eco- lowest priced in the field! Write TODAY 
nomical use in timber logging opera- to Dept. E, Timber Saw Division. 























REED-PRENTICE CORP 


75 West St, New York 6, N. Y. 1213 W. 3rd St., Cleveland 13, Ohio. 





USER DEMAND plus HANDY PACKAGING 


SELLS WILCOX CONNECTING LINKS! 


CHAIN 
CONNECTING 
LINKS 


@ Your customers know 
WILCOX Connecting 
Links are dependable. 
Stock WILCOX—be sure 
of satisfied customers — 
repeat sales—more profits. 





WILCOX Standard Pack- 
aging stimulates “by-the- 
box” sales—gives quick 
shelf or rack identifica- DROP FORGED STEEL 


tion—helps keep your 
stock straight. SELF-COLORED or GALVANIZED 





Write for Catalog today! STRONG AS PROOF CHAIN 
We Protect the Trade 





WILGIN, (i It 





uth Main Street, Middletown. Connectic | 
11 Se Specify WILCOX-CRITTENDEN 
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backfires 


Sales or Inquiries? 


Chasers” has overlooked one very important point. This 

point has to do with telling the reader where products can be 
bought. 

Go through any business magazine and you will be inter- 
ested in the sign-off of most advertisements. After making your 
mouth water to get your hands on one of the marvelous tools 
or machines advertised you generally find the closing para- 
graph something as follows. “Write for a new catalog and 
price sheets giving detailed information—(or let us tell you 
how Mufruff have solved problems for other manufacturers), 
signed Tom, Dick & Harry Manufacturing Company—500 miles 
away or further.” Will somebody please tell me why it is that 
you always have to write home for information? Isn’t there 
any way you can get all of the red hot data, including catdlog 
and prices, without addressing Dept. 287 Q, at headquarters 
who may or may not get the information back to you while 
you are still interested, when you have a local connection that 
should be able to function immediately? 

Of course, these’s that “inquiry record” and maybe it’s more 
important to keep the score of who produced what inquiries 
than it is to make sales. There is no question but what that 
actually is a factor in some cases, but certainly the average 
ad would lead one to believe that it is generally true. 

The strange part of the perusal of advertisements in user 
magazines is that a whale of a lot of Tom, Dick & Harry Man- 
ufacturing Companies have distributors strategically ‘placed 
in every industrial center of the country. These companies 
spend a lot of money setting up a good distribution system and 
a lot of time and effort in keeping contact, preparing and fur- 
nishing their distributors with catalogs, promotional materia! 
and other information to be used in soliciting business. Yet, 
when these companies advertise to back up distributors in their 
selling efforts they always say—‘“Write for descriptive circular 
287 Q and price.” Then sign it Tom, Dick & Harry Manufac- 
turing Company, 500 miles away. Why? 

Doesn't Tom Dick & Harry’s distributors have circular 287 Q 
and price list? If they do, is there a law against their using 
them so that Mr. Want-To-Buy who is shaking all over for a 


I’ EXPERTING on advertising copy it seems to me that “Copy 


quick look at the valuable circular can pick up his telephone 
and get overnight service from the local distributor? It seems 
so because it’s the exception and not the rule to find manu- 
facturers setlling through distributors that sign off: “Call 
your local distributor for complete information.” 

Is it more important that an inquiry for catalog, circular or 
price sheet be received by the manufacturer where a delay in 
handling may cost a sale than it is for this inquiry to go to the 
local representative where quick action may result in bringing 
home the bacon? How many times is his request for circular 
287 Q, with price list, followed up immediately with a letter tell- 
ing him that he can get complete information from a distributor 
in his locality? Or, how often is this inquiry referred immedi- 
ately to the distributor so he can follow through? 

It’s a good bet that it doesn’t happen very often. It just 
doesn’t fit into the “inquiry system.” Chances are that the 
manufacturer referred Mr. Want-To-Buy’s name to one of his 
salesmen who must deliver it in person to the distributor who 
passes it on to his salesman who arrives at Mr. Want-To-Buy’s 
establishment to find that he has lost interest or that he has 
bought it somewhere else. 

It would be unfair to indict all manufacturers on this par 
ticular point. There is a fair sprinkling of them that never 
fail to include in their advertisement the fact that they have 
distributors set up in every important center to serve the buyer 
quickly and economically. This is not only good advertising 
but it is good common sense in tying advertising into their 
selling plan. 

The manufacturer suppliers in this industry, on the whole, 
are overlooking an important competitive weapon when they 
fail to advertise the fact that distributors serve industry eco- 
nomically. Every manufacturer with a distributor policy should 
be hammering home consistently in their advertising copy to 
the industrial user that they have set up distributors in order 
to serve the industrial buyer better. 

It can be done by a few lines in the advertising copy reading 
as follows: 

“Telephone our nearest Industrial Distributor. He will serve 
you quickly and economically.” A. M. MORRIS 
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Wherever precision measuring is part of 
the production picture, you'll find customers 
for Starrett Tools. You share a world wide 
reputation for quality and dependability IT'S NEW 


. Just off the press, this new 
when your customers know you as a dis- catalog EG contains complete 


up-to-the-minute information 


, ? about Starrett Dial Indicators. 
tributor of Starrett Tools. ~ fete onl 


THE L. S. STARRETT CO. - ATHOLL, - MASSACHUSETTS - U.S.A. 
World’s Greatest Toolmakers 


2 a 


STEEL TAPES © HACKSAWS _ 
GROUND FLAT STOCK — 





For Absolute Uniformity... 


Wy, 


HAZARD 


LAY-SET 


WIRE ROPE 


D” YOU KNOw that the preforming process stepped up wire rope quality 
all along the line? To make preformed rope the manufacturer has to 
hold to close tolerances, exercise precise controls. That fine precision has 
made all wire rope, preformed or non-preformed, better than it was prior to 
the advent of preforming. Hazard has had long experience in these exacting 
methods. That is why Hazard Lay-Set Preformed, as well as Hazard 
non-preformed ropes, is uniform—reel after reel. Buy Hazard, and you 
get uniform quality—-now and always. Buy Hazard Lay-Ser 
Preformed Wire Rope made of Improved Plow Steel. 


c © Wilkes-Barre, Pa., Ationta, Chicago, Denver, Houston, Los Angeles, New York, Philadelphia, Pittsburgh, Portiand, San Francisco, Tacoma, Seattle, Bridgeport, Conn. 


HAZARD WIRE ROPE DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Y our Safety 








